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—To Every $1.00 You Have, We Will Add $4.00 
—Balance Paid Monthly---Low Interest Rates 





Place the Complete Responsibility 


In One Spot ({_«< 


CALL 383-5151 


Day and Evening Appointments 
1001 EAST FIRST STREET 
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Our "Abstract" of Construc- NO DOWN PAYMENT ne building your new 
tion is your Guarantee of lie waitin eaus 


Quality and Workmanship. Re-roofing — Decorating — Painting — present HOME 























We design and plan distinc- A Garage — Sun Porch — Porch — INVESTIGATE 
_ tive Homes. Shelving — Partitions — Screens Dickason-Goodman's Service 
All work by reliable local Six to Twelve Months to Pay pty a gaya ty 
Y : 2 . ONE SPOT. It is our busi- 
ds contractors. Annual interest, 6% on unpaid balance. ness to help you. 
view, 





is to In this forceful style the Dickason Goodman Lumber Co., Tulsa, Okla., advertises its unified “Four to One’ home 
UM: building and financing plan. The advertisement here reproduced appeared in the company’s house organ, ““The Mod- 
ern Homemaker.” See story appearing on page 49. 
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Little CHS About 
Frofitable umber Buying 


A FAIR PROFIT ON EVERY ORDER 
That's what you must have if you expect to stay in business. 


Business stability cannot be built on any other foundation. 


One of the biggest factors in” guaranteeing you a fair profit on 
every sale is to have dependable, reliable mill connections— 
firms that pride themselves on careful manufacture, uniform 
quality and grades. 


For many years we have served shrewd lumber merchandisers 
with 


Pondosa Pine, Idaho White Pine, White Fir 


or Fir and Larch 


They have enjoyed profitable business and continue to buy 
We can serve you as satisfactorily. Try us. 


from us. 





SPOKANE, WASH. 








Exclusive Sales Agents: Hot Springs Lumber Co., Hot Springs, Mont. 


Manufacturers 
HIGH ALTITUDE SOFT TEXTURED PONDOSA PINE 








WHEN YOU WANT 











BIG TIMBERS 


CALL WEYERHAEUSER! 
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Awe stock of Douglas Fir timbers is on hand at —_ 
our Minnesota Transfer yard ready for shipment OF 
within 24 hours. Sizes from 4 x 4 to 24 x 24 and lengths 
from 8 to 80 feet are stock items. A timber mill in 
the yard enables us to handle special sizes in a hurry. TER 
Let us carry your stock of these cumbersome and slow- = 
moving items. You can fill out a short car with other 
lumber or specialty items, or we can ship 1. c. 1. at 
€ 
upo 
WEYERHAEUSER SALES COMPANY ae 
Selling representatives for 
WEYERHAEUSER TIMBER COMPANY oa 


2563 Franklin Ave. 





(Twin City Branch) 
Minnesota Transfer: St. Paul, Minnesota f 
Phone: Midway 7510 








The present demand 
for better construc- 
tion, at a moderate 
cost is creating a 
Stine hg good market for 
we tas i Sate Long Lake Lumber. 


Architects, contractors, carpenters and builders ap- 
preciate the smooth, clear, easy working qualities 


LONG LAKE 


Duly ie 


You'll never “go wrong” when you recommend this 
| yard and shed stock to your customers. It’s the 
| biggest goodwill builder you ever saw. Just try 
some and be convinced. 

















LONG LAKE LUMBER CO. 
Spokane, Washington. 








J. M. Brown, President E.C. Wert, Vice-President 
D. E. Brown, Secretary 
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Every Lumber Dealer 


Should Read This 


used ‘Automatic Building Costs’, has checked 
the figures arrived at and has found them sur- 
prisingly accurate. He advises me that he can 


‘Automatic Building Costs’ in from 3 to 15 
minutes, as he has timed himself on a number 
of occasions.” 


frame, brick, stucco, plain gable, Dutch Colo- 


with “Automatic Building Costs” than with 
any other method. 
end your figuring problems for all time. 


AMERICAN LUMBERMAN, 
431 South Dearborn St., Chicago, Ill. 
{ should like to see “Automatic Building Costs.” *Send me a copy for 


10 days FREE examination. It is agreed that if I do not want to buy this 
book, I may return it without obligation. 


/ 


estimator in our general office has 


an ordinary small house with 


—Spahn & Rose Lumber Co. 
Dubuque, Iowa. 


By G. D. Rose, President. 


too, can figure all types of houses— 
English design —ten times faster 


It'll cost you just $15 to 


*Subject to approval of Management. 
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Entire Lumber Industry Will Welcome 


OME weeks ago producers of 
Douglas fir, spruce and hemlock 
adopted the policy of issuing 

price-lists that should be maintained 
rigidly until new lists were issued, 
the intention being to maintain them 
for thirty days. Since that time pro- 
ducers of pine in Oregon, California 
and the Inland Empire have taken 
similar action. This policy merely 
represents an attempt to give some- 
thing like stability to the prices of 
lumber. Manufacturers reserve the 
right, which they always have exer- 
cised, of pricing their stocks in ac- 
cordance with the condition of supply 
and their notions of value. The list 
prices are to be the minimum; there 
is nothing to prevent any producer 
from increasing his prices. 


Mill prices for many months have 
been unsatisfactory and unremunera- 
tive to lumber manufacturers. Not- 
withstanding that fact, buying has 
been almost negligible in volume. Ex- 
perience has proved during these 
months, as it has proved on numerous 
occasions in the past, that an unstable 
market, even when the general level 
of prices is low, does not encourage 
buying. The uncertainty stimulates 
the speculative impulse, at the same 
time that it forbids positive action in 
the way of purchases. The buyer 
sees prices fluctuate from day to day, 
declines alternating with advances, 
and he does not know when the bot- 
tom has been reached. The stabiliza- 
tion policy is calculated merely to fix 
the bottom price. 


a. 


Stabilized Market 


A stabilized lumber market is as 
desirable for one branch of the lum. 
ber industry as for another. Under 
conditions that have commonly pre. 
vailed, the necessitous buyer was 
pretty sure to pay a higher price than 
the speculative buyer. As a practical] 
matter, a stabilized market ought to 
produce something like a steady flow 
of demand, which in itself is condy. 
cive to further stability. When prices 
reach a level that returns an adequate 
profit to every factor in the industry, 
and only then, the industry can be 
said to be in a sound condition. It is 
to the best interest of all factors that 
each shall be adequately compen- 
sated for the service that it performs, 
That is the aim and purpose of the 
stabilization program. 





Unifying Effort and Interest in Selling Southern Pine 


nity of interest among manufac- 

turers, distributers and consumers 
of lumber. Differences may exist or 
develop in minor matters, but in the 
long run a policy or a practice that is 
good or bad for one branch of the in- 
dustry is good or bad for the others. 
The producer can not profit indefi- 
nitely from a practice that is inimical 
to the interests of distributers and 
users; and likewise, buyers and users 
of lumber can not hope to prosper 
permanently while the producers are 
enjoying profitless prosperity. 

With the principle above enun- 
ciated most lumbermen will agree, 


YY A broad sense there is a commu- 


but putting that principle into practi- 
cal operation involves difficulties. 
Nevertheless, the Southern Pine As- 
sociation has undertaken the task of 
establishing policies of production, 
grading and distribution that shall fit 
in with the plans and policies of 
enterprising retail distributers. That 
organization takes upon itself the ob- 
ligation to perform in full its part in 
the undertaking, and it opens wide 
the door for suggestions from dealers 
with respect to methods it may adopt 
or acts it may perform that will pro- 
mote the sale of southern pine. 
Briefly, the Southern Pine Associa- 
tion proposes to concentrate its ef- 


forts upon the sale, distribution and 
use of the products of its subscribers 
in their “natural” markets. It con- 
templates also the segregation of su- 
perior products of superior mills and 
to organize special promotion ma- 
chinery and methods for pushing the 
sale of these selected products. In 
addition, with a view to the improve- 
ment of the manufacturing and sell- 
ing methods of southern pine produc- 
ers as a whole, the association pro- 
poses to extend special services to the 
smaller producers. Taken as a whole, 
the program of the Southern Pine 
Association is designed to make 
southern pine a quality product. 





Sound Market Information as a Realizable Asset 


LSEWHERE in this paper a cor- 
a respondent notes the presence in 
the lumber market of a number 
of representatives of English impor- 
ters and remarks that brokers are ex- 
tremely well informed regarding the 
condition of stocks and prevailing 
prices. Another correspondent re- 
ports the presence of several English 
buyers and observes that they are 
placing orders for delivery through- 
out the remainder of the year. 
Manufacturers of hardwoods have 
striven for many years to develop a 
system of reporting stocks and prices 
that should accurately reflect condi- 
tions in the hardwood branch of the 
lumber industry. Evidently, the re- 


ports of the Hardwood Manufac- 
turers’ Institute have convinced 
European buyers of hardwoods that 
now is the time to place their orders. 
It is a virtue of reliable market re- 
ports that they serve the interests of 
astute buyers as well as producers 
and sellers. A report that indicates 
a surplus of an item or a low price 
on it offers an opportunity to a buyer. 
It is likewise true that a report that 
shows a shortage of an item and a 
price disproportionate to the supply 
offers the information needed by pro- 
ducer and seller to secure an adequate 
return. 

Notwithstanding the vast improve- 
ment in the statistical service of the 


lumber industry, it is believed that 
lumbermen have not profited from in- 
formation of this kind as they should. 
No doubt, the average producer keeps 
pretty close watch of his own stocks, 
but there is reason to doubt whether 
he informs himself, as he might, re- 
garding the statistical situation of his 
region or of the industry as a whole. 
It is certainly no reflection upon the 
acumen of importing brokers to say 
that information of this kind is their 
chief stock in trade. They inform 
themselves and make their profits 
from that information. They offer 
an example that lumbermen might 
more generally follow with like profit 
to themselves. 
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In the Lumber World 


Wood Used in Automobile 
Bodies — Research shows that 
wood is still an indispensable part 
even of the so called “all steel” 
automobile bodies. In even the 
smallest “‘all steel’ cars somewhat 
less than 100 board feet of rough 
lumber are used. In hearse and 
ambulance bodies 400 to 500 feet 
are used. From the investigation 
made it appears that the amount 
of wood used in automobile con- 
struction has become quite def- 
initely stabilized, so that there is 
little reason to expect any marked 
falling off in the consumption in 
this field. Pages 42-43 

sb b&b 


Russia’s Lumber Export Policy 
—Representatives of the Ameri- 
can lumber industry have made 
formal protest to the United 
States Treasury against the admis- 
sion of Russian lumber because of 
the use of enforced labor in its 
production and_ transportation. 
Russia’s lumber export policy has 
caused anxiety in Great Britain 
also. During 1930 a central buy- 
ing organization took the entire 
shipment of Russian lumber to 
English ports. After much con- 
troversy and prolonged negotia- 
tions a similar arrangement has 
been made for the next twelve 
months. In these negotiations the 
fact developed that Russia will be 
able to provide England with only 
about two-thirds the amount orig- 
inally proposed. Pages 43 and 61 


. + oe 


Anti-stain Protection of Pine 
and Hardwood—A group of lum- 
bermen visited a southern pine 
and hardwood operation to see 
opened up piles of lumber un- 
treated and treated with different 
chemicals. The lumber had been 
in pile something like three 
months, and the experiments have 
been conducted under the direc- 
tion of a representative of the 


United States bureau of plant in- 
dustry in co-operation with the 
Southern Forest Experiment Sta- 
tion. A preliminary report of 
these tests appeared in the AMERI- 
CAN LUMBERMAN of Sept. 13, 1930, 
pages 46 and 47, where details re- 
garding the chemicals used and 
their effects on different woods 
were presented. Page 55 


- + 


Quantity Display Stimulates 
Sales—Display of materials in a 
lumber yard need not be limited 
to show window or show room. 
In fact experience has shown that 
it is good selling technic to keep 
goods of every possible descrip- 
tion in sight where patrons and 
other visitors may see them. A 
California retail concern has 
found that the storage of lime, 
plaster and cement near the sales 
office and along the driveways 
often adds an item or two to a 
sale. Sometimes these displays 
remind buyers of something they 
have overlooked and sometimes 
they afford the first evidence that 
they are carried in the yard. 
Showing is an early step in sell- 
ing. Page 48 


7 > 


New England’s Timber Tax 
Problem—Members of the New 
Hampshire Lumbermen’s Asso- 
ciation and visiting lumber manu- 
facturers from other New England 
States found in the annual tax a 
subject of common and vital in- 
terest. Excessive stocks and over- 
production were charged with 
responsibility for unsatisfactory 
markets. The possibilities of 
small dimension manufacture 
were considered. Elimination of 
the annual tax on timber land and 
substitution of a severance were 
advocated. Doubt was expressed 
of the advisability of trying to 
perpetuate the timber supply 
without tax relief. Page 67 


Miniature Golf a_ Big-Little 
Business—W o00d’s adaptability is 
being demonstrated in the pro- 
duction of the latest development 
in recreation, the miniature golf 
course. In fact, the most attrac- 
tive of these courses owe much of 
their variety in layout and ap- 
pearance to the ingenious use of 
wood. Not only lattice work, rails, 
borders and ornamental struc- 
tures on the courses are made of 
wood, but now a lumber concern 
has adapted its product to use for 
the greens. Ground or chipped 
wood chemically treated and col- 
ored retains its resiliency, with- 
stands wear and is readily revived. 
Wideawake lumbermen are bene- 
fiting from the spread of the mini- 
ature golf course. Page 41 
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Modernizing Millman-Dealer 
Co-operation — Lumbermen of 
Kansas City, Mo., were told by 
the merchandising counsel of the 
Southern Pine Association of that 
organization’s plans for working 
with dealers in pushing the sale of 
southern pine. The program con- 
templates concentration of effort 
upon “natural” markets; estab- 
lishing of superior quality and 
special promotion of products of 
higher standards, together with 
extension of special services to 
smaller producers of southern 


pine. Pages 40-41 
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An Ingenious Method of Cut- 
ting Small Logs—A_ southern 
lumber manufacturer devised an 
attachment for splitting small 
logs and reducing them to boards 
profitably. The scheme permits 
the use of horizontal divided-bed 
resaws and effects economies that 
leave some profit in small logs. 
The method is calculated to meet 
special conditions and is not pro- 
posed for universal use. Page 72 








AMERICAN LUMBERMAN 





October 18, 1930 








as 





Book Identifying American Woods 


Many years ago the writer had a book 
which showed every kind of lumber manufac- 


tured, we think, in the United States. It 
showed also pictures of the grain etc., with 
full explanation, together with the botanical 
names of all the woods. 

The writer has an idea that this book was 
named “Lumber.” In looking across one of 
your ads in the current issue of the AMER- 
ICAN LUMBERMAN we notice quite a few books 
which you have for sale. If you have the 
kind of book the writer is after, he would 
like to get hold of one. It may not be “Lum- 
ber,” but this is one of the books the writer 
had many years ago, and it may be the one 
he is after. If you can give us any informa- 
tion, we would be glad to have you advise us 
promptly.—INQuIRY No. 2,530. 


[This inquiry comes from Pennsylvania. The 
book, “Lumber,” deals with lumber manufac- 
ture and marketing, but contains relatively lit- 
tle information about the different species of 
wood. In fact, no book answering completely 
the description of the inquirer is known to 
the AMERICAN LUMBERMAN. Readers who 
know of such a book are invited to send the 
title and the name of the publisher for the bene- 
fit of this inquirer whose name will be supplied 
on request.—EpiTor. |] 


Perpetual Sawmill Inventory Forms 


I herewith enclose my check for which 
please mail me sample sheets for recording a 
perpetual lumber inventory for a lumber man- 
ufacturing operation. As a member of a lum- 
ber company that is soon to begin operation 
in North Carolina, I have received a copy of 
your “Practical Sawmill Accounting,” which 
our office received and has mailed to me for 
my examination. 

In going through the book the question of 
“Perpetual Inventory,” comes to my atten- 
tion very forcibly. Having been connected 
with the lumber industry for 35 years, I have 
given much thought to the question of per- 
petual inventory. While I have my own opin- 
ions of the method to compile same, I desire 
to have a copy of the blanks which you rec- 
ommend for the purpose of comparing with 
my idea. 

In connection with this, the first question 
that occurs to me is that when the mill is 
operating, it is necessary to compile a grade 
checking of all stock produced, which items 
will be posted to the perpetual inventory for 
each day, in various columns provided for 
the different kinds of lumber, likewise segre- 
gating each thickness and each grade. 

This, in turn, leads up to the point of 
shipping where we encounter another problem, 
As an example, we have a pile of 4/4 birch 
lumber, which has been graded at the chains 
and put into pile as selects and better. In 
taking down and shipping this pile of birch, 
we find stock below the grade of selects and 
better. Likewise, we may find stock below 
the thickness of that which it is put up for; 
therefore, as I see it, in order to compile a 
complete perpetual inventory, it is necessary 
to keep a close checking of the “outs,” both 
as to thickness and grade, which, I assume, 
would be posted to the various columns carry- 
ing the particular kind, thickness and grade 
developing. It is also my idea that there 
would be a debit and a credit column for each 
item as to kind, thickness and grade, in or- 
der to show any additions and deductions. 
Also there would be a balance as in any 
account of the items posted to the several 
columns from day to day. 

I have never come in contact with an op- 
eration where the perpetual inventory was 
in use, though I am very much in favor of 
our company’s adopting a system of this na- 
ture when we start our operation in the 
South in the near future.—INQuIRY No. 2,531. 


[Though the AMERICAN LUMBERMAN does 
not carry for sale regularly blanks for per- 
petual inventory such as are desired by this in- 
quirer, articles on perpetual inventory were pub- 


lished in the paper a number of years ago. 
Some of these articles were reprinted in book- 
let form and a copy of the booklet has been 
sent to the inquirer. The inquiry is published 
with the hope that it will come to the atten- 
tion of lumber manufacturers who have devised 
or who are using perpetual inventories at their 
mills. Such concerns are invited to send sam- 
ples of the blanks they use, together with any 
additional information available for the benefit 
of this inquirer and other readers.—EbIrTor.] 


Over-the-Counter Retail Lines 


We have recently opened up what might 
be termed a lumber store in our town. In 
this connection, we are very fortunate in 
having a downtown location with an office 
that can very conveniently be transformed 
into a retail store. Aside from lumber prod- 
ucts, we are handling a full line of paints, 
but are very anxious to add other appropriate 
lines in order to make the most of our op- 
portunity. 

We are wondering if you can suggest vari- 
ous things we might handle over the counter. 
Offhand, we have in mind that perhaps it 
might be well to put in a line of unique 
wooden’ toys for the holiday season. Have 
you anything to suggest along that line? 
Anything you may have to offer in the way 
of suggestions will be very much appreciated. 
—INQUIRY No. 2,526. 

[The foregoing inquiry comes from a retail 
lumber concern in Wisconsin. In response the 
accompanying list of articles of merchandise 
that are being carried by retail lumber dealers 
in increasing numbers was sent to this in- 
quirer : 

Nails, Staples etc. 

Builders’ Hardware (Locks etc.). 

Gutters and Downspouts, 

Fireplace Equipment. 

Coal Chutes, Package Receivers. 


Wire Cloth, Metal Flashing. 

Woven Wire Fencing. 

Poultry Netting, Glass that Admits Violet 
Rays. 

Fence Posts (Wood and Steel). 

Patching Plaster, Plastic Wood, 

Garage Door Hardware (Overhead). 

Stanchions and Other Barn Equipment, 

Ventilators, Barn, Hog and Poultry House. 

Built-in Cabinets. 

Lawn and Garden Furniture 

Unpainted Household Furniture. 

Plywood, Wallboard, Wall Tile. 

Brooder Houses, Individual Hog Houses, 

Insulating Material (for Buildings), 

Weather Stripping. 

Ladders, Stepladders ete. 

Ornamental Fence, Lattice Work. 


The list is not, of course, complete. It js 
merely suggestive. The AMERICAN LuMnper- 
MAN will be very glad to receive lists from 
readers of goods they have found profitable in 
handling, especially in over-the-counter sales, 
It is plain that a centrally located lumber store 
may carry a somewhat greater variety of mer- 
chandise than a lumber yard in a remote section 
of the city.—EpiTor.] 





Plans for Miniature Golf Course 

We shall appreciate it very much if you 
will advise us where we may secure plans 
covering a miniature golf course.—INQuiry 
No. 2,529. 

[Positive information regarding sources of 
plans for miniature golf courses is not avail- 
able at this time. It is thought, however, that 
two of the lumber associations have prepared 
plans of this kind and this inquirer has been 
referred to them. Readers who can give‘ad- 
ditional information regarding sources of plans 
of this description are invited to do so. The 
name of the inquirer will be furnished on re- 
quest.—Ebiror. ] 








NEWS AND VIEWS OF 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The barrel factory in North 


and regulate the production of | not expect that a fall in val- 


Seattle, W. T., is turning out | stock among the manufacturers |ues here would materially af- 


4,000 barrels every 24 hours, | 
and recently shipped on the * 


of the Northwest. fect the rest 


of the world, 
7 which would continue to know 


steamer Dakota, on her down 
trip, 700 tons of barrel ma- 


terial. 
* * * 


Judge Wingate’s mill, 
Orange, Tex., last week sawed 
timbers 65 feet long for bridge | 
work on the Texas & New Or- 
leans Railway. 

. 


The Oconto Co., Oconto, | 
Wis., has a crew of about 50 | 
men employed in logging in the 
town of Gillette. The logs are 
hauled to the river on a tram- 
way. 


* # * 


The sash and door manufac- 
turers of Oshkosh, Wis., have 
formed an organization called 
the Northwestern Manufactur- 
ers’ Association. The officers 
are: President, James V. 
Jones; vice president, George 
Williamson; secretary - treas- 
urer, J. H. Jenkins. The pur- 
pose of the association is to 
establish a uniform price list 





| Englemann’s 


F. W. Chandler, foreman of the true value of lumber after 


mill, Manistee, 
Mich., recently cut 59,500 lath 
with one of Filer & Stowell’s 
lath machines in 10 hours and 
30 minutes. 

— * a 


The barges of the Peshtigo 


| (Wis.) Co. are painted coal 


black without trimmings of 


any kind. 

* 2 
Messrs. Ezra Rust and 
Thomas Nester, of Saginaw, 


Mich., made a call, which was 
highly enjoyed by us, at our 
office on Tuesday, after discus- 
sing lumber, timber and _politi- 
cal topics for an hour or more 
at the cargo market where they 
found a pleasant acquaintance 
with several of the Chicago 
dealers. They found the mar- 
ket considerably “off” but 
blandly assured their friends 
that while Chicago was ac- 


knowledged as the leading mar- 
ket of the country they need 





Chicago had tumbled the bot- 
tom out of its market. 


Fish barrels are bringing $1 
in Gloucester,. Mass., where 
they brought but 45 cents less 
than a year ago. 

o * * 


An exchange remarks that 
owing to the fact that wages 
have greatly improved. lumber- 
men are flocking in swarms to 
the shanties of the upper Ot- 
tawa. 

* * #* 

Thatcher Blake, one of the 
founders of Rockford, IIl., in 
1834, died at his home in that 
city on Oct. 8. He was en- 
gaged in the lumber business 
for many years and operated 
for the past two years in the 
vicinity of Marsh Lake, Wis. 
He was a man of sterling 
character whose word was con- 
sidered as good as his bond. 
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Southern Pine Sales Practically Equal Production 


Southern pine mills sold almost 99 percent of their cut 
in the week ended Oct. 11—a less favorable showing than 
in recent weeks. Retailers in most of sales territory ap- 
pear to be ordering only what they must have for current 
needs, and some of them are reducing stocks further, 
footage on hand at 176 yards in the Kansas City district 
on Sept. 1 having been 8.6 percent less than on that date 
last year. They are therefore getting nearer the point 
where they must buy, but until they actually enter the 
market the current prices will not reflect underlying con- 
ditions. European demand for timbers has shown consid- 
erable improvement, railroads are placing more orders, 
and there is a fair call for large sizes for construction pur- 
poses. Yard trade in Texas is said to be showing more 
life. Southern pine sales in the Atlantic coast market 
have increased since intercoastal rates on western fir stiff- 
ened, and pine brings firmer prices. 


Business in Cypress and Redwood Continues Draggy 


The southern cypress mills report a good inquiry for 
large industrial sizes, including railroad trunking and cap- 
ping and thick tank and FAS. While higher grades of 
finish continue slow, there is a fair movement of lower 
grades, and of factory items. But common yard items are 
slow. The lower grades, such as box and pecky, are sell- 
ing in good volume. The mills have full and well assorted 
stocks in dry condition, and the yards see no reason for 
forward buying, so their purchases are limited to current 
retail demand. Exporters have been buying a good vol- 
ume. There has been no recent change in quotations. 

Redwood order files are about 25 percent below normal, 
and new business during the week ended Oct. 4 was little 
more than half what it was in the corresponding week of 
last year, as reported by identical mills. California demand, 
both northern and southern, and eastern are keeping up 
much better than foreign, which to date has been only about 
half what it was for the corresponding period last year. 


West Coast Foreign Sales Off; Bookings Under Cut 


Although West Coast production during the week ended 
Oct. 11 continued at 45% percent of capacity, bookings fell 
to 3 percent below it, but shipments exceeded production 
by nearly 2 percent. Domestic cargo business was larger 
than during the preceding week, and rail business was of 
about the same volume as the preceding week’s, but foreign 
trade did not keep up to its average of the last few weeks. 
In fact, since August the overseas demand has been rather 
slow, but had recently shown some improvement. 

Rail trade prices of No. 1, 2x4-inch dimension in the pe- 
riod ended Oct. 13 averaged higher than in any of the pre- 


ceding five weeks, but No. 1 boards made a further decline, 


and flooring, after advancing during the last few weeks, 
slipped back just a little. There is therefore no indication 
of a strengthening in the market, though it is undoubtedly 
more stable as a result of the firm price policy. 

With Oriental demand slow because of political disturb- 
ances in China, some steamship lines have been raising 
rates, so that there is a tendency to hold back orders. 
The Australian tariff is keeping imports down to a low 
point. Another Latin-American country, Brazil, is now 
in revolution, and there is a good deal of unsettlement 
throughout South America which affects lumber buying. 
The United Kingdom and Continent are the best markets. 

Advancing intercoastal rates have tended to stimulate 
Atlantic coast buying, but cargo space is scarce because 
steamship lines are unwilling to provide more at current 





Lumber Statistics Appear on Pages 56 and 57; Market Prices and Reports on Pages 84 to 88 





level, and higher laid-down prices on western woods per- 
mit southern and eastern producers to offer keener com- 
petition. As the California demand has slowed down some- 
what, some items are now in surplus and shipments to 
that market have been reduced. 

In the rail trade, buying has been steady but for current 
needs mostly. Despite attractive prices, few line yards 
are stocking up. There is no reason for believing that 
lumber can decline much lower, but no clear sign of mar- 
ket strength to encourage forward buying. 


Sales of Western Pine Mills Exceed Their Output 


The fact that Inland Empire bookings of identical mills 
again exceeded those of the corresponding week last year 
is giving the market a better undertone, for it indicates 
that consumers who usually provide for their wants earlier 
in the year will have to continue making purchases. Total 
bookings were 38 percent in excess of the cut, which de- 
clined further to 40 percent of normal, compared with 45 
percent the preceding week. Sales report for the week 
ended Oct. 16 showed practically all Pondosa items, includ- 
ing shop, stronger than they were the week before, while 
most items of Idaho pine had declined a little further. 

California pine mills in the week ended Oct. 11 sold al- 
most as much as they produced, but of course the output 
is not much more than half last year’s for identical mills. 
The sales report for the week ended Oct 9 shows that 
prices have been keeping steady. 


Northern Pine Selling Well; Hemlock Remains Dull 


Northern pine orders continue to make a good showing, 
those of identical mills during the week ended Oct. 4 
having been only 3 percent less than for the correspond- 
ing period of last year. The liveliest call is probably for 
packing lumber, but there is a fair demand for millwork 
material. In the middle West, city yard trade continues 
dull, but there is a fair business coming from country 
yards. In the eastern market, demand from retailers and 
industrial users has been improving, but low grades are 
rather slow. The market can hardly be called strong, for 
order files are low and mills are seeking business. Of 1,608 
cars shipped to United States points in the third quarter 
of the year, Minnesota took 429; Lake States, 903; the 
middle West, 93; New England, 21, and eastern States, 162, 
so that it is evident that nearby users requiring quick 
delivery are providing the bulk of the orders. 

Northern hemlock output is less than half what it was 
at this period last year, and so are orders, but volume of 
business keeps rather steady. Quotations remain unchanged. 


Foreign Hardwood Sales Good; Domestic Improving 


Bookings 12 percent in excess of production were re- 
ported by southern hardwood mills for the week ended 
Oct. 11, while bookings of northern mills were 60 percent 
ahead of their cut. Total production has been less than 
half last year’s recently. The fact that it is below new 
business is expected to give the market a stronger un- 
dertone. Foreign demand is proportionately better than 
domestic. British buyers, sensing a stronger trend in mill 
prices and finding sales improving, are ordering for for- 
ward shipment, but of course expectation of stronger ocean 
rates is also influencing them to come into the American 
market now. Domestic demand from practically all lines 
of consumers is dull or only fair. Furniture and radio 
cabinet makers continue the best buyers, but more business 
has been coming recently from flooring and millwork 
plants, and a little from automobile makers. Prices of 
practically all items remain soft. 
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S WILL be seen by the ac- 
companying news items, se- 
lected from a mass of similar 

information that came flooding in 
after the publication of the query in 
last week’s issue, “Is anybody build- 
ing this fall?” certainly somebody is 
busy building in any little spot on the 
map you can put your pencil on. From 
east, west, north, south, comes the 
music of the hammer and the saw, and 
everywhere homes are going up, in 
very many cases accompanied by a 
garage, not by any means an indica- 
tion of “hard times.” Stores, theaters, 
-lubhouses, filling stations, public ga- 
rages, churches, schools, apartment 
houses, “duplex” houses, are under 
construction in every city of any size, 
and more of them are projected. All 
sections of the country report a re- 
newed building activity that promises 
well for the coming months. 

September building permits in small 
towns and large cities everywhere 
show a decided increase over the pre- 
ceding month and in most cases over 
every other month so far this year. 
Almost every city reports an increase 
over the same month of last year. The 
few reports that have reached us to 
date of permits issued during the first 
half of October show a still more de- 
cided increase. Every indication for 
the fall and early winter is most en- 
couraging for every one interested in 
the building material market. 


Madison, Wis.— 


The results of the recent get-together meet- 
ing held here for the purpose of restoring con- 
fidence in business, which also brought out the 
fact that building costs have been greatly 
reduced, are being reflected in the number of 
building permits being issued. Permits during 
last week included 7 residences, 15 garages and 
12 remodeling jobs. The residences ranged in 
cost from $3,000 to $5,250. 


St. Louis, Mo.— 


Constructicn is to be started within the next 
90 days on 8 or 10 houses in Lake Forest, Clay- 
ton and Hanley roads, ranging in cost from 
$40,000 to $75,000. Plans are now being drawn 
for the new homes, which are to be erected by 
recent purchasers of sites in this new residential 
park. Eight houses costing a total of more 
than $400,000 have already been erected or are 
under construction in the addition. Restrictions 
exclude buildings costing less than $25,000. 


Tulsa, Okla.— 


“Building conditions are improving and we 
have more prospects at this time than we have 
had in several months,” says C. T. Sturner, 
owner of the Sturner Lumber Co. at Thirteenth 
and Lewis streets. Mr. Sturner says that build- 
ing is opening up nicely for fall and there is 
every prospect that a number of large apart- 
ment buildings will be under construction soon. 


Omaha, Neb.— 


“Omaha is probably one of the few cities of 
its size in the country that can show a greater 
volume of building permits for the first nine 
months of 1930 than for the similar period of 
1929,” said E. H. Brown, secretary of the 
Omaha Builders’ Exchange in an interview. 
The total building for the year to date was 
$4,592,772, about one-half million higher than 
for the same period last year. During Septem- 
ber 107 permits were filed, totaling $308,481. 


’ 


Yes! They 
This 


Some of the projects announced in one day here 
were 10 new homes, one new store building, 
one store addition, remodeling of a theater, a 
boiler house, and an addition to a hotel besides 
a number of repair jobs. 


Montgomery, Ala.— 


Building permits climbed $13,000 in Septem- 
ber, according to the city engineer’s office, the 
total for the month being $173,225. The in- 
crease was due mainly to new stores being 
erected, nearly a third of the total to be spent 
for that purpose. About $6,700 was for filling 
stations and $1,000 for garages. Eleven new 
dwellings were begun and 135 repair jobs, in- 
cluding both homes and stores. 


Hutchinson, Kan.— 


Hutchinson residents are apparently not in 
favor of letting the family chariot stand out in 
wintry weather judging by the fact that per- 
mits for 14 garages were taken out last month. 
Permits were also granted for 2 new homes, 3 
service stations, 2 business buildings and re- 
modeling of 5 homes. 


Monroe, La.— 


The first of 7 new dwellings to be erected 
by Peter Fasi (Inc.) is nearing completion in 
a rather sparsely settled section of the north 
side. W. J. Riley will erect a modern 6-room 
dwelling on Island Drive and John Gobble has 
been granted a permit for a 2-story frame 
garage and apartment on Gordon Avenue. 


St. Joseph, Mich.— 


3uilding permits for September topped the 
monthly reports of the city building inspector 
for the year. The permits for the month totaled 
$71,075, while the August total was slightly 
more than $20,000. The September list in- 
cluded a permit for a $40,000 store building 
to be occupied by the W. T. Grant stores. An- 
other permit was for a $10,000 addition to the 
Upton Machine Co. plant. The rest were for 
residences. 


Webster Grove, Mo.— 


In four days, 4 permits for new dwellings 
were granted, totaling over $20,000. 


Lansing, Mich.— 


Two good sized construction projects are an- 
nounced here on the same day. The Consumers 
Power Co. will erect a new $90,000 service 
building on East Hazel Street and the Eastern 
Michigan Motor Bus Co. will erect a bus ter- 
minal as soon as a suitable piece of land can 
be obtained. 


Plymouth, Mich.— 


A considerable increase in building activity 
during September over the summer months is 
indicated by the village record which shows 23 
permits, totaling $21,540. Three were for new 
dwellings, 3 for new garages, 7 for re-roofing, 
3 for heating installations, 4 for remodeling, 1 
for a service station, 1 for a roller skating rink, 
and 1 for small repairs. 


McCook, Neb.— 


Southwestern Nebraska and northwestern 
Kansas have been forging ahead in all lines of 
business despite the general depression, accord- 
ing to a survey by the local press. Building 
operations in Red Willow County alone will 
amount to about $325,000 for the year, it is 


en 


Are Building 


Fall 


estimated. Three new district school buildings 
are under way in this vicinity and in McCook 
itself there are now under erection a new tele- 
phone building, a new home for the Nebraska 
Light & Power Co., to cost $35,000, a truck and 
warehouse building, and a new auction sales 
ring just outside of town which will seat 1,000 
persons and incidentally will use up consider- 
able lumber. 


Beaumont, Tex.— 


Construction of 13 homes valued at $40,500 
was started in this city during September, ac- 
cording to the city building inspector’s office, 
The total number of permits for the month 
was 161, totaling $810,173, and included besides 
the residences, 4 commercial buildings, 2 filling 
stations, 9 garages and a number of remodeling 
and repair jobs. 


Taylor, Tex.—- 


Several new homes are under erection here, 
one being a 2-apartment, or duplex residence, 
on North Lexington Street of up-to-date style 
and all modern conveniences. The others are 
a 6-room bungalow on Fifth Street, a residence 
on North Thompson and one on West Seventh 
Street. The lumber for all of these homes is 
furnished by the R. B. Spencer Lumber Co. 


St. Joseph, Mo.— 


The new $597,000 Central High School 
brought the total of September building permits 
up to a high point, but in addition there were 
permits for 4 residences, 2 brick apartment 
buildings, 11 private garages, 12 home re- 
modeling and 5 business building remodeling 
projects. 


Refugio, Tex.— 


A 9-room rectory for the Mexican Catholic 
Church, a smal! residence to be built for rent- 
ing and a new garage are under erection here. 


Weston, W. Va.— 


M. B. Sprigg has under way on West Second, 
Broad and Depot streets a varied building 
program which will entail the expenditure of 
considerable money. A modern auto service 
station, one of the finest in this part of West 
Virginia, a duplex apartment, garages, a retain- 
ing wall along Polk Creek and minor improve- 
ments are included. Mr. Sprigg just finished 
the Farm Bureau warehouse in that neighbor- 
hood. It is said that this building program has 
given employment to men from forty families. 


New York, N. Y.— 


The Queensborough Building Bureau reports 
plans for 292 buildings in one week, totaling 
$1,760,130, including 19 2-story houses in Bel- 
laire, 6 store and apartment houses in Forest 
Hills, 8 one-family homes in Hollis, a laundry 
in Maspeth, and 62 homes in Laurelton. From 
Ozone Park come reports of 22 frame dwell- 
ings, 8 houses in Forest Hills, 10 in Bayside 
and 8 story-and-a-half dwellings in Ballaire. 


Winnipeg, Man.— 


Building permits to the value of $7,870,632 
have been issued in Winnipeg during the first 
nine months of 1930, which is considerably 
lower than for that period for last year. Per- 
mits for September, however, surpass those for 
the same month last year by $128,700. In sev- 
eral of the suburbs building has shown a de- 
cided increase, particularly in St. Vital, where 
to date 116 permits for buildings have been 
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Reports of September Permits 
in Towns and Cities Everywhere 
Indicate Increasing Activity 


issued totaling nearly a million dollars. The 
little suburb of Transcona also shows a sur- 
prising increase, the permits for September, 
mostly for residences and garages, totaling 
$23,055, as compared with $2,675 for the same 
suburb last year. 


Hastings, Neb.— 

September's contribution to building totals 
for 1930 was $64,525 and included 6 new resi- 
dences, 5 new garages, an addition to the K. & 
R. factory and one new church, one service 
station and several repair jobs. During the 
first few days of October permits were issued 
for 4 garages and one residence. 


Falfurrias. Tex.— 


Two new rent houses being put up here by 
Carl Galloway have both been rented long be- 
fore completion, showing the need for new 
small homes in this town. 


Wheeling, W. Va.— 


Four building permits granted in one day 
here, 2 for garages and 2 tor repairs to store 
buildings. 


El Paso, Tex.— 


October building started off with the issuance 
of more than $15,000 in building permits on 
the first day. They included a 6-room bunga- 
low, a filling station, a 10-car garage and 2 
small residences. September building permits 
in this city totaled $210,819. 


Milford, Conn.— 


The building department reports 18 new per- 
mits during the first week of October, of which 
most are for repairs, but several for new 
garages and 2 for new homes. 


New Canaan, Conn.— 


A new development has begun in what is 
known as Colonial Court where Harold H. 
Mead has erected a fine new model home, com- 
plete with all modern improvements, electric 
refrigeration, electric stove, colored-tile bath- 
room, a 2-car garage etc., to which he invited 
the public. The public accepted the invitation 
in large numbers and showed great interest in 
the built-in cabinets and equipment. Another 
house of similar style and cost had already 
been contracted for and excavation for founda- 
tion begun even before the model was thrown 
open for inspection. 


Harlingen, Tex.— 


For a town of its size Harlingen made a 
remarkably fine record for one day, Thursday, 
Oct. 2, when building permits totalling $14,000 
were issued, including 2 for residences and one 
for a two-apartment house. 


Harrisburg, Pa.— 


_ Four building permits totaling $102,795 were 
issued here in one day, the largest for a new 
hospital costing $91,445. One of the others 
was for a $10,000 residence and 2 for garages. 


Albany, N. Y.— 


Predictions of a rise in Albany building 
operations have materialized even more swiftly 
than was expected, and with a $3,092,025 total 
for September there is every probability that 
the year’s figure will break even with 1929. 
The September total is the highest since May, 
1928. Many new homes are going up in the 


newer sections of the city. Washington Acres, 
a new development, has completed water and 
sewer connections, a bus line service and other 
improvements, and home construction is going 
on very rapidly in that neighborhood. Eight 
new residences have already been announced in 
Westland Hills, just opened up. A _ large 
theater is one of the projects for which a per- 
mit has been taken out, the cost given as 
$1,500,000. 


Greenwich, Conn.— 


Permits have been issued for 13 one-family 
dwellings, one 2-family dwelling, 2 public 
garages, 11 private garages, 2 accessory build- 
ings, 15 additions and alterations to dwellings, 
8 additions and alterations to non-residential 
property during September. 


Homestead, Pa.— 


Thousands of dollars are being spent in the 
Homestead district in new construction work 
which has been practically dormant here for 
several months. The Club Mirador is complet- 
ing a new club house, a new postoffice building 
is under erection in Munhall; a large new 
garage on Ninth Avenue, and one on Fourteenth 
Avenue to take care of about 150 cars, a num- 
ber of new residences and four private garages 
are now under way. 


Andalusia, Ala.— 


George Adams, lumberman of this city, has 
purchased a 160-acre tract on the River Falls 
Road and is erecting a fine English-type house. 
Mr. Adams plans a beautiful arrangement of 
his grounds, including swimming pool and golf 
course. 


Allentown, Pa.— 


A row of ten homes will be constructed in 
Washington Street by John W. Kessler, realtor, 
who has organized a new building company. 
Permit has been granted for the enterprise and 
digging has already begun. 


Hartford, Ky.— 


This little town reports more buildings under 
erection at the present time than during the 
entire spring and summer seasons. 


Anderson, Mo.— 


Two new homes, an oiling and greasing sta- 
tion, and a tool house for the pump station were 
started on one day last week. 


Jefferson City, Mo.— 


Building activities in Jefferson City during 
September were marked by a decided increase 
in projects begun. The last week of the month 
showed unusual activity with a total of $11,790 
in new houses, repairs and furnace installations, 
bringing the month’s total up to $48,738 and 
making this city one of the highest in the State 
in point of building activity for the year. The 
week’s permits included 3 new homes and sev- 
eral remodeling jobs. 


Chicago, Ill.— 


Building construction in the Chicago metro- 
politan area, including both city and suburbs, 
reached the highest volume of the year in Sep- 
tember, according to the building survey de- 
partment of S. W. Straus & Co. The total of 
$16,276,358 topped the May total of $15,210,491, 
the previous high for 1930, and made a fifty 
percent increase over the August total of $10,- 
847,000. Twenty-four out of forty-six suburbs 


show increases in September over the preced- 
ing month. LaGrange tops the list with the 
huge gain of 3,300 percent. Winnetka came 
second with an increase of 541.87 per cent, and 
Geneva third with 475.43 percent. The follow- 
ing towns registered gains of more than 100 
percent: North Chicago, Blue Island, Harvey, 
Forest Park, Park Ridge and Oak Park. The 
metropolitan area showed less building than for 
the month of September last year, but the city 
of Chicago showed an increase of 18.2 percent 
over September, 1929. 


Springfield, Mo.— 


Permits for the first week of October in- 
cluded 4 new residences, a number of garages 
and 7 remodeling jobs, one a store and the 
others residences. 


La Feria; Tex.— 


Contract has been let for a $50,000 clubhouse 
here to be completed within fifty days. The 
site, which is already cleared, is in what is 
known as the Barreda tract, and the building 
will be known as the Valley Club House. 


Spokane, Wash.— 


New building projects in this city run up into 
millions of dollars, according to the permit 
record, and include one bank, one theater, one 
high school, one large store, a large apartment 
building, the Chamber of Commerce civic build- 
ing, an office building and a large public 
garage, totaling $3,123,000. In addition per- 
mits for numerous homes, garages and smaller 
buildings have been issued. 


St. Cloud, Minn.— 


Building in St. Cloud for 1930 will be weli 
over the million dollar mark though the first 
9 months totaled only $914,525. September 
added $24,486, and the greater portion of this 
was contributed by three residence permits of 
$13,500. During the nine months 51 new resi- 
dences were built in this city, one new church 
is nearing completion and a number of busi- 
ness buildings and garages have been erected. 


Eckleson, N. D.— 


This neighborhood is to have a fine new 
Community Hall, plans for which have been 
adopted. The hall is to be used by the lodges 
of the vicinity and for public gatherings. It 
will be 44x48 in size. 


Fargo, N. D.— 


The city’s building program during the first 
nine months of the year totals $1,093,613, ac- 
cording to the building inspector. Building for 
September amounted to $1,534 more than for 
the same month last year. The month’s permits 
were 25 and included one business place, one 
power house, 7 dwellings, 4 private garages, 4 
repair jobs and 2 electrical jobs. 


Lebanon, ‘Mo.— 


As an investment, Mrs. Dove Vernon. is 
building 2 bungalows in the Magnetic addition. 


Brookfield, Ill.— 


One day in this suburb of Chicago showed 
three new construction projects started, one a 
$10,000 public garage, one a $6,500 bungalow, 
and the third a $5,000 story-and-a-half resi- 
dence. 


Los Angeles, Calif.— 


“Those looking for evidence of progress and 
good times ahead,” says John H. C. Stingle, 
real estate editor, “should paste the following 
in their hats: Los Angeles builders since the 
first of the year have erected 23,500 structures 
valued at more than $58,700,000. This is just 
nine months’ activity for a single city and in 
times of slack business.” The buildings in- 
cluded 3,312 single homes, 698 double resi- 
dences, 368 apartment houses, 20 hotels, 46 fac- 
tory structures, 55 schools, 65 office buildings, 
27 churches, 20 motion picture studio buildings, 
10 public buildings. 
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A Frank Analysis of the 


Lumber Industry 


[At a luncheon of the Kansas City Hoo-Hoo 
Club, attended by officers and directors of the 
Southwestern Lumbermen’s Association, Oct. 
10, Mr. Putman spoke as a pinch-hitter for 
C. C. Sheppard, president of the Southern Pine 
Association. After paying a tribute to the 
Kansas City lumbermen who have been so 
closely connected with the development of the 
association and a tribute also to the new presi- 
dent, Mr. Putman said that had Mr. Sheppard 
been present his subject would have been the 
program of the Southern Pine Association, 
which is built around “Better co-operation with 
retail distributers.” He then gave the address 
that follows.—Eprror.] 


The complete program upon which our entire 
attention is now centered has been summed up 
as follows: 

1. Determination of natural markets and ex- 
tensive co-operation with retail] distributers in 
these markets. 

2. Establishment of standards of superior 
quality and special promotion of products of 
mills that measure up to these standards, 


3. Extension of special services to small 
mill operators. 


If you will give these three brief paragraphs 
a little thought, you will find they cover the 
entire field of lumber production, promotion, 
sale and distribution. 

That you may have a more intimate knowl- 
edge of just how seriously Mr. Sheppard is 
approaching this task, I take the liberty of 
quoting a couple of paragraphs from a letter 
he wrote me soon after our Memphis meeting: 

I have observed for the last few years, es- 
pecially during the last two or three years, an 
inclination among a good many manufacturers 
of southern pine to criticize the retail dis- 
tributers for a good many things they do or 
do not do, but have not heard very many man- 
ufacturers, or their sales departments, offer- 
ing any very constructive suggestions to as- 
sist the dealers in correcting any of these 
practices or to overcome any of their diffi- 
culties. 

I should like very much to have you think 
over this proposed program of closer dealer 
co-operation and outline in your own way a 
comprehensive program for more efficient co- 
operation on the part of the manufacturers 
with the retail distributers of their products, 
with a view of not only helping in any way 
we can to develop business for the dealers but 
to assist them in solving as many of their 
problems as we can, stabilizing their price 
situation, and any other matters along this 
line that occur to you. 


That President Sheppard realizes the magni- 
tude of this task, and has the courage to go 
through with it, is shown in another paragraph, 
of his letter to me: “* * and outline a com- 
prehensive program that could be followed along 
persistently over a period of years that would 
be of real help to the retail branch of our busi- 
ness. We do not want to undertake something 
in a spasmodic or haphazard sort of a way.” 

Here is a great organization of lumber pro- 
ducers, headed by a real leader, starting out 
with an earnest purpose to do something for 
the good of every man in the lumber business 
and that includes every man in this room. 


Analyzing the Job 


Those of you who know me can realize the 
interest and enthusiasm with which I received 
that assignment. Here was the great obvious 
need of the lumber business reduced to a def- 
inite program and adopted for action by the 
manufacturers’ organization which has always 


led in every forward movement made by the 
Jumber industry. 

When I read President Sheppard's letter, the 
seriousness and magnitude of the undertaking 
spread out before me and covered the entire 
field of lumber activity. To make a success of 
this work we must arouse the interest and co- 
operation of the best brains in every branch of 
the business. Most of us have reached the con- 
clusion that merchandising and distribution offer 
our greatest problems. But many things are 
necessary before successful merchandising and 
distribution are possible. The grades and the 
service must be right. An intimate knowledge 
of the business is necessary and results must be 
apparent and justify the effort and expense. 

In a later letter President Sheppard used this 
paragraph, which I hope we can get over to 
the entire lumber industry: “As long as this 
program can be developed and carried along in 
the dealers’ real interest, there should be no 
serious problem of obtaining their co-operation. 
Of course in the long run, nothing can be done 
that will be of real assistance to the dealer 
that will not be directly in the interest of the 
manufacturer.” Here our president has given 
us the basis for all successful merchandising. 


The Big Job Has Started 


Secretary-Manager Berckes codrdinated the 
efforts of every man on his staff toward this 
program. Some of the brightest sales managers 
in the South were appointed to direct the work 
of each activity. Surveys were immediately 
made of our shipments to determine our best 
natural markets. 

Questionnaires were sent to 12,000 retailers 
asking for suggestions. Personal contacts were 
made with the retail organizations throughout 
the territory. That’s what brings me here to- 
day. My primary purpose in coming was to 
take advantage of the invitation of Secretary- 
Manager Woods, of the Southwestern Lum- 
bermen’s Association, to put our plans before 
its board of directors for its consideration, sug- 
gestions and co-operation. 

That we have started our work at the right 
time is evidenced by the tremendous response 
we are receiving from all sides. 

Three thousand retailers have answered our 
questionnaire, and offered suggestions. Their 
replies are still pouring in. The National Asso- 
ciation of Commission Lumber Salesmen is 
working with us whole-heartedly. We are 
counting on the full co-operation of every branch 
of the industry, including the National Lum- 
ber Manufacturers’ Association. 

Every man in this room will find his business 
affected by our work. Every species of wood 
will profit from our efforts. Much confusion 
now existing in the sale and distribution of 
these competing species should be ironed out 
to the satisfaction not only of the producers but 
of all others interested in the sale, distribution 
and use of lumber. 


The Major Problems of Lumber Producers 


What we will do for the distributers of lum- 
ber will be decided and acted upon by the com- 
mittees in charge of the three activities men- 
tioned in the beginning. Our work will be de- 
termined by the suggestions of you and the 
others in our territory. But as I see the whole 
problem confronting the industry, the future of 
the lumber business is more largely in the 
hands of the producers themselves. So in sum- 
ming up our own job with our manufacturers, 
I have given this analysis of our troubles to 
President Sheppard: 


We must get to the consumers of our lum- 


——— 


By L. R. PUTMAN, 
Merchandising 
Counsel, Southern 
Pine Association 


ber, but keep the dealer sold on every step we 
take and make him the important element in 
his locality. 


The results of our work must jingle in the 
tills of the local dealers and then, if the 
preparation, service and price on our lumber 
are right, we won’t need to worry about re- 
sults for ourselves. We can not pass the buck. 
Any fair-minded analysis of our troubles will 
lead right back to the doors of our own 
manufacturers. 


The principal of these troubles I would set 
down as follows: 

1. Price instability (caused by uncon. 
trolled production). 

2. Unreliable quality of lumber as 4 
building material (caused by loose prepara- 
tion and grading). 

3. Lack of modern service and merchan- 
dising methods (compared with other com- 
modities). 

The correction of the first two of these 
three major weaknesses is all within the hands 
of the manufacturers themselves and should 
require no additional expense, time or outside 
help. They have been approached but not 
seriously, nor in a thoroughly honest manner. 
The third we have long urged to the point of 
becoming a bore to some of our manufactur- 
ers. We are getting ready to attack it at this 
time more comprehensively than ever before; 
but, again, let me say that our success in the 
correction of the third will depend absolutely 
upon the previous correction of the first two. 

President Sheppard asked for a more detailed 
explanation of just what I meant by these three 
major weaknesses and briefly I offered the fol- 
lowing : 

Uncontrolled production is caused largely 
by lack of leadership, information as to pro- 
duction, orders and stocks at the mills among 
distributers and consumers, and an intelli- 
gent forecast of requirements one, three, six 
and nine months ahead. 

Loose preparation and grading mean the 
shipment of lumber unfit for the purposes 
intended. They mean lack of standards ex- 
pected by the buyer or user. After being 
assorted and graded by experts at the mill, 
it shows gross looseness in preparation to 
let a shipment leave the mill without proper 
and distinct grades and species marks. 
Proper preparation and grading mean that 
every car of a certain grade and species 
should be and perform similar to every other 
car of that species and grade. 

Modern service and merchandising meth- 
ods which are successful for other commodi- 
ties are put into the hands of experienced, 
well paid, and enthusiastic sales forces. 
They are selling a known, standardized prod- 
uct at a definite price. There is not an over- 
lapping of competitive effort on the same 
car of stock. Capable men are protected in 
prescribed territories. These men have at 
their command the co-operation of technical 
experts and educational matter for the bene- 
fit of the distributers and users. All of 
these forces are co-ordinated and directed by 
experienced heads. A small fraction of the 


number of concerns and individuals now 
quoting and influencing the prices on lum- 
ber could promote and distribute the lumber 
production of this country much more 
orderly and profitably and with far greater 
satisfaction to the consumers than the great 
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disorganized horde now making such a mess 


of the job. 
Asks for Serious Consideration 


And now, gentlemen, I have put our problem 
before you just as intimately and honestly as 
I think President Sheppard wanted it done. I, 
of course, do not have the ability to make it as 
impressive as he could have done. 

We want you to think these things over and 
as individuals and as a Hoo-Hoo club, all inter- 
ested in the success of the lumber industry, and 
give us the benefit of your suggestions and 
effort. When you do you will have helped 
yourselves, irrespective of what branch of the 
business or species of lumber you represent. Our 
program has been adopted after long years of 
successful experience by the Southern Pine As- 
sociation. Such a program must be taken up 
by all the other lumber organizations, if the 


8,000,000 feet of hardwood annually. 


lumber business in the future is to be pleasant 
and profitable. 


The Southern Pine Association has always 


led in the progressive steps of the industry. It 
has never made a serious mistake; it just sim- 
ply hasn’t taken enough steps. 





Eastern Mill to Cut Hardwoods 


PorspAM, N. Y., Oct. 13.—Work is in prog- 


ress on a band mill being erected here by the 


Elliott Hardwood Co., which recently succeeded 
C. H. Elliott & Son. The company also oper- 
ates another band mill at Tupper Lake, N. Y. 
Discussing the plans of the new company, B. W. 
Elliott, secretary-treasurer, said: 

We plan to 


manufacture approximately 


This will 


be principally birch and maple, with some 
beech, basswood, cherry and other scattering 
northern hardwoods. Situated between Pots- 
dam and Tupper Lake we have about 50,000,- 
000 feet of hardwood timber purchased from 
the Racquette River Paper Co. With this 
supply and with available timber that can be 
bought adjacent to the two mills, we will 
have timber sufficient.for a 20-year operation, 


This timber is virgin Adirondack hardwoods 
that have been in possession of the Racquette 
River Paper Co. for more than fifty years. Offi- 
cers of the Elliott Hardwood Co. are: Presi- 
dent, Clayton H. Elliott; vice president, Stan- 
ley H. Sission; secretary-treasurer, Basil W. 
Elliott. 

C. H. Elliott and B. W. Elliott were formerly 
of C. H. Elliott & Son, and Stanley H. Sisson 
formerly was with the Racquette River Paper 
Co. and the Sisson-White Co., both of Potsdam. 


Wood and Artistry Necessary in Pee-Wee Golf 


“It’s the presentation—the way you offer 
what you have to sell—that really counts. Any- 
body can make a putting course, with traps and 
bunkers and ponds, but for a miniature golf 
course to succeed now and in the future it must 
be artistic. It must be ‘different.’ It must be 
so unusual that people come just to see it as 
well as to play on it. It must have atmosphere. 
No material can be made to give the desired 
results so easily as wood.” 

Lumbermen—both retailers and manufactur- 
ers and fabricators—should study carefully this 


By the use of paint and stains you can make it 
represent anything you want it to represent. 
Any carpenter and painter can do the work for 
you. It just simply takes someone with an eye 
for art and beauty to conceive the idea first. 
Someone who realizes that people like to see 
beautiful things. Someone who knows that in 
all of us there is the esthetic sense, even though 
it is often submerged in coarseness or business 
thoughts. A dreamer, perhaps. 

“Let such a man design the course, paying 
special attention to the atmosphere. It isn’t the 








they are trying to get a building regulation 
passed that shall require these golf courses to 
use the same sort of fire-safe buildings that 
a movie theater must have, in spite of the fact 
that a golf course has no inflammable films in 
storage. So the idea of lumber that is fire-re- 
tardant interests me very much. The fact that 
it is so treated will make us a good talking 
point.” 

Of course the often-asked question “Is it just 
a passing fancy?” was brought up, and his re- 


ply was: “Only time will tell the answer. But 











Windmill, trellises, lattices, fairways, 


statement by Ben Fineman, who as head of 
Rimco Service (Inc.) is the designer and man- 
ager of Chicago’s newest Loop indoor golf 
course, for he is stating a trend as he sees it 
irom experience and first-hand observation. The 
accompanying illustrations are scenes on the 
course that attracted 1,500 persons the opening 
day, and since then has regularly enjoyed a 
daily patronage of over five hundred. 

_ A thousand dollars’ worth of lumber went 
into the construction of this place of amuse- 
ment, and it was bought on the open market, 
at retail The borders of the fairways are 
made mainly of 1x3-inch maple, and the trel- 
lises are mostly of southern pine—2x4’s, 2x6’s, 
and inch boards of varying widths. The wind- 
mill consists of a wood frame covered with 
heavy paper. Future construction, Mr. Fine- 
man says, will contain more maple, and he ex- 
pects to use 5/4 rather than 4/4. He is inter- 
ested in the possibilities of fire-retardant wood. 
_ “Nothing,” he said, “can compare with wood 
im adaptability for our uses. You can make 
circles with it, or squares, or any other shape 
you want, in a hurry and without much cost. 











all are wood 


putting course that we sell here—that is a mere 
incident. It is the background, the atmosphere 
of the place, that spells success or failure. We 
are much like the movies in that respect. They 
have moving pictures, of course, but look at 
the palaces they build for movie theatres! 
Look at the lobbies—works of art. Presenta- 
tion, that’s what it is. That’s what we have 
to do in this business of making golf courses 
and keeping them popular. Otherwise people 
will say, ‘It is just another putting course.’ In- 
stead of that they must say, ‘This one is dif- 
ferent—you really must see it.’ 

“Our real crowds, of course, will come this 
winter when outside attractions are dulled by 
the cold. We expect to average, on this course, 
between a thousand and fifteen hundred people 
each day, the same sort of people that come now, 
business men at lunch time and other times in 
the afternoon, and in the evening the after-the- 
ater crowds. Only in the winter there will be 
more of them. Courses like this will be a bene- 
fit to the movie houses, but the movie people 
can’t see it that way and are opposing indoor 
miniature golf in every possible way. Now 


“You can make circles, squares, or any shape you want” 


I think it will last, for this is an amusement 
in which everyone takes part. In a theater 
they watch actors, at a baseball game they 
watch players, but here they are all actors 
themselves, they are all players. And everyone 
likes to do the acting himself, even though he 
knows and admits that someone else may be 
better at it than he is. Also, this is an inex- 
pensive sport. So I think it will last.” 

Mr. Fineman is expecting to open several 
other indoor miniature golf courses, besides the 
one at 218 South Wabash Avenue, in the build- 
ing of which he is manager. He plans his 
course, and then seeks a location for such a 
plan to be put into execution. This one course 
has trellises galore, a comfortable lounge and 
refreshment stand, balconies, little arbors, awn- 
ings, and other places that look attractive in- 
deed. They are all of wood, painted in green 
and white and the brilliant colors of autumn, 
and murals and ceiling painting give an out- 
door effect. He believes in background—and 
is willing to spend money for good lumber to 
back up his belief in the attractive power of 
decorative woodwork, 
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How Trade Extension Work Can} Be 


Dealers Urged to Call on National Association for Aid and Pers} onal 


A TALE OF TWO CITIES 


Lumber Wins Where Trade Is Organized; 
Loses Where Organization Is Lacking 


WasHINnGToN, D. C., Oct. 14.—This is the 
tale of two lumber cities—one with an alert 
local organization to see that lumber gets its 
due in a lumber payroll town, and the other 
lacking such an organization. The city with the 
lumber guards on duty is Bend, Ore., and the 
community without such a local organization is 
Pine Bluff, Ark. No reflection is intended on 
Pine Bluff, since there are numerous other lum- 
ber towns where lumber’s interests have not 
been zealously looked after by lumbermen. In 
other words, Pine Bluff is simply cited because 
it is a type. 

Here is the tale of Bend: Last spring the 
citizens were asked to vote on a bond issue of 
$90,000 for the erection of a stone and brick 
school building. The Bend Hoo-Hco Club went 
energetically into the campaign to defeat the 
proposal, not because it was opposed to a new 
school building, but because it objected to a 
stone and brick building in a lumber manufac- 
turing town, where lumber was cheap and good 
and where the people lived on the lumber busi- 
ness. The Hoo-Hoo club won a smashing vic- 
tory. 

Its members then turned around and had sub- 
mitted to the voters a proposal for a $90,000 
bond issue for a lumber-built school house to 
cost $78,000 and a lumber annex to another 
schoolhouse to cost $12,000. The “velvet” annex 
was about all the inducement the taxpayers re- 
quired to vote “yes” with the Hoo-Hoo club 
driving the obvious advantage home in a vigor- 
ous advertising and editorial publicity campaign 
in the local newspapers. The club, through 
Committeemen Crosby Shevlin and Carl A. 
Johnson, prepared plans for the lumber struc- 
ture and underwrote their cost, with the cost 
of the new schoolhouse guaranteed not to ex- 
ceed $78,000. 

The Bend 4L lumber employees group, al- 
ways powerful in efforts to encourage the use 
of lumber, energetically co-operated with the 
Hoo-Hoo club. Frank Prince, secretary of the 
club, has advised Henry R. Isherwood, national 
Hoo-Hoo secretary, that the National Lumber 
Manufacturers’ Association played an important 
part in the victory, through the use the cam- 
paign committee made of the monograph “An 
Analysis of Advertising Claims of Common 
Brick for the Use of Lumber Salesmen.” 

Pine Bluff is a good lumber community, but 
the lumbermen lack local group organization. 
What is everybody’s business is nobody’s busi- 
ness, as the old saying puts it. When it was 
recently decided to erect a new public library 
not a single advocate of lumber in any degree 
or form appeared on the scene. Not only that, 
but there was not a single public protest in 
regard to the use of metal in the equipment 
and finish of the building until it was too late, 
the contract having been awarded. 

As a means of laying the foundation for some 
similar situation in the future, however, ©. S. 
Robinson wrote a letter to the editor of the 
Pine Bluff Daily Graphic in which he took the 
position that while a concrete and steel struc- 
ture for a library was not being criticized by 
him, “it is going just a little too far to have 
steel furnishings throughout the building, par- 
ticularly with Pine Bluff being one of the larg- 
est centers of the woodworking industry in the 
South; and no doubt a large percentage of 
the employees of the various plants, as well as 
employers, are helping to build this library.” 

Mr. Robinson noted in his letter to the editor 
that the specifications call for “all-steel shelv- 





ing, steel desks, steel tables, and (think of it) 
even steel chairs.” He had many other things 
to say that were much to the point from the 
lumberman’s view, adding in part: 

As you are no doubt aware, the lumber 
business has been anything but good for 
some time, not alone here but in all sections 
of the country, and our various lumber plants 
have been doing everything possible to keep 
going on short time in order to take care of 
their employees and keep them at least in 
food, and for the committee who had charge 
of letting this contract to go out of the State 
to get a substitute for wood, giving the busi- 
ness to an industry that pays no severance 
tax, which by the way goes to the schools 
of the State, or any other kind of tax for 
that matter in this city or State, is more 
than the writer can understand. 


He exposed the “fire fallacy” and emphasized 
the immense superiority of wood over metal in 
insulation value, and stressed other conceded 
virtues of wood. 

Commenting upon the Pine Bluff parallel, W. 
I’, Shaw, trade extension manager of the Na- 
tional Lumber Manufacturers’ Association, 
said: 

This comparison illustrates the necessity 
for lumbermen to be on the job locally all 
the time. The trade extension work of the 
National can go only so far. It is ready to 
offer help through personal work and printed 
literature when requested to do so. It can 
not be expected to know of the numerous 
opportunities for such services and must 
rely upon the individual interest and initia- 
tive of lumbermen. To be effective, any pro- 
motion campaign must be so coordinated that 
everyone connected with the industry knows 
about the work and is ready to do his part 
at the right time. It is not enough merely 
to provide funds and then withhold the per- 
sonal interest to make the investment pay 
dividends. 

If some interested party had informed the 
National Lumber Manufacturers’ Association 
of this situation in Pine Bluff, action would 
have been taken looking toward effectively 
meeting the competitive situation, and per- 
haps a different story could now be written. 


*-_ * * 


Bowstring Truss Meets Test 
New York, Oct. 13.—A_ 75-foot wooden 
bowstring truss built according to the design 


of the Summerbell company has passed the — 


tests of the New York building department 
with flying colors. A contractor found himself 
suddenly confronted with the necessity of hav- 
ing a test made by the department. A permit 
had been duly applied for but the contractor 
was not aware that an official test was neces- 
sary until after the trusses had been almost 
completely assembled. This eliminated the pos- 
sibility of any special preparation for the ordeal. 

The particular truss taken for the test had a 
span of 75 feet on a spacing of 20 feet. It was 
required to support a live load twice as great 
as the nominal requirement of 40 pounds to the 
square foot, making the total load 120,000 
pounds. In addition the truss carried a dead 
load of 10 pounds to the square foot, which 
brought the entire load up to 135,000 pounds. 
The live load consisted of 960 bags of sand. 

After the truss had carried the load for 
twenty-four hours measurements were made of 
the deflections; the maximum being 5% inches 
or about 1/170th of the span. The lumber, 
Douglas fir, was found to be in perfect con- 
dition even though the test load was twice 
the prescribed load. Engineers commented that 
the test proved that a properly designed bow- 
string truss of wood will carry at least as large 
a load as steel trusses of similar design. Ap- 
proval of the trusses was promptly granted by 
the building department. 


WOOD FOR AUTOS STABILIZED 


Research Indicates Increases in Use—Im- 
portant in Utility Value 





WasHincton, D. C,. Oct. 13.—Donald R. 
Brewster, of the trade extension staff of the 
National Lumber Manufacturers’ Association, 
has submitted an optimistic report on the con- 
duct and results of the commercial research and 
advisory service rendered by him in the field 
of automobile body manufacture. 

Work in this field, primarily of hardwood 
lumber utilization, was initiated in May of last 
year, and in conjunction with other important 
field work among the fabricating wood indus- 
tries has in all occupied about five months. 

Mr. Brewster in the course of his research 
work has found a certain amount of substitution 
of steel for wood in automobile frames, par- 
ticularly by one or two manufacturers who con- 
trol patented methods of fabricating such 
frames, but this substitution is confined entirely 
to a few low-priced makes and models produced 
in large quantities. 

If sufficient weight is used, says Mr. Brew- 
ster, steel is, in fact, superior to wood, but it 
is not generally realized that, weight for 
weight, wood is actually stronger than steel 
and has a far greater resiliency, elasticity and 
shock-resisting ability. 

The fact that taxicab bodies are invariably 
of wood-frame construction is indisputable 
proof that the designers of these bodies ap- 
preciate fully the strength, sturdiness and 
safety of wood-frame construction. The ad- 
herence of the Fisher body construction to the 
wood frame is notorious. 

One of the serious limitations in the use of 
steel framing is the tremendous cost of dies 
and presses needed in steel frames. Fabrica- 
tion of body parts of wood presents no en- 
gineering difficulties whatever, 

Whatever shift from wood to steel frames 
there may be is not due to lack of suitable 
wood, and engineers may continue to specify 
wood parts with confidence that ample sup- 
Plies of suitable lumber will be available for 
many years to come, at a reasonable price. 

Mr. Brewster found that with the exception 
of the Dodge-Chrysler line and the Hudson- 
Essex line, which can be considered all-steel, 
and the Ford and Studebaker lines, which can 
be considered partly all-steel, all other passen- 
ger cars are equipped with composite wood- 
framed bodies. 

The Fisher bodies on General Motors* cars 
of which something more than 1,500,000 units 
will probably be produced this year, are notable 
instances of wood-framed bodies. Although 
Fisher has been increasing the amount of metal 
reinforcing considerably in recent years and 
has adopted a steel front door hinge-pillar 
for greater visibility, the wood-frame is still 
essentially intact, including sill, body pillars, 
rear quarter, roof framing including wood slats, 
and front assembly of pillars, cowl bar and 
windshield bar. 

The amount of rough lumber per body varies 
from less than 100 board feet for the smallest 
all-steel models to between 400 and 500 feet for 
large custom models of the limousine type. The 
Chrysler and Dodge cars of the Budd all-steel 
type use about 105 feet of lumber in the small- 
est “sixes” and up to 150 feet or more in the 
larger models. Fisher bodies range in lumber 
consumption from between 150 and 200 feet for 
Chevrolet and Pontiac and Oldsmobile up to 
350 feet for Cadillac, Buick bodies using from 
250 to 300 feet. 

With the exception of Chrysler, Mr. Brewster 
states, the use of wood appears to be very well 
stabilized in passenger car bodies and the ma- 
jority of manufacturers do not expect to see 
any radical reduction from now on. In fact, 
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there have been some instances in the last 
two or three years in which the amount of 
wood has been increased rather than decreased. 
The 1929 Studebaker was said to have a 30 
percent increase over its 1927 and 1928 models 
and the 1931 Chevrolet is said to have a 10 
to 15 percent increase over the 1930 model. 

These increases, he says, are a recognition 
that the wood frame plays an important and 
essential part in the utility value of the car 
and that it does not pay to cut down the use 
of wood below a certain point if quality is to 
be maintained and increased. Higher speeds 
and heavier engines are putting greater 
strains on the body framing and must be 
taken care of by using thicker and sturdier 
wood members at some points. 

It seems probable that what minor sub- 
stitution of metal for wood may occur from 
now on will be fully compensated by the in- 
crease in the number of replacement units 
needed each year, so that there is little reason 
to anticipate any marked falling off in the 
total consumption of lumber for body con- 
struction. 

* « * 


Wood’s “Business Psychology” 


LoweLL, Mass., Oct. 14.—The cordial warmth 
of wood and the rich beauty of figured walnut 
will welcome the clients of the Appleton Na- 
tional Bank of Lowell when the work of re- 
modeling and modernizing the old bank build- 
ing at the intersection of Central and Hurd 
streets is completed in accordance with plans 
prepared by John Woodbridge Beal, of J. Wil- 
liams Beal Sons, Boston architects. In recent 
months officials of numerous business establish- 
ments throughout New England have awakened 
to the fact that wood rates high in what may 
be termed “business psychology.” There is a 
friendliness about wood, a homelike atmosphere 
that kindles and stimulates a feeling of trust 
and goodwill. Hence the recent trend away 
from the austere aloofness of steel gratings, 
marble counters, metal furniture and cold, plas- 
tered walls, well illustrated by the delightful 
new quarters of the State Street Trust Co. in 
Boston, as recently described in the AMERICAN 
LUMBERMAN. 

Directors of the Appleton National Bank of 
Lowell have awarded the contract for remodel- 
ing and modernizing to the Runels Construc- 
tion Co., of Lowell. The banking room will be 
treated with a wood wainscot in figured walnut 
with the plaster walls above divided into panels 
by fluted pilasters. Wooden furniture will be 
used throughout. 

* * 


Offers Opportunity for Wood 


SPRINGFIELD, Mass., Oct. 14.—An opportuni- 
ty for the lumber interests to do some intelli- 
gent, constructive work in setting forth the 
proven advantages of wood for many structural 
purposes will be presented here Oct. 27, when 
the New England Building Officials Conference 
will bring together the men who frame and 
enforce the building codes in the six northeast- 
ern States. For some time this organization has 
devoted its annual fall meetings to successful 
methods of dealing with questions which con- 
tually arise in the work of a municipal 
building inspector. At the coming conference 
talks are to be presented on the major con- 
struction materials, namely, wood, brick, con- 
crete and steel, and it is announced that each 
of the speakers will be a recognized authority 
on his subject. Immediately following each 
talk, the subject is to be thrown open for ques- 
tioning and general discussion. 

Building Commissioner Edward W. Roemer, 
of Boston, is president of the New England 
Building Officials Conference and he reports 
that an unusually large attendance is expected. 


FILES FORMAL COMPLAINT 


National Association Requests Drafting 
of Regulations on Russian Lumber 


WasuincrTon, D. C., Oct. 13.—The National 
Lumber Manufacturers’ Association has filed 
with the Treasury Department a formal com- 
plaint against failure of the Government to 
prescribe regulations, as required by law, to 
prevent admission to the United States of con- 
vict-made Russian lumber. The complaint was 
accompanied by a request that the Treasury 
Department proceed at once to draft and pro- 
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Predicts Firmer and Upward 
Price Trend 


Wasuincton, D. C., Oct. 14.—The 
manner in which the great industries 
are adjusting their output to the de- 
creased demand of the present depressed 
condition of business is illustrated by a 
bulletin of the National Lumber Manu- 
facturers’ Association today, forecasting 
that the lumber demand for the four 
weeks beginning Nov. 1 will be exactly 
the same as the expected production. 


The latter is placed at 534,554,000 feet, 
as compared with 757,433,000 feet for the 
corresponding period last year. During 
this period reports indicate that every 
important lumber region in the country, 
with the exception of West Coast Lum- 
bermen’s Association territory, will show 
a substantial decrease of stocks, and that 
association’s increase will be only 18,000.- 
000 feet. In this connection it is pointed 
out that lumber production will nor- 
mally decline during the ensuing winter 
months. 


Based on the experience of the lumber 
industry during the last ten years, the 
equalizing of production and demand for 
lumber should within two months there- 
after be reflected in an increase in gen- 
eral wholesale lumber prices. Assum- 
ing that current lumber production will 
continue to be limited to current de- 
mand, the N. L. M. A. forecasts a firm- 
ing of lumber prices before December 
and an upward trend in prices before 
the end of the year. 








mulgate such regulations as a measure of pro- 
tection to the domestic lumber industry. 

In a letter addressed to Secretary of the 
Treasury Mellon Saturday, Wilson Compton, 
secretary and manager of the National asso- 
ciation, points out that although the law re- 
quires the secretary to prescribe regulations that 
will preclude importation of convict-made mer- 
chandise, and there is ample reason for suspect- 
ing every Russian lumber importation as illegal 
under this provision, the Treasury Department 
= not so far carried out this statutory man- 
ate. 

Mr. Compton states that both general and 
specific information known to the Treasury De- 
partment is adequate to support the assump- 
tion that Russian lumber shipped to this coun- 
try is convict-made and that the burden of 
proof of the non-convict origin of specific ship- 
ments should, in the light of our knowledge of 


the labor used in the lumber industry by the 
Soviet, rest upon the importers. 

The position of the lumber manufacturers is 
based upon Section 307 of the Tariff Act, sup- 
plemented by Sections 303 and 304. Mr. Comp- 
ton points out that the Soviet is known to be 
furnishing free raw material, free plants and 
equipment, free transportation and, in effect, 
subsidized labor to the Russian lumber in- 
dustry. These constitute indirect “grants” or 
“bounties” and render Russian lumber imports 
subject to the provisions of Section 303. Under 
Section 304 the National association asks that 
unless each piece of Russian lumber is stamped 
with a distinct mark showing the country of 
origin there be imposed upon it the additional 
imposts provided by law. 

The attention of Secretary Mellon is called 
to the American interests that are prejudiced 
by the Russian invasion of our natural mar- 
kets. The present and threatened encroach- 
ments upon the markets in the United States 
for lumber of domestic manufacture, the let- 
ter explains, are of serious moment both to the 
lumber industry and to those employed in it. 
The lumber industry and related wood-using 
American industries, and the million men who 
are dependent upon them for employment 
and their families for their livelihood, in ask- 
ing the exclusion of convict-made lumber, are 
merely asking that the law be enforced, it is 


pointed out. 
* * * 


New Member of N. L. M. A. Staff 


WasHinctTon, D. C., Oct. 13.—Erhardt C. 
Koerper, who recently joined the headquarters 
staff of the National Lumber Manufacturers’ 
Association to fill the vacancy caused by the 
death of Joseph P. Quinlan, of the engineer- 
ing department, is a Californian and a grad- 
uate of the University of California. In the 
university he specialized in mechanical and 
electrical engineering. For one year he was 
also a student at the Harvard School of Busi- 
ness Administration. 

Mr. Koerper is keenly interested in the ad- 
vance of aeronautics, is a member of the Na- 
tional Aeronautical Association, worked with 
the Industrial War Plans Section of the Army 
Air Corps and holds a commission in the Air 
Corps Reserve. He is a member of the Amer- 
ican Society of Mechanical Engineers. 

For a time he was editor of the “California 
Engineer” and associate editor of “The Record,” 
official organ of the Associated Oil interests. 
Before coming to the N. L. M. A. Mr. Koerper 
was personnel officer of the Associated Oil 
Co. and spent last summer as assistant engi- 
neer for the Parr Terminal Co. 

Mr. Koerper will be assigned to complete a 
number of publications which have been de- 
layed by the sudden death of Mr. Quinlan, and 
will also assist at the National association’s 


laboratory. 
7 * * 


Wood Office Furniture Campaign 


New York, Oct. 13.—Virtually the first re- 
turn mail after the distribution of its recent 
“broadside” outlining dealer helps it is prepared 
to furnish local distributers brought the Wood 
Office Furniture Associates (Inc.) 147 letters 
of congratulation. This early return came from 
a mailing list of 2,250 dealers, according to 
Manager Frank T. Hess, who added that within 
ten days the favorable responses to the “broad- 
side” had approximated 80 percent. 

The broadside announced the initial national 
magazine advertising campaign of the Furni- 
ture Associates in selected periodicals read 
widely by business executives. It also offered 
dealers copies of “Planning the Modern Office 
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in Wood,” the brochure recently prepared by 
Russell Whitman, nationally recognized author- 
ity in this field. Dealers likewise were offered 
sales-clinching portfolios prepared to carry a 
strong visual selling message for wood office 
furniture. 

Mr. Hess has developed the present campaign 
under the helpful and effective guidance of his 
executive committee, including C. S. Brewer of 
the Standard Furniture Co., Herkimer, N. Y., 
chairman; A. H. Strings, K. H. Dunton and 
Carl Leopold, with the assistance of John 
Dornette, jr. These men have, in turn, worked 
in close co-operation with affiliated groups such 
as the Hardwood Manufacturers’ Institute, the 
Northern Hemlock & Hardwood Manufactur- 
ers’ Association, the American Walnut Manu- 
facturers’ Association and the National Lumber 
Manufacturers’ Association. 

One of the most effective developments of the 
campaign for wood office furniture promotion 
to date has been the program of attention- 
compelling national advertising, based primarily 
on the idea of making executives realize the 
capacity for service offered by local wood office 
furniture dealers. To support their local sales- 
work, it then goes on to develop the points of 
excellence that such furniture offers over sub- 
stitute products. 

Dealers who desire to take advantage of the 
assistance offered by the Wood Office Furniture 
Associates (Inc.) should address its office at 
420 Lexington Avenue, New York City. They 
may also communicate through the offices of 
the National Lumber Manufacturers’ Associa- 
tion and affiliated organizations, or through the 
offices of members, including the Clemetsen 
Co., Chicago; Doten-Dunton Desk Co., Cam- 
bridge, Mass.; Commercial Furniture Co., Chi- 
cago; Gunn Furniture Co., Grand Rapids; O. 
C. S. Olsen Co., Chicago; Quigley Furniture 
Co., Whitesboro, N. Y.; Standard Furniture 
Co., Horrocks Desk Co. and National Desk Co., 
Herkimer, N. Y.; Shelbyville Desk Co., Shelby- 
ville, Ind.; Marble & Shattuck Chair Co., 
Cleveland, and the Taylor Chair Co., Bedford, 
Ohio. 

Meetings are planned in principal cities where 
dealers and their sales forces will be made ac- 
quainted with the promotional plans of the 
Furniture Associates and where mutual prob- 
lems will be discussed. Meetings already held 
in Pittsburgh, Cleveland, Detroit and Indian- 
apolis were attended by furniture salesmen 
representing almost 100 percent of the sales in 
their respective communities. At these meet- 
ings enthusiastic receptions were accorded 
Messrs. Hess and Dornette, insuring whole- 
hearted support of the campaign. 

* * * 


Some Gross Exaggerations 


Wasuineton, D. C., Oct. 13.—‘Lumber Con- 
sumption vs. Timber Supply,” appearing in the 
August issue of “Tradewinds,” published by the 
Union Trust Co, of Cleveland, Ohio, although 
said to have been written after a thoroughly 
comprehensive study of the lumber situation, 
makes some statements inaccurate and deroga- 
tory to lumber that are readily refuted by the 
field men of the National Lumber Manufactur- 
ers’ Association, based on their personal investi- 
gations throughout the country. 

For example, refutation is easily made of the 
statement that “fireproof construction of mod- 
ern office buildings has resulted in a virtual 
elimination of wood from the office building of 
today . . . metal lath, moldings, trim and doors 
are commonly made of steel.” 

Investigations throughout the country show 
that wood trim, moldings and doors, as well as 
wood floors, are still being used to a very large 
extent in office buildings and other large struc- 
tures of fire-resistant construction. Metal inte- 
rior trim has been used in some instances, but 
is by no means as largely used as wood. 

A partial but imposing list of recently erected 
or projected new banks, office buildings, the- 
aters, clubs, hotels and hospitals in which wood 
trim is specified shows conclusively that wood 
is still preferred by leading architects as best 
suited to modern practice in such structures. 
This list includes the Chase National Bank, 


Chatham Phoenix National Bank & Trust Co., 
Seaboard National Bank and Gimbel Bros., 
New York; Chicago Board of Trade, Tribune 
Tower, Furniture Mart, Lake Shore Athletic 
Club, Marshall Field Building, Stevens Hotel 
and other large Chicago buildings, and many 
others. 

In fact, a complete survey of large buildings 
of fire-resistant type now being erected or 
planned will, in all probability, show a great 
majority using wood trim rather than steel, and 
the statement that wood trim has been “vir- 
tually eliminated” is a gross exaggeration. 

The author of the article speaks of the “diffi- 
culty in securing the finer grades of finished 
lumber” for residential apartment buildings and 
“the desire for fireproof construction lessening 
the amount of wood used.” 

It is well known that various interested in- 
fluences are at work to curtail the amount of 
wood used in apartment buildings, but anyone 
familiar with the stocks in retail lumber yards 
and at millwork plants recognizes the fact that 
there is an ample supply of the highest grades 
of finish lumber available at reasonable prices 
in a wide variety of species. 

The author singles out the automotive indus- 
try as the most notable example of a field 
where steel frame bodies are replacing those 
of wood. He states that “steel is superior in 
strength and is easier than wood to fabricate 
satisfactorily,” and adds that the change doubt- 
less has been “hastened by the difficulty of se- 
curing at a reasonable price a sufficient supply 
of high grade wood.” 

The N. L. M. A. has a particularly pointed 
answer to what the author has to say about 
steel replacing wood in the automotive field in 
the report submitted by Donald R. Brewster, 
field staff man assigned to that field, who points 
out that the supply of suitable wood is ample 
and predicts that the volume used in automo- 
bile body building will be maintained. 

* * * 


Discusses Promotional Activities 


New York, Oct. 13.—At the thirty-first semi- 
annual convention of the National Association 
of Wooden Box Manufacturers, held at the 
Roosevelt Hotel last Wednesday and Thursday, 
Walter F. Shaw, trade extension manager of 
the National Lumber Manufacturers’ Associa- 
tion, discussed the promotional activities of 
wood products industries and, in particular, the 
well co-ordinated joint program of the two asso- 
ciations. These embrace: 

1. Field promotion in every important phase 
of lumber utilization by a well-trained staff 
of specialists whose spirit, personal initiative 
and ability have been largely responsible for 
an imposing record of accomplishments to 
date. 

2. Advertising and publicity. 

3. Architectural and building code work. 

4. Research, 


Mr. Shaw stressed the importance of the 
wooden box market to the lumber industry as 
shown by the “4,500,000,000 board feet of lum- 
ber consumed annually (1928) in the manufac- 
ture of boxes, crates and baskets—an equivalent 
to 14 percent of the softwoods and 16 percent of 
the hardwoods used in this country.” He gave 
the percentages of various species of wood going 
into boxes, crates and baskets, and pointed out 
that “outside of the planing mill products, the 
box, crate and basket industries constitute the 
largest industrial outlet for lumber.” 

He gave a brief outline of the field work 
of the National TX campaign, representing, as 
it does, a carefully codrdinated plan with sev- 
eral prominent co-operating groups. Mr. Shaw 
emphasized the avalanche of dollars and man- 
power behind competitive groups and urged the 
need for wise counsel, unified action, undeviating 
progress along a charted course, and the con- 
stant driving home to the shippers of the na- 
tion the five-fold protection which use of the 
wooden box affords. 

Among other things, Mr. Shaw called atten- 
tion to “Lumber Facts” that constantly make 
available valuable fundamental information for 
daily circulation by everyone interested in the 
volume increase of lumber sales. Likewise he 


a 
stressed the far-reaching value of correctiye 
publicity and asked that the attention of the 
director of publicity be promptly called to any 
misleading statements about lumber. 

It is part of your co-operative work with 
the National Lumber Manufacturers’ Associa. 
tion he said, and Mr. Knappen, our director 
of publicity, stands ready to serve you jp 
every possible way. It is absolutely neces. 
sary that you keep your product in the spot- 
light. Such procedure tends to ease off sales 
resistance. * * * 

You will be interested to know that nearly 
1,000 retail dealers scattered over the country 
have, in the last year, advertised locally Na- 
tional “Tree”’-mark, grade-marked American 
Standard Lumber. The real significance of 
such action lies in the fact distributers in in- 
creasing numbers are co-ordinating their ef- 
forts with well-established national advertis- 
ing, publicity, and personal promotion work, 

Mr. Shaw told of the first co-operative in- 
dustry-owned, scientific laboratory, established 
this year in Washington by the N. L. M, A, 
and of the seventy-odd methods of wood treat- 
ment that have been recorded, dealing with 
resistance to decay, fire, insect attack, shrinkage 
and warping. 

“Your association has co-operated in research 
to improve box and crate designs and other fac- 
tors influencing their utilization,” he said. “This 
has resulted in the collection of invaluable data, 
We need only to put facts to work for us to 
realize what a positive force they are in hold- 
ing our present markets and in finding new 
ones.” 

As an example of the instant need for re- 
search, Mr. Shaw spoke of the present effort 
to take away the dynamite and medicinal whis- 
key markets for wooden boxes, and the impera- 
tive need for a unified co-operative effort, con- 
ducted in an impartial manner, by an aggres- 
sive, organized group promotion effort. 

He listed the important strategic elements, 
strongly predicting a good year for the box 
manufacturers and the lumber industry as—an 
organized industry, representative of your best 
interests; a thoroughly coordinated advertising 
campaign, small but planned to serve your needs 
with infinite care; a personal consulting service 
to users of your ‘product; a publicity depart- 
ment to correct inaccurate competing claims, 
and to advance the positive merits of wooden 
boxes and crates; a research department, avail- 
able always for test work, and the loyalty and 
hard work of a devoted group of employees. 

“With such an equipment,” he declared, “you 
may face the coming year with courage.” 

At the conclusion of Mr. Shaw’s address the 
wooden box manufacturers unanimously adopted 
a resolution pledging their continued support to 
the trade promotion work now being vigorously 
pushed by the N. L. M. A. to extend the mar- 
kets and uses for lumber and wood products. 

* * * 


Advertise Modernizing 


Wasuineton, D. C., Oct. 13.—The trend to- 
ward modernizing is clearly disclosed in an 
analysis made by Walter F. Shaw, trade ex- 
tension manager of the National Lumber Manu- 
facturers’ Association, of requests for news- 
paper advertising copy “mats” by retail lumber- 
men to whom they are being supplied without 
charge. 

This is a follow-up of the mailing of an as- 
sociation booklet, “Wood Lath,” to a select list 
of 6,000 retailers, and the “mat” service offer 
was, in this instance, only an incidental an- 
nouncement. 

However, from this initial offer to supply 
retailer dealers with newspaper mats, a recapit- 
ulation shows that out of 361 requests, 338 
individuals made specific mention of the mod- 
ernizing mats. ; 

Eighty of the requests asked for modernizing 
mats only and throughout the series, wherever 
both groups were requested, modernizing mats 
were asked for first in their full series, while 
selections were made more frequently from the 
house plan mats. 

In other words, this indicates a strong ten- 
dency among retailers, first of all, to advertise 
modernizing. 
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Navy Asks Bids on Lumber 


Wasuincton, D. C., Oct. 15.—The Navy 
Department (bureau of ordnance), is calling 
for bids on lumber under Schedules Nos. 4284, 
4285, 4286, 4287, and 4288, bids to be opened on 
Oct. 28, 1930. All lumber is to be graded ac- 
cording to the latest published association grad- 
ing rules and each shipment is to be accompa- 
nied by a certificate of inspection issued by the 
respective association. The schedules follow: 


SCHEDULE No. 4284 


Class 370—24,000 feet b.m. of lumber, box and 
crate, No. 2 common, air or shipping dry, sur- 
faced one or two sides to §§ inch thick, 10 
to 16 feet long, averaging at least 13 feet, as fol- 
lows: 8,000 feet 8 inches wide, 8,000 feet 10 


inches wide, and 8,000 feet 12 inches wide. 
SCHEDULE No. 4285 


Class 371—21,000 feet b.m. of cypress, coast 
type, firsts and seconds, rough, air or kiln dry, 
8 inches wide, averaging at least 11 inches, 13 
feet long, as follows: 12,000 feet 1 inch thick, 
3000 feet 1%4 inches thick, 3,000 feet 3 inches 
thick, and 3,000 feet 4 inches thick. 


SCHEDULE No. 4286 


Class 372—20,000 feet b.m. of flooring, B&bet- 
ter, vertical grain, air or kiln dry, 4§ inch 
thick, 2% inches wide, in lengths not over 20 
feet averaging at least 14 feet. To be Douglas 
fir, North Carolina pine or southern pine. 


Class 378—20,000 feet b.m. of timber No. 1 
common, rough, any stage of seasoning, 12 
inches thick, 12 inches wide, 14 to 36 feet long, 





Biggest Week, 


Sr. PauL, Minn., Oct. 13.—The efficacy of a 
carefully engineered sales program, even under 
adverse business conditions, has been strikingly 
demonstrated by the Weyerhaeuser interests, as 
indicated in a report from the Weyerhaeuser 
Sales Co., of Spokane, to the effect that 4- 
Square packaged lumber sales for the last week 
of September marked the biggest week and con- 
cluded the biggest month in the three-year his- 
tory of 4-Square sales. This information came 
to the St. Paul headquarters through a tele- 
gram from the sales company offices in Spo- 
kane. [Reproduced on this page.—EbIrTor. | 

Every member of the Weyerhaeuser organi- 
zation is pleased with the results that have been 
obtained and this achievement is attributed to 


Biggest Month 


the enthusiastic support of its sales force for a 
product in which they have confidence, to the 
co-operation of lumber dealers who are con- 
tinually discovering new sales potentialities in 
the 4-Square franchise, and to the response of 
the public to the ambitious advertising program 
inaugurated about two months ago in the lum- 
ber trade press, architectural and building pa- 
pers and popular magazines of nationwide dis- 
tribution. 

The success of this Weyerhaeuser 4-Square 
campaign holds a lesson of vital importance to 
retailers; this is, that a profitable market can 
be developed for a quality product even in times 
of business depression, when that product is 
properly merchandised and is supported by ef- 
fective advertising. 
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ADVERTISING DEPARTMENT, WEYERHAEUSER FOREST PRODUCTS= 
MERCHANTS NATIONAL BANK BLDG STPAUL MINN= 


SUGGEST YOU BROADCAST TO THE LUMBER TRADE THE NEWS THAT WE 
HAVE JUST CLOSED THE BIGGEST WEEK AND THE BIGGEST MONTH IN 
THE THREE YEAR HISTORY OF FOUR SQUARE SALES STOP THIS 
ACHIEVEMENT FOLLOWING CLOSELY THE RELEASE OF FOUR SQUARES 
MOST AMBITIOUS ADVERTISING PROGRAM PROVES AGAIN THAT A 
SUPERIOR PRODUCT BACKED BY SOUND MERCHANDISING AND 


EFFECTIVE ADVERTISING CAN FORGE AHEAD UNDER ADVERSE BUSINESS 


CONDITIONS STOP TO THE MORE THAN THIRTEEN HUNDRED 
REGISTERED FOUR SQUARE DEALERS WHO HAVE MADE FOUR SQUARE 


THE SUCCESS IT 


1S TODAY WE PLEDGE CONTINUANCE OF OUR BEST 


EFFORTS TO MAKE IT AN INCREASINGLY IMPORTANT FACTOR IN THE 
PROFITABLE RETAILING OF LUMBER= 


WEYERHAEUSER SALES COMPANY. 





averaging at least 25 feet. 
or southern pine. 
SCHEDULE No. 4287 

Class 374—20,000 feet b.m. of northern white 
pine, rough, “B select and better,” air or kiln 
dry, 8 inches and up wide, averaging at least 
10 inches, 8 feet and up long, averaging at least 
14 feet, as follows: 5,000 feet 1 inch thick, 5,000 
feet 14% inches thick, 5,000 feet 11% inches thick, 
and 5,000 feet 2 inches thick. 

Class 375—25,000 feet b.m. of pine No. 2 com- 
mon, air or kiln dry, surfaced two sides to 
#8 inch thick, 10 to 16 feet long, averaging at 
least 13 feet, as follows: 8,500 feet 8 inches 
wide, 8,500 feet 10 inches wide, and 8,000 feet 
12 inches wide. To be of sugar pine, northern 
white pine or Idaho white pine. 


SCHEDULE No. 4288 

Class 376—12,000 feet b.m. of oak, white do- 
mestic, rough, firsts and seconds, 8 inches and 
up wide, averaging at least 11 inches, 8 to 20 
feet long, averaging at least 13 feet, as follows: 
7,000 feet 1 inch thick and 5,000 feet 1%4 inches 
thick. 

Copies of the above schedules and the neces- 
sary contract forms can be secured from the 
Bureau of Supplies and Accounts, Navy Depart- 
ment, Washington, D. C., the Navy purchasing 
office at New York or San Francisco, or any 
navy yard. 


To Treat Wood for Canal Zone 


Wasuincton, D. C., Oct. 13.—Col. Harry 
Burgess, governor of the Panama Canal, an- 
nounced today through A. L. Flint, general pur- 
chasing officer for the canal with headquarters 
in Washington, D. C., that he would permit the 
National Committee on Wood Utilization of the 
Department of Commerce to conduct a test of 
the use of treated lumber for railway car con- 
struction in the Canal Zone. 

For several years, according to the officials, 
the Government-owned Panama Railway has 
experienced considerable difficulty with the use 
of wood for certain types of railway equip- 
ment, notably banana cars. Due to local con- 
ditions on the isthmus, these cars are particu- 
larly subject to decay and insect attack, neces- 
sitating constant repair expenses. At the gov- 
ernor’s request, Axel H. Oxholm, director of 
the National Committee on Wood Utilization, 
visited the Canal Zone last fall, and at a con- 
ference with canal railway engineers, plans 
were developed for the testing of chemically 
treated lumber for car construction. 

Upon his return to the United States, Mr. 
Oxholm took up the matter with Grant B. 
Shipley, of Pittsburgh, Pa., one of the foremost 
authorities on wood preservation in the United 
States, and a member of the wood utilization 
committee. Mr. Shipley exhibited a keen in- 
terest in the experiment and offered to treat the 
lumber required without expense to the com- 
mittee. 

With the plan now accepted by the Panama 
Canal, the railway engineers will prepare a 
complete bill of lumber for one banana car, 
cutting, framing and boring it for shipment to 
the United States where the material will be 
treated with the chemical preservatives. After 
treatment the lumber will be returned to the 
Canal Zone where the car will be constructed 
and put into service. A close record of its: per- 
formance will be kept. 

The National Committee on Wood Utiliza- 
tion, according to Mr. Oxholm, considers this 
experiment one of its most important activities 
in the wood preservation field. Since treated 
lumber has withstood the attacks of decay and 
insects for many years in other building and 
construction enterprises in the Canal Zone, com- 
mittee officials feel that this extended use of 
treated material in the tropics will be the fore- 
runner of new and improved wood using prac- 
tices in other parts of the world where Ameri- 
can lumber is in demand. 


To be Douglas fir 








On Sept. 1 American shipyards were build- 
ing or under contract to build for private own- 
ers 27 wooden vessels of 10,329 gross tons 
compared with 29 wooden vessels of 11,019 tons 
on Aug. 1, 
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Former lowan Tells How It’s Done in 








Ohio 


Neighboring City Competition Gives to Merchandising a New As pect—Stock 
and Service Fitted to Building Efficiency—Trade in a Lake Port 


R. L. Dunlap, president and manager of 
the Mentor Lumber & Supply Co., Mentor, 
Ohio, has long been a friend of this depart- 
ment. If we are not mistaken he was oper- 
ating a yard in Iowa City at the time when 
Met. L. Saley was writing the Realm. We 
seem to recall some sport they had over a 
pun in Mr. Dunlap’s yard sign. The yard 
was located near a dam in the Iowa River, 
and the sign asserted in big letters that it 
was the best yard in the city by a dam site. 
Mr. Dunlap must have been quite new in 
the industry at that time, for Mr. Saley’s 
last work in the Realm was done in 1913. 
Mr. Dunlap is a graduate of the law school 
of Iowa University, and he belongs to that 
important group of men who bring trained 
and inventive minds to bear upon the devel- 
opment of lumber merchandising. 


A Veteran Builds Up a Business 


Some eight years ago he sold his interests 
in the Iowa City yard and spent about a 
year running a coal office while looking about 
for a new place in which to re-enter the lum- 
ber business. He learned of a yard for sale 
in Mentor, which is a small place a few 
miles east of Cleveland. After considerable 
investigation of the yard and especially of 
the community he made the purchase. His 
confidence in the community has been justi- 
fied, for in seven years he has built up a 
good business and a first-class plant. Con- 
ditions have been rather different from 
those he knew in the Hawkeye State, and 
he says with a smile he never knew what 
competition was in the old days. It isn’t 
throwing any mud at Cleveland competi- 
tion, for it is the statement made freely by 
Cleveland dealers; that if a building pros- 
pect shows his nose he has a whole swarm 
of salesmen down on him, offering about 
anything he may suggest in the way of low 
price and high service to get his name on 
the dotted line. Cleveland and its environs 
have rather gotten used to this situation 
and have learned how to live with it. It 
must be wonderful, if somewhat painful, 
education in alertness and inventiveness to 
maintain volume and prices under such con- 
ditions. Not much chance for a little more 
slumber and a little more sleep for the re- 
tailers in these parts. 


Turning a Swamp Into a Business Site 


The seven years at Mentor have seen a 
good many changes made. The original yard 
plant lacked several things that Mr. Dunlap 
wanted in the way of equipment, so he and 
his associates looked about and bought what 
seemed an unpromising piece of ground. Its 
one necessary feature was a railroad and 
the chance to get needed sidetracks. But 
the ground itself, so Mr, Dunlap says, was 
a swamp. At least it was low ground that 


needed a large amount of filling, and it was 
underlaid with a bed of quicksand. We 
learned something new in this connection; 
namely, that quicksand makes a suitable 
footing for a foundation if conditions are 
such that it can’t squirt sideways or other- 
wise escape. So the warehouse, something 
more than 150 feet in length, was built. 
To make it a real sporting event the work 
was done in winter. Trenches were dug 
down to, but not into, the quicksand, and 
the workmen and the chief almost literally 
stayed with the job day and night until it 
was finished. The warehouse is a massive 
affair and carries an enormous load of 
stock; but in seven years not a crack has 
appeared in the foundation anywhere. It 
has not settled a fraction of an inch, and 
the building has not departed from plumb. 
A real job of careful construction. The 
contractor, or rather the boss carpenter, 
since the company was its own contractor, 
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John Hillenbrand, secretary, and R. L. Dunlap, 
president, of the Mentor Lumber & Supply 
Co., Mentor, Ohio 


said it was a pleasure to work on the job. 
It was about the only one in his experience 
where he wasn’t required to skimp either 
lumber or nails. . 

The main foundation and the inner and 
cross walls are reinforced and tied together. 
The uprights of the building are laminated 
from 2-inch lumber, and the whole is thor- 
oughly and scientifically braced. We have 
been told that in structural design and con- 
struction it is one of the best built ware- 
houses in Ohio. 

Mr. Dunlap decided early in his experi- 
ence in this town that conditions called for 
a special type of merchandising service. 
Since competitive conditions are freely ad- 


mitted by all concerned to be just what 
they are, it was clear that a business based 
solely on those articles in which competi- 
tive sales were most active would not be a 
lucrative business. It was not solely for the 
purpose of adding extra sales items that 
the stock and service were expanded, though 
that is part of the story. Creating confi- 
dence in and loyalty to the local yard called 
for a service that would make building 
easier and more certain. Some dealers 
don’t seem to appreciate the value of this 
idea. They add sidelines solely on the basis 
of making a clear profit out of their sale. 
Naturally this is important, and it is only 
in most unusual and temporary circum- 
stances that a business is justified in ex- 
tending stock or service at an actual loss, 
But in addition to the profit made from the 
sale of these extra lines is a factor of cus- 
tomer service and customer confidence. If 
a person knows he can get all the things 
he needs for his building at one place and 
at fair prices, he’s likely to go there first. 
At least he’s less likely to go to distant 
points in search of cut prices on a few 
items, for he’s got to have the whole list; 
and searching out enough bargains at a 
dozen different places to build his house is 
a summer’s job. And in his igrorance of 
the market he knows he may get let in for 
things that are far from bargains. 


Stock to Round Out Building Service 


“I handle lumber, of course,’ Mr. Dunlap 
said. “I promote the use of wood where it 
is the best material or even equally as good 
as other materials. Some of the so called 
substitutes haven’t fully proved their use- 
fulness and lasting qualities. But as for be- 
ing solely and simply a seller of lumber, I 
got past that a long time ago. It is my 
working principle that I’m in business to 
help my customers get the buildings they 
want; and in these days even a simple 
building needs a great many kinds of mate 
rials. Some of these we carry in stock; and 
we have contacts with the manufacturers 
of all of them so that we can get the 
articles on short notice and at fair prices. 
Not long ago some people wanted steel doors 
for a certain purpose. They didn’t know 
where to get them. But they knew our pol- 
icy of complete service and came here to 
inquire. We had none in stock, but I knew 
where to get them and did get them 
promptly at a fair profit to us. 


“I carry waterproofing in stock. You'll 
notice our new display of asbestos shingles 
which we've just put up out in the alley. 
We handle a full line of builders’ hardware. 
In fact it is an extraordinary house for 
which we can’t supply the materials that 
fall within the field of building as that is 
ordinarily understood. 
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ps: 
“You must have noticed as you drove into 
town that this is a kind of suburban or 
country residence section. We’re only a few 
miles out of Cleveland, and an increasing 
number of people build houses either in 
villages or in the open country. Mentor it- 
self is small and still lacks a complete sewer 
system. So we have the agency for two 
counties to make and sell a septic tank. 
This tank is, 1 think, the best on the mar- 
ket; scientifically designed and calling for 
the least care and adjustment after it is in- 
stalled. We sell large numbers of tanks, and 
we make them right here in our own shop. 
Such a sale brings us a fair amount of 
profit; and in addition it helps complete our 
puilding service. I am much mistaken if 
the fact that we have this tank for sale 
doesn’t bring us house jobs that might 
otherwise go elsewhere. The _ prospect 
knows he wants sewage disposal, and if he’s 
going to buy the tank 
here he’ll at least in- 
vestigate the matter 
of buying his other 
materials from us. 
“Another device we 
sell is a specially de- 
signed fireplace form. 
It is a metal affair, so 
designed that it can 
be faced with any 
kind of material to 
suit any architectural 
finish. It is a really 
efficient heating unit; 
always draws, and so 
designed that it col- 





event it has done good service in systema- 
tizing local loans, and the lumber company 
would regret to see it pass out of existence 
with nothing similar to take its place. At 
the time of my visit nothing definite had 
been decided. 


Business in a Lake Port 


The Realm also met John Hillenbrand, 
secretary of the company. The yard em- 
ploys an outside salesman who follows up 
the diversified trade and carries the service 
to the homes of the prospects. There is a 
small specialty mill which does its bit to- 
ward rounding out the service. Mr. Dunlap 
tells us it is not so easy to apply the prin-: 
ciple of every department paying a profit 
in the case of the mill. Competition here 
is so direct and so insistent that the ma- 
chines don’t make heavy contributions of 
direct earnings. But it has never been ap- 
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lects cold air from 
the floor, heats it and 
discharges it into the 
room. Just another : 

sideline that is profitable in itself and that 
adds to our reputation for offering full 
service.” 


Experiences With a Loan Company 


Several years ago Mr. Dunlap undertook 
to aid his cystomers by means of loans. He 
and his associates organized a company for 
the purpose of carrying these loans. The 
first objective was to take over the mort- 
gages held by the Mentor Lumber & Supply 
Co.; something that was of value in making 
the company’s working capital more liquid 
and available. This loan company found it 
could handle a very large volume of loans, 
on a percentage basis, with the capital that 
was subscribed. Mortgages were used as col- 
lateral at the banks for further loans, and 
payments coming in kept the fund revolv- 
ing. For a time the finance company was 
highly useful and paid reasonably good divi- 
dends. It is still useful as a financing or- 
ganization; but Mr. Dunlap has found that 
practically it is in size betwixt and between 
two points of efficiency. He himself has 
handled the details of all the loans; seeing 
that abstracts are brought up, drawing the 
mortgages, arranging terms and so on. The 
Volume of business has been just large 
enough to take a great deal of his time in 
this detail work and not iarge enough to 
justify the company in hiring a manager to 
look after it. If it were smaller, he would 
not mind the less amount of time it would 
take. If it were large enough to have its 
paid staff, that would be satisfactory. But 
there is some probability that it will be 
liquidated when its present mortgages are 
paid. Possibly it may be reorganized and 
expanded, if that seems feasible. In any 


Plant of the Mentor Lumber & Supply Co., Mentor, Ohio, and, at left, 
one of the septic tanks that the company makes 


parent how the business could be conducted 
without some few machines; so they are 
carried because of their indirect benefit in 
selling other merchandise. 

Coming through the city of Ashtabula, 
the department stopped to call upon D. S. 
Post, of the Post Bros. Lumber Co. This 
lake port, according to accounts, is working 
along serenely through a year that “is not 
the best on record and yet is far from the 
worst.” Ashtabula is a great port for the 
bringing in of iron ore from the mines of 
the Northwest, on its way to Youngstown 
and Pittsburgh, and for sending out return 
eargoes of coal. For years it led all the lake 
ports; now for some unknown but locally 
suspected reason Cleveland seems to be nos- 
ing it out. In the old days these cargo boats 
used to be in port for a week or more, be- 
ing unloaded: by big gangs of men armed 
with shovels. Now the big freighters come 
in, unload by power machinery and load 
out again so quickly the crew often does not 
even come ashore. Mr. Post told of the 
captain of a schooner who tied up with a 
cargo of lumber for the Post yard. The 
captain had never had a close look at a big 
freighter, and when one docked near by in 
the evening he promised himself a look the 
next morning. But when daylight came the 
big boat was gone. It took a week or two 
for the schooner to discharge its lumber. 

When we entered the office an intensely 
interested man was discussing a little mod- 
ernization job with Mr. Post and did most 
of the talking. After he had gone we men- 
tioned the fact and asked if this business 
stacked up many local sales. 

“We get some of this trade,” Mr. Post 
said, “but a lot of the modernizing cus- 


tomers are like this man; they don’t know 
what they want from hour to hour. They 
see something or other in some house that 
just suits them; and by the time I’ve ex- 
plained the modifications needed to make it 
fit their space they’ve lost interest in that 
feature and have thought of something else. 


“Things Bought Must Be Paid For” 


“I think the thing that must be straight- 
ened out to put the lumber business on a 
sound footing again is credits. People have 
to have some credit to build, and no lum- 
berman expects to sell all his stock for 
cash. But so many merchants-in all lines 
have monkeyed with credits in an effort to 
increase volume that a lot of customers 
have rather forgotten the fact that things 
bought have to be paid for. Nobody objects 
to systematic methods of extending credit, 
but this talk of how little it costs encour- 
ages lots of people to buy more than they 
can afford; provided they can get it. Then 
they’re willing for the seller to do all the 
rest of the worrying. 

“IT think, too, that a good many lumber- 
men have lost sight of the tremendous im- 
portance of farm prosperity. It’s important 
whether the yard has farm customers or 
not. Normally vast amounts of manufac- 
tured goods are bought in the country; and 
if farmers can’t buy, the general market 
shrinks. Farm people crowd into towns and 
make an unemployment situation. I don’t 
think anything of a general nature is more 
important to all of us than this big ques- 
tion of farm prosperity.” 

We found W. L. Dodge, of the Dodge 
Bros. Lumber Co., out in the planing mill 
that is part of his plant. This mill does 
special work for the yard’s local trade. Mr. 
Dodge says that Ashtabula is something of 
an industrial city. Just at present a Cleve- 
land concern is erecting a huge electric gen- 
erating plant in Ashtabula; a plant said to 
represent an investment of $40,000,000. It 
seems not to be quite known what the pur- 
pose is, but the general supposition is that 
one or more of the railroads operating 
through here are expecting to electrify their 
lines when the plant is completed. 

Even this far inland some West Coast 
lumber is bought that comes around by the 
canal. Western woods are much used in 
Ohio, especially in uppers, but most of the 
shipments make the all-rail haul. Some of 
the few sea shipments that have made the 
long back haul to Ashtabula have not been 
so good in grade and general quality; but 
that probably was accidental or represented 
certain experimental undertakings and not 
the general run of such service. Most if not 
all the western wood coming into this mid- 
dle eastern market is of standard quality. 
Mr. Dodge was probably unlucky in getting 
part of a few shipments made by concerns 
that later backed out of the market; but 
however that may be, he says he is quite 
through with purchasing western lumber 
coming around by the canal. 





A GAVEL, made from the limb of the elm tree 
under which Chief Logan smoked the pipe of 
peace with Gen. Rogers Clark in 1774, has been 
presented to Dan Wertz, of the Maley & Wertz 
Lumber Co., of Evansville, Ind., by Ohmer 
(Inc.), of Dayton, Ohio, which furnished fix- 
tures for the new Central Union bank here. 
Mr. Wertz is chairman of the bank’s board of 
directors. When Calvin Coolidge. former 
President, as vice president, was presiding over 
the United States Senate, he used a gavel made 
from the same limb. 
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SAYS MUST DISPLAY TO SELL 


Some Practical Ideas for Stimulating Sales 
and Reducing Handling Costs 


One of the most striking things about the 
establishment of the Curran Brothers, lumber 
dealers of Pomona, Calif., is the effort made to 
get even the most common building materials 
out where they can be seen. As G. V. Curran, 
one of the junior members of the firm, says: 
“You've got to get your goods out where they 
can be seen if you want to sell them.” 

For example, instead of placing the cement 
and lime in a separate building, perhaps at the 
rear of the property, these commodities are 
right up in front among the most conspicuous 
items in the stock. The section set aside for 
them is open to view so that the visitor to the 
yard sees not merely a few sacks of cement, or 
of lime, or plaster, but several carloads. The 
floor of the cement lime and plaster section is 
elevated about 36 inches above the driveway. 
Along the outer side runs the railroad tracks, 
and from the cars spotted there the product is 
easily conveyed from the cars to the stock, and 
thence from the stock to the trucks in the drive- 
way. The fact that the floor is elevated reduces 
iabor costs in handling. 

Some dealers have found it a good practice to 
carry a few sacks of lime, or cement, near the 
front of the establishment, in case their regular 
stock is at the rear, to accommodate the one- 
sack customer, though the accommodation really 
is just the opposite, as it saves the lumber com- 
pany employee a trip to the rear to get the sack 
of cement for a customer. But the Currans 
consider that a quantity display stimulates sales 
—that a person will buy more frequently from 
a pile of goods than he will from just a few 
items. In other words, chain store policies of 
display work just as well with building mate- 
rials. 

“Often customers visiting the yard for other 
materials say, ‘Why, I didn’t know you han- 
dled lime,’ or plaster or cement, as the case hap- 


pened to be,” explained Mr. Curran. “Toss me 
on a sack, as long as I’m here.” 

In looking over the plant one is struck by 
the similarity of the arrangements to those of 
a department store. The department store has 
one main aisle down which the visitors prome- 
nade and view the merchandise in the various 
departments. Here, too, there is a main aisle, 
commonly called a driveway—540 feet long. 
All materials, with the exception of fast-moving 
dimension stuff not necessary to display, is 
housed under sheds along this driveway. Noth- 
ing is concealed, and the fastest moving mate- 
rials are stocked toward the front; the slowest 
moving items at the rear. There are no sepa- 
rate compartments, except for the doors and 
sash which must be kept in closed rooms be- 
cause of dust. However, a movable display of 
these items is set up along the driveway dur- 
ing business hours, and at night is wheeled into 
the warehouse. As one walks along the drive- 
way, he sees on this side some drain tile, on 
that side piles of wall board; here is flooring, 
there is molding; here finish, and there common 
lumber. 

So long is the “main aisle” that the firm 
has installed an inter-plant telephone system, 
with two stations in the yard and one in the 
office. Mr. Curran cited instances where orders 
were sent to the yard men for various bills of 
materials, and, when they were being filled, it 
was found that they were short an item. The 
usual practice would be to walk to the office 
to report, but with the telephone system the 
yard man merely steps to one of the phones, 
and gets his instructions. Then again, after 
the yard man has filled an order the usual prac- 
tice would be for him to return to the office to 
pick up additional orders but in this plant he 
goes to the telephone and obtains instructions. 

Even the short pieces of material, waste as 
some would call it, are well displayed, though 
at the rear of the main aisle. 

“Nothing goes to waste around here,” Mr. 
Curran declared. “We sell all of the small 
pieces, or use them for advertising purposes. 
Short lengths may be sold for grade stakes. 





Clapboards, per thousand feet B.M. 
Minimum for 500 to 1,000 feet..... 


to the length of the haul.” 





This Week’s 


Zone System for Delivery Charges 


A system of charging for deliveries being operated with success by 
the lumber dealers of Worcester, Mass., is based upon zones, these 
being established with the City Hall as a center, with circles for the 
different zones one mile, two miles etc., from that center. The charges 
are stated by W. H. Sawyer of that city, president of the lumber com- 
pany bearing his name, to be as follows: 


Imile lto2 2to3 3to4 Over4 
Distance orless miles miles miles miles 
Lumber, per thousand feet B.M....$1.50 $2.00 $2.50 $3.00 $3.50 
Shingles, per square............... 15 .20 25 30 35 
Lath, per thousand................ 30 35 40 A5 50 


75 1.00 1.25 1.50 1.75 
1.50 2.00 2.50 3.00 3.50 
“We think these charges,” said Mr. Sawyer, “apportion the delivery 
cost more fairly than would be the case if the prices included delivery. 
Our delivery charges show as a separate item on the bill, and the con- 
tractors understand the fairness of apportioning the charge according 


Timely Tip 


Sometimes customers come in and want short- 
lengths for special purposes, so we take them 
to the short-length section and find for them 
what they want. 

“From an advertising point of view we in- 
dulge in a rather unusual practice, of anticipat- 
ing a builder’s need for a few stakes to be used 
in laying out the foundation of the building, 
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So, when the first load of material leaves the 
place, we toss on some short pieces, knowing 
that the builder will need them before he has 
use for the longer stuff on the load. The 
service is appreciated by the builders. 





New Retail Firm Begins Business 


ALEXANDRIA, INpD., Oct. 13.—The Robinson 
Lumber Co., recently incorporated, has begun 
business with complete stocks of lumber, build- 
ing materials and coal. 

Estimating and sales are in charge of Carl 
W. Jones, who formerly was connected with 
the Brannum Lumber Co., in a sales capacity, 
and later was president and general manager of 
the Davidson Lumber Co. 

William A. Feight, who has had experience 
covering 50 years in the manufacture of all 
types of mill and cabinet work, is in charge of 
that department. 

The yard is located at the corner of Washing- 
ton and Black streets. 





Lumber Circus Plan Is Postponed 


The AMERICAN LUMBERMAN is informed by 
S. Q. French, of the French Lumber Co., 
Hawarden, Iowa, that the “Lumber Circus and 
Building Show” plan which he has been pro- 
moting in a preliminary way during the last 
few months has been postponed. 

Instead of holding a series of these shows 
in northwestern Iowa this fall, as had been ten- 
tatively planned, it has been decided to hold one 
test showing in the French Lumber Co.’s own 
yard at Hawarden, on Feb. 21, 1931. It is 
planned to make this a very. special occasion, 
with many interesting features. Special noon 
and evening luncheons will be held, the latter 
to be in the form of a logging camp supper 
for the out-of-town guests. A district meeting 
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of retail lumbermen will be another feature, with 
representati ves of manufacturers and associa- 


tions as guests. 


Has Unified “Own Home” Plan 


(Continued from front page) 

Lumber retailers have expressed a good deal 
of interest in the unified home building plan of 
the Dickason Goodman Lumber Co., which that 
company has successfully operated at Tulsa, 
Okla, for some years. This plan, attractive 
features of which are supervision of the con- 
struction from start to finish, supplying of a 
certificate or abstract of construction, architec- 
tural plan service, and other special services, 
has largely eliminated competitive bidding for 
house jobs from the company’s operations, as 
the guaranty of quality and workmanship and 
the placing of all responsibility in one spot has 
appealed to the public to such an extent that 
the company has built up an enviable reputa- 
tion as a purveyor of completed homes. 

A recent development or outgrowth of that 
policy is what the company calls its “4 to 1” 
($4 to $1) plan, which is featured in a very 
striking advertisement appearing in the com- 
pany’s house organ and reproduced on front 
cover of this issue of the AMERICAN LUMBER- 
MAN. 

In response to a request by the AMERICAN 
LUMBERMAN for detailed information as to the 
workings of this new feature, L. King Dickason, 
assistant general manager, makes the following 
statement : 

“It is a little early in the game for us to be 
able to determine how our ‘4 to 1’ plan will 
work out, as the advertisement which appeared 
in our Homemaker was our initial attempt. 

“This plan offers several opportunities for 
financing. In our particular locality, a 20 per- 
cent down-payment by the owner is usually suffi- 
cient to clear the lot, and also leave a small 
amount for the building. In some instances the 
lot owner will take back a second mortgage 
for 50 percent of the selling price of the lot. In 
other cases some of the contractors will take 
their profit and a little more in the second mort- 
gage. In other instances we are willing to help 
out where it is necessary. We of course require 
that the home shall be for an owner, not built 
speculatively. 

“Several of the loan companies will loan 10 
to 1244 percent more on homes which carry our 
abstract of corfstruction and materials than they 
will on other homes. Furthermore, we are of 
necessity very careful about the prospective 
home owner’s ability to pay, and his past credit 
record. 

“We are able to obtain 6 to 7 percent money 
up to 6624 percent of the actual cost of the 
house and lot. Plus the 26 percent down pay- 
ment, this leaves only 13% percent to be handled 
in a second mortgage. 

“The second mortgage is payable either 
monthly, semi-annually or annually over a pe- 
riod of three years. We could not obtain first 
mortgages as large as we do were it not 
for the manner in which we control the speci- 
fications on the job and the contractor’s respon- 
sibility for living up to them. 

“This method not only insures the loan com- 
pany of quality workmanship and a building 
which will have real value after the mortgage 
has been retired, but it also makes the home 
owner feel safe in the realization that he is re- 
cetving full value. 

“The owner looks to an established firm for 
satisfaction, with competitive bidding from only 
reliable men, instead of haphazard bidding from 
shot gun artists, who are far too prevalent in 
the building game today.” 








MANAGERS OF THE various yards of the G. F. 
Osterhage Lumber Co., Vincennes, Ind., en- 
Joyed a stag dinner recently at Gotlieb’s Heim, 
the country home of G. F. Osterhage. A fish 
dinner was the principal feature, followed by a 
brief business session. Managers were present 
from Lawrenceville, Ill., and Freelandville, 
Sandborn, Lyons, Odon, Evansville, and Vin- 
cennes, Ind. 


New Yard Prepares for Business 


Pitot Point, Tex., Oct. 13——The H. H. 
Hardin Lumber Co., with headquarters at Fort 
Worth, recently established a yard at this point 


and is now building a warehouse 90 feet long. 


Besides providing ample space for storage of 
lumber and other materials, the building will in- 
clude a workshop for use of carpenters. C. L. 
Kyle is manager of the local yard. 


Retailer’s Big Clock Is Moved 


UvaLpe, Tex., Oct. 13.—The handsome, elec- 
trically operated chime clock which the May- 
hew Lumber Co. installed in a prominent posi- 
tion on the front of its building about three and 
one-half years ago, has recently been taken 
down and removed to Crystal City, Tex., to be 
placed on the company’s building there. 

The reason for this transfer is that since 
completion of the new court house, which has 
a large clock, there is less need, from the pub- 
lic standpoint, of the Mayhew time recorder, 
and as Crystal City had no public clock it 
seemed advisable to make the change. 

The Mayhew clock is no ordinary time piece, 
as it marks each quarter-hour with the melody 
of an ancient chant which for centuries has been 














Showing the Mayhew Lumber Co.’s chime clock 
on the company’s office at Uvalde, Tex., from 
which position it has recently been removed and 
placed on the company’s office at Crystal City, 
Tex., for the benefit of that community 


played by the chimes in the tower of Westmin- 
ster Abbey, London. The whole clock is 6 feet 
11 inches high, 2 feet 5 inches wide, constructed 
of bronze and art glass. The dials are 30 inches 
in diameter. Being electrically operated and 
electrically lighted it proclaims the time both 
by sight and by sound throughout the 24 hours 
of the day. 





A “Selling Point” for Paint 


Repainting of buildings should not be delayed 
until the old coating has flaked badly enough to 
expose much bare wood, for coatings often fail 
to give adequate protection against weathering 
long before they become unsightly, the Forest 
Service, United States Department of Agri- 
culture, says. 

The old coating serves as the foundation for 
the new one and if it is badly chipped and 
broken customary methods of repainting fail in 
both appearance and durability. Flat-grained 
boards of some species that hold their paint 
well because of their low content of summer 
wood may need repainting long before they be- 
come unsightly. 

Conspicuous wood checks or cracks show 











clearly that the wood is no longer receiving 
sufficient protection even though the coating is 
apparently intact. Repainting neither heals nor 
entirely conceals weathering damage that has 
become conspicuous, but if the wood is repainted 
promptly when minute wood checks begin to 
appear, it can be protected from weathering in- 
definitely. 


The Floyd Gibbons Radio Programs 


The radio programs presented by Floyd Gib- 
bons, famous war correspondent, world traveler 
and star radio entertainer, presented under the 
auspices of the Libbey-Owens-Ford Glass Co. 
as part of its extensive publicity campaign, are 
broadcast through WJZ and associated stations 
of the National Broadcasting Co. each Sunday 
evening at 9:30, eastern standard time, instead 
of at 9 o’clock as appeared in an earlier an- 
nouncement. 

These radio programs, which round out an 
advertising and merchandising program said to 
be unequalled in the glass industry, will empha- 
size the company’s safety glass, although sheet 
glass and polished plate glass are also covered. 
All who enjoy good radio entertainment should 
not fail to tune in Sunday evening at the time 
stated. 





Buys Controlling Interest in Yard 


Warren, Ou1o, Oct. 13.—C. M. Jordan, who 
has been secretary of the Haines-Walker Lum- 
ber Co., of Warren, for the last year, has pur- 
chased the controlling interest in the company 
and the name has been changed to the Warren 
Lumber Co. beginning Oct. 1. A new office 
building has been erected in conjunction with 
the mill which is a credit to the company. Mr. 
Jordan, now president and manager of the War- 
ren Lumber Co., was manager of the Kline 
Lumber Co., of New Castle, Pa., before com- 
ing to Warren. 








Estimating the Cost of Buildings 


In his book, “Estimating the Cost of Build- 
ings,” Arthur W. Joslin makes this observa- 
tion: “I am not claiming to know all that there 
is to know on this subject, but having for more 
than 14 years done enough figuring to keep 
about 150 men employed, on the average, and 
the firm’s accounts showing credits on the 
profit side of the ledger, I feel that what I 
may have to say will be of help to many.” A 
careful reading of the book must convince the 
readers that the author has a thoroughly prac- 
tical command of his subject. 

Books of this type are ostensibly prepared 
for persons who know little of the subject 
treated. Too many authors assume that their 
readers know what in fact they buy and read 
books to learn. Author Joslin takes for granted 
that his readers have come to him and his 
book for information about estimating, and it 
is believed that he has not disappointed them. 
The book is written in the first person and 
second person throughout, the author speaking 
as “I” and addressing his readers as “you.” 

Beginning with the drawings of the proposed 
structure, the author carries the problems of 
estimating along step by step, explaining and 
detailing the how and wherefore of the plans 
and the actual work of construction. In fact, 
the impression is created that author and reader 
or pupil are going over the job together, the 
latter doing the actual estimating under the 
supervision of the former. The book deals 
mainly with labor, but quantities of materials 
are dealt with adequately. 

One chapter of “Estimating the Cost of Build- 
ings” is especially timely in that it deals with 
alterations or remodeling. Lumbermen will 
find in this brief chapter valuable suggestions 
that should help toward accuracy in estimating 
such jobs. 

“Estimating the Cost of Buildings” comprises 
211 pages, 514x8% inches, and is bound in flexi- 
ble fabrikoid. It is supplied by the AMERICAN 
LUMBERMAN at the publisher’s price, $2.50 a 
copy, delivered. 
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Has Efficient Home Promotion Department 


DeNveER, CoLo., Oct. 14.—All office depart- 
ments and the home promotion financing de- 
partment of the McPhee & McGinnity Co. 
have recently been moved to the new McPhee 
& McGinnity Building, 1617 Court Place. 

One of the many features of the beautiful 
new building is a “lumber studio,” located in 
the basement. This studio is a division of the 
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View of the handsome front entrance of the 

new McPhee & McGinnity building, which 

houses the general offices of the company as 

well as its Home Promotion Department, “Lum- 
ber Library” etc. 


company’s home promotion department, for- 
merly located in an office building at 16th and 
Welton streets. 

“We had two good reasons for moving to 
this new location,’ said Charles Metz, vice 
president of the firm. “In the first place, we 
wanted to consolidate our home promotion de- 
partment with our general offices, which had 
been located in the vicinity of 23rd and Blake 
streets, in lower Denver, since 1872. Our home 
promotion department was located uptown. 

“In the second place, our new location is 
more at the center of things. Here we are 


handy to customers, both contractors and gen- 
eral. We have more spacious quarters, both 
for our general offices and our home promotion 
department.” 

The cbject of the McPhee & McGinnity home 





promotion department is to furnish small home 
owners and prospective home builders with sug- 
gestions, plans and specifications for building 
and remodeling. The department sees that re- 
liable contractors are obtained, and that con- 
struction is carried on properly. If financing 
is needed, either temporary or permanent, the 
department sees that this is arranged. 

As for the lumber “library” or “studio” 
itself, the prospect is taken down a flight of 
stairs from the main floor of the new building. 
The first thing seen upon arriving in the base- 
ment is a built-in model fireplace. Walking 
toward the front of the basement there is seen 
a cedar lined closet. Next in line, all against 
the wall, is a rack with numerous samples of 
moldings. 

Next is a line of floor and roof samples, in- 
cluding wood and composition shingles. These 
samples are arranged on swinging panels, and 
may be inspected by the prospect as he walks 
down the room. At the end of this display is 
an attractive arrangement of builders’ hardware. 
A Balsam-Wool insulation display is next in 
line, followed by a complete set of sample doors. 
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Views of the “Lumber Library” of the McPhee & McGinnity Co., Denver, Colo. At left is seen the displays of shingles, roofing and flooring, 
all mounted on swinging panels for easy inspection. At right is seen part of the display of built-in woodwork. 











At the rear of the room, built into the wall 
is a folding breakfast set. ; 

On the opposite side of the room the pros- 
pect first notes a corner china cabinet, Next 
are built-in cabinet displays, including wajj 
seats, medicine cabinets, bath room dressers 
ironing boards, folding tables and telephone cab. 
inets. At the front is a complete kitchen and 
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Display of doors in the “Lumber Library” of 

the McPhee & McGinnity Co., all samples 

being mounted on swinging fixtures for easy 
inspection and demonstration 


breakfast room display, including cabinets, sink, 
table and benches. 

To aid the prospect who wishes to vision the 
size of any room that may be planned, the floor 
to the rear of this room is marked off in square 
feet. In this space are shown two breakfast 
sets of different designs. A large room, with 
table and chairs, is located at the front of the 
basement. Here the home promotion man can 
take the prospect for consultation. 

Between the breakfast room and the kitchen 
is an open archway. A built-in window is lo- 
cated beside the breakfast table and_ benches. 
Two china closets are built in at each side of 
the entrance. 

The main floor of the new McPhee & Mc- 
Ginnity Co. building is being utilized chiefly by 
the home promotion employees. At the front 
of the building is the telephone switchboard 
and operator. Toward the middle of the main 
floor are located the credit office and library, 
one on each side, with a narrow passage be- 
tween. In the rear of the first floor are located 
the mill estimators and drafting tables. The 
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Pecans 
executive offices of the company are located on 
the second floor. — 

Regarding the function of the home promo- 
tion department, Mr. Metz said: 

“We try to do business with people who own 
homes or are planning homes of a cost not 
exceeding $7,500. Above that figure the plan- 
ning is usually done by an architect. The 
small owner can not afford to pay an architect 
for plans and specifications, and that is where 
we come in. We make a modest charge for our 
service. 

“Our home promotion department has been 
functioning for two years. The outgrowth of 
its trial resulted in this new building. We have 
found that the work brings us non-competitive 
business from all sources. 

“The work, of course, includes modernizing 
of homes already built. Our men aid the owner 
in planning for the future. An idea as to how 
much a year the client may spend is ascer- 
tained, and plans drawn accordingly. Each 
year improvements are added in accordance 
with the amount set. When all is completed, 
the work is all in harmony.” 

The company has conducted a signboard ad- 


vertising campaign featuring the home promo- 
tion department. Its message was carried 
on thirty-six boards located at various points 
throughout the city during the past summer. 
Another signboard campaign will be conducted 
starting next spring. This advertising is backed 
by newspaper ads and direct-mail literature. 

“The message we have to convey to home 
owners regarding our home promotion depart- 
ment is best carried by our representatives who 
make personal contact calls,” Mr. Metz said. 
“In this way we get in touch with renters 
who would like to build, and are shown through 
houses that should be modernized. It is tak- 
ing us time to build up this department, but 
in my opinion there are unlimited possibilities 
connected with it.” 


J _ 

Build New and Modernize Old 

INDIANAPOLIS, INp., Oct. 13—Two new 
“Softex” compartment dry kilns are being in- 
stalled by the Standard Dry Kiln Co., of In- 
dianapolis, at the plant of the Thomasville 
Chair Co. at Thomasville, N. C., and seven old 
compartment kilns are being changed into the 





Combines Beauty With Ease 


Even approximation to perfection is so rarely 
attained in any line of human endeavor that 
one hesitates to say that any product is “per- 
fect,” even in the ordinary interpretation of that 
term. Yet when a product or an appliance so 
perfectly fulfills the purposes for which it was 
devised and manufactured as does the Crawford 
Overhead Door for garages, it is difficult to 
find another word that so accurately fits it. 
Here, indeed, is something that both dealers 
and users have been waiting for—a garage door 
with beauty and artistry built in, and with trou- 
ble and difficulty of every sort left out. 

Deferring for a moment detailed description 
of this new door, which represents a very great 
advance in garage door design and construction, 
let the fact be emphasized that it is sold exclu- 
sively through the regular and natural channel 
for a product of this character, namely, the re- 
tail lumber dealer. A square deal and full co- 
operation is insured the dealer by the fact that 
these doors are distributed exclusively (east of 
the Rocky Mountains) by the Paine Lumber 
Co. (Ltd.), Oshkosh, Wis., and are obtainable 
by all dealers from their present sources of 
supply, namely the sash and door jobbers with 
whom they have been accustomed to deal. If 
for any reason a dealer should be unable to 
secure the doors from his jobber, by writing the 
Paine Lumber Co. he will be advised as to 
where he can obtain them. There is a very 
good profit for the dealer in these doors, and in 
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Showing doors in opened position 


addition their sale provides a specially good 
contact with home owners, affording opportu- 
nity for suggesting repairs and improvements, 
such as remodeling, re-roofing, painting, insu- 
lating etc., that will lead to sale of other ma- 
terial. 

A feature to be noted is that the Crawford 
Overhead Doors are available in a variety of 
artistic designs that will add beauty to the 

















One of the attractive period designs 


home setting, and harmonize with its architec- 
ture. This is important, as more and more the 
garage is coming to be a component part of the 
house. Therefore it is essential that the garage 
doors not only be architecturally correct, but 
that they shall harmonize with the general type 
of architecture of the house itself. That the old 
style swinging door is out of date, both because 
of appearance and unsatisfactory operation, is 
generally conceded. While an excellent variety 
of stock designs are available, the Paine Lum- 
ber Co. will, where desired, furnish doors built 
to architect’s design. While this is worth re- 
membering, the dealer’s main interest of course 
is with the stock designs. The Crawford Over- 
head Doors are easily installed by any good 
carpenter, and in ease of operation are the “final 
word.” Especially are they appreciated by the 
women drivers of the family, who do not enjoy 
the task of pushing away the snow and ice that 
in winter impedes the operations of the old type 
swing doors. The Crawford doors are opened 
and closed with very little effort, are silent, 
positive, easy and dependable in operation, and 
require only 4 inches of headroom. All hard- 
ware is inside, unexposed to the weather. 


“Softex” design, as part of the famous furni- 
ture manufacturers’ plan to put its factory in 
line with modern production methods, both im- 
proving the quality of the product and cutting 
the cost of manufacture. It is in itself an indi- 
cation that the furniture maker is expecting 
plenty of business within a few months, and 
wants to be ready for the increased trade. 

The two new kilns being constructed are 19x 
30-feet cross-piling kilns, modern in every re- 
spect, with such well known Standard features 
as heavily insulated aluminum dry kiln doors 
and steam jet humidifiers. This is the Thomas- 
ville company’s fifth repeat order of Standard 
kilns. The modernization of the seven old kilns 
was the result of observation of how profitable 
it was to do similar work to some kilns last 
year. 

The Standard company reports a definite ac- 
celeration in its business, with several large 
contracts for modern dry kiln equipment, of 
both their natural-draft and fan-circulation de- 
signs, recently received. Also, other contracts 
for remodeling of kilns further indicate that 
lumbermen and manufacturers everywhere are 
anxious to bring their kiln equipment up to the 
1930 standard of excellence, 


of Operation 


The Crawford doors are made by the world’s 
largest door manufacturer, with an international 
reputation to sustain, which is ample guarantee 
as to materials and workmanship. They are 
built of No. 1 quality pine, unexcelled for fit- 
ting and painting, and will not warp, bind or 
get out of order. 

The improved hardware, operating on a new 
principle, is the product of the Crawford Door 
Co., Detroit, Mich. 

A few of the advantages of the overhead type 
of garage door are that it opens overhead out 
of the way, is tight against the weather, mak- 
ing the garage easy to heat; will not sag, warp 
or twist; makes the full width of opening avail- 
able for use; the length of the car is suffi- 
cient length for the garage—unless additional 
space is required for other purposes such as 
storage; doors can not be damaged by wind or 
carelessness and, of course, are not clogged by 
accumulations of snow or ice. 

By the use of the Crawford overhead hard- 
ware, doors of the old swinging type can be 
converted into the overhead type at small cost, 
thus affording an additional source of sales for 
dealers in cases where the complete new doors 
can not be sold. 

There are big sales possibilities in every town 
for overhead garage doors of this type, and 
dealers will do well to familiarize themselves, 
through the interesting sales facts and literature 
supplied upon request by the Paine Lumber Co., 
with the possibilities of this proposition. 




















Showing doors in closed position 
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How a Well Known Lumber Concern “‘Grew Up” 


Interesting Reminiscences of Early Days in Loutsville’s Lumber Trade—Many 


Old Timers Pass in Review—V eteran Still Holds Helm 


LovisviLLe, Ky., Oct. 13.—Henry Koehler, 
senior member of the firm of Henry Koehler & 
Co., wholesalers and retailers of lumber and 
retailers of millwork, 
with offices, yard, mill, 
etc. at 15th and Oak 
street, this city, is the 
dean of Louisville 
lumbermen, and prob- 
ably of State lumber- 
men still active in the 
business. Mr. Koehler 
on Jan. 18 next will 
be seventy years of 
age, and he expects to 
keep on going for 
some years to come. 
He comes to his office 

— | regularly and puts in 

his day along with his 
Veteran lumberman two partners, C. Wal- 
who heads big ter Koehler, a_ son, 

Louisville concern and W. D. Dawson. 

Commenting on his 
steady attendance at the office Mr. Koehler re- 
marked: “But I am getting a trifle tired of 
being on the job all the time. I like to work, 
and get a big kick out of working when there 
is work to do, but when business is dull, as it 
has been the last few months, and there isn’t 
much for me to do, it is too much like a holi- 
day period, and I never did like holidays. I 
never had time to loaf and I don't like it.” 

Mr. Koehler contended that there were too 
many yards in Louisville. 

The writer replied, “But Mr. Koehler, that 
is the general plaint all over the country. Take 
any city and you will find lumbermen making 
the same argument. Wasn’t it just that way in 
your early days in the game?” 

“No,” he repiled. “I remember when Louis- 
ville had a population of around 130,000 and 





son represents the third. Henry Koehler’s 
father, head of the firm of George Koehler & 
Bro., more than sixty years ago operated a 
business at Campbell and Broadway streets, 
carrying a stock of lumber, making his own 
millwork, and doing a contracting and building 
business. His mill was on the second floor of 
a frame building. 

It was a horse or mule power mill. On the 
ground floor there was a bull wheel, about ten 
feet in diameter, bell shaped, with a ring gear 
effect just under the floor. A shaft was geared 
to this ring, and in turn geared to an overhead 
shaft on the second floor, or just under the roof, 
The main shaft had various pulleys belted to 
rip-saws, cut-offs, rabbetting machines etc. A 
mule and a horse were hitched to this power 
plant and went around in a circle, which through 
much gear reducing created a fair amount of 
speed on the small machines then used. 

Mr. Koehler remarked: “That was a great 
mill. You started it with ‘Git up!’ and you 
stopped it with ‘Whoa!’ You couldn’t operate 
more than one machine at a time, as there 
wasn't sufficient power. There was no clutch or 
other arrangement for throwing on the main 
power, other than by stopping the power plant. 
The horse and mule were hitched at opposite 
sides of the wheel, and it was customary to get 
the wheel well under way before putting any 
material into a machine. 

“In those days most of our lumber was Alle- 
gheny pine, which came down the river on log 
rafts from the Pennsylvania hills to the Louis- 
ville saw mills, with a top load of manufactured 
lumber on the logs. Barges were expensive, 
and barging lumber wasn't considered necessary. 
Washing off the mud and silt from such lumber 
wasn’t any easy job. It frequently had to be 
brushed as well, and what it did to your knives 
or bits was a crime. 

“In those days the southern manufacturers 


Brown yards, at Jackson and Main streets, jn 
1884. In the year 1888 he joined the firm of 
Gernert & Steinacker, which became Gernert 
Bros. & Koehler at the time that George Stein. 
acker sold his interest. Gernert Bros. & Koeh. 
ler later moved from Jackson and Broadway 
to Sixth and Hill streets, Mr. Koehler remain- 
ing with that firm until 1892, when he with- 
drew to form the Henry Koehler organization, 
At that time Gernert Bros. succeeded Gernert 
Bros. & Koehler, that firm being composed of 
Frederick and John W. Gernert. 

Mr. Koehler established his business at 12th 
and Broadway streets, and later a large dis- 
tributing vard was located at a branch at Ninth 
and Kentucky streets. A large business was 
being handled by that time, requiring fifteen 
double teams. In 1919 the Broadway property 
was sold, the Ninth street yard was disposed 
of, and all operations were consolidated at 
l‘ifteenth and Oak streets, where the company 
erected its planing mill, office building and 
sheds. It occupies a large piece of property, one 
section being 332 by 350 feet and an adjoining 
one is 156 by 208 feet. Its office building is an 
especially attractive two-story arrangement. Its 
planing mill is fully equipped, every machine 
being on an individual motor drive, which is 
very different from the mass of gears, belts, 
mule power etc., in the first Koehler plant, and 
one small motor can produce much more power, 
and steadier power than the two animal plant 
of that time. 

In those days lumber yards were not on the 
railroads or sidings, and everything was hauled 
from cars to job or to yard. In fact, but little 
lumber came in by rail at that time, most of it 
coming in by river. 

“You know at that time the Louisville water 
front was a real sawmill district,” said Mr. 
Koehler. “Il remember when there were seven 
sawmills on “The Point,’ and there isn’t one 
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Present plant of the Henry Koehler Co., Louisville, Ky. An interesting adaptation of the Tudor or early English type of architecture is 


demonstrated in the very attractive office building 


about thirteen lumber yards, or a yard to 10,000 
people. Today we have an official Federal cen- 
sus report of 307,000, and forty-five yards. To 
have a ratio of 10,000 inhabitants to the yard 
we would need to have 450,000 people here.” 

At this point Walter Koehler interposed a 
remark to the effect that the proportion of 
lumber entering construction was not as large 
as in the old days, due to building restrictions 
in the downtown territory, use of steel, con- 
crete etc. 

Mr. Koeher represents the second genera- 
tion of Koehlers in the local business, and his 


hadn’t progressed far enough with flooring to 
match it up well, and some of the local houses 
bought pine strips and did their own tongue 
and groove work, in order to get good stock 
that would match well. 

“T remember one time we loaned our old 
blind mule from the power plant to make an 
emergency trip with a wagon. However, she 
had been going around in a circle so long that 
she refused to go straight ahead.” 

Although Mr. Koehler handled his father’s 
books at his home his first real connection with 
the lumber business was with the J. Dixon 


there now. Astoria, of New York, operated a 
large mill. J. P. Young & Co., Hall, Wetmore 
& Eddy, and Joe Hall, were big operators. I 
can not remember the others. 

“It has always seemed peculiar to me how the 
old lumber yard sites remained lumber yards. 
Father’s old location at Campbell and Broadway 
for many years was the later home of the 
Bartmann Lumber Co., until about five years 
ago, when it was purchased by automobile in- 
terests. That section of Broadway became too 
valuable for lumber yards. 

“The Sixth and Hill location of the Gernerts 
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+ 
was later 0¢ cupied by the then jobbing house of 
W. P. Brown & Sons Lumber Co., and in more 
recent years by the Kentucky Lumber & Mill- 
work Co. My old yard site at 12th and Broad- 
way was occupied before me by George S. War- 
ring, Henry S. Cooling, Ed Savage and cther 
jumber dealers. Our present yard at one time 
was occupied by a yard operated by W. R. 
Tischendorf, who sold it to the Anderson Lum- 
ber Co., who had it about three months before 
| purchased it from them. 

“The old Steinacker yard, on Preston street, 
operated by the Brenckmann Lumber Co. in- 
terests, has been in use as a lumber yard for 
about a half century.” 

The late George Koehler operated his horse- 
power planing mill in producing millwork for 
his own building operations. It was his custom 
to operate the mill through the cold weather 
period when outdoor work was considered im- 
possible, and make up a supply of sash, door 
etc. for use during the summer. This enabled 


him to give his regular building workers all- 
year employment. In those days stock sizes 
and great sash and door manufacturing com- 
panies were not known. 

Mr. Koehler served as first treasurer of the 
Kentucky Retail Lumber Dealers’ Association in 
1906, and was photographed at a silver anni- 
versary meeting in Louisville last winter, on 
which occasion the original charter members 
present were grouped. His son, C. Walter 
Koehler, also served as president of the organi- 
zation a few years back. 

M. Koehler mentioned a number of the old- 
time retail lumber houses, such as Moody & 
Mitchell, S. P. Graham & Co., Walter & Struck, 
H. G. Vanseggern, Bartmann & Sons, Mahler 
& Extenkemper Co., and others, which in some 
cases are hardly a distinct memory today. 

Mr. Koeher has been connected with the lum- 
ber business throughout his lifetime, as was his 
father before him. His son, C. Walter Koeh- 
ler, now 40 vears of age, has been associated 


with the business for 19 years; Walter D. Daw- 
son has been with it for 15 years, and is 43 
years of age, giving assurance that the company 
will carry on. 

This company as a house slogan features: 
“Koehler Lumber—‘It’s Up to Grade’,” and has 
always been a stickler for grade and quality. 

Mr. Koehler remarked: “The Koehlers oper- 
ated a one-horse one-mule planer. Today, we 
have three horses, but we also have several 
trucks. We have advanced a trifle from the 
one-horse period.” 

Walter Koehler remarked on an accomplish- 
ment of the company a few years ago when it 
originated the house coupe idea, of a cab with 
a small house effect, built for use on model T 
Fords. Later the company abandoned the pro- 
duction of this item, which was in large use 
for some time by lumbermen, building material 
dealers, builders, contractors etc. throughout 
the United States and proved a good advertise- 
ment for those lines of business. 


| et Books Help Make Home-Owning 


Peoria Retailer Has Complete 


More Popular — tiscry tc 


Peoria, ILt., Oct. 13.—“To sell lumber for 
homes, you must first make folks want homes. 
No man wants to build a home unless he be- 
lieves he knows how to secure all that his 
money possibly can buy, in modern comforts 
for himself and family and in the highest qual- 
ity of materials and workmanship. Give a man 
and his wife access to information on what the 
building industry nowadays can provide for 
how much, and let them use this information 
as a guide to direct their own plans, offering 
them advice and suggestions if requested, and 
they will be confident of their ability to build 
wisely and well. Then they will be willing to 
build. More, they will be anxious to build. 
And although there is no obligation, expressed 
or implied, for our service, we know of course 
that when these folks want to buy the lumber 
and building materials for that home they will 
be likely to think first and often of the place 
where they foumd the information and friendly 
help.” 

Such is the philosophy of A. W. Allen, presi- 
dent of the Allen Lumber Co., concerning the 
firm’s remarkably complete and _ extensive 
“Home Lovers’ Library,” and that is why the 
service is maintained on a strictly good-will 
basis. A man (or a woman—many of the 
library’s patrons are women) can visit as often 
as he pleases at the Allen company’s attractive 
offices on South Washington Street, to “browse 
around” among the books, catalogs and peri- 
odicals with which the comfortable reading 
room is so abundantly supplied, and can feel 
quite free to walk out again without offering 
to buy, or being asked to buy, a nickel’s worth 
of lumber. He is as welcome here as he would 
be at the public library of Peoria, with the 
added attraction that at the lumber company’s 
library he is assured of finding the exact in- 
formation he wants on the special subject in 
which he is most interested—his home. There 
is just one restriction—the reading must be 
done in the library instead of in the patron’s 
home. 

Yet that is not a restriction, but rather it 
works to the advantage of the man or woman 
who is making building p!ans. For where is 
the one book, or the one magazine, that tells all 
one wants to know about a subject, in such a 
way as to give the reader a true picture of its 
limitations and possibilities? And how many 
people know what to look for, or where to 
look? In this library such problems are quickly 
solved, for the visitor is not left to his own 
devices and a long, often futile, usually aimless, 
search ; instead, when he has something definite 
in mind, like a pergola or a window box or a 


five-room bungalow, he 
where to start reading. 
Miss Clara M. Titus. 


Tells Where and How to Look 


Miss Titus is the librarian, and she is on 
intimate terms with every one of the hundreds 
of books on the shelves, the magazines in the 
rack, and the long line of catalogs covering 
every phase of building, equipping and beauti- 
fying the home. As each book or magazine or 
other piece of literature is received she care- 
fully notes its contents, tabulating it in a com- 
prehensive set of files. System is necessary in 
such a large library as this, for Miss Titus 
wants to be able to lead the inquiring patron 
unhesitatingly to the proper bookshelf. Among 
the index headings to be found in the files are 


immediately learns 
That is because of 





Looking into the quiet reading room from the outer office. 
magazines in the rack, the pictures on the wall, the rugs, and other provisions for comfort. 
At the extreme right are the filing cabinets with cross-index of all books and magazines. On 


top ts part of the row of catalogs. 


Aid Home Lovers 


indexed 
Institute of 


the following, all 
American 
tem: 


according to the 
Architects filing sys- 


Preparation of site; Excavation; Masonry 
Materials; Concrete and Monolithic Construc- 
tion; Brick Work; Foundations; Waterproof- 
ing and Dampproofing; Stone Work; Archi- 
tectural Terra Cotta; Block Construction; 
Paving, Curbs, Gutters, Vault Lights etc.; 
Roofing, Sheet Metal and Skylights; Struc- 
tural Steel and Iron; Miscellaneous Steel and 
Iron; Ornamental Metal work and physical 
properties of metals; Fire Resisting Doors, 
Windows and Trim; Special Doors and Win- 
dows; Vaults and Safes; Carpentry; Furring 
and Lathing; Plastering; Marble, Slate, Soap- 
stone, Structural Glass, Terrazzo; Floor and 
Wall Tile and Accessories; Plastic Floors; 
Paint, Painting and Finishing; Glass and 











Note the large number of home 


Behind the wall panels in the foreground, accessible from 


the reading room, are part of the hundreds of books, and at the left of the door is another 
similar large set of filled bookshelves 
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Glazing; Hardware; Iurnishings; Glass and 
Heating and Ventilating; Electrical Works; 
Refrigeration; Elevators, Dumbwaiters and 


Accessories; Power Plant; Equipment; Con- 
struction Plant; Insulation; Landscape; 
Acoustics; Regulations. 


As the need arose for additional classifica- 
tions, the company added for its own use: 

Reference Tables; Rubber Goods; Tennis 
Courts; Cost Data; Cemetery Equipment; Ap- 


praisals; Loan Associations; Miscellaneous; 
Financing Airports and Airplane Hangars; 


Accident Prevention; Boats; Trunks. 


Once having learned where to find the best 
material on whichever subject the patron has 
mentioned, Miss Titus directs him into the 
reading room. In design it is unlike the rest 
of the office, for here the high ceiling is not 
wanted, but rather the cozy effect of a low 
ceiling. In the center of the 12x20-foot room 
is a long oak table, with comfortable chairs 
grouped around it. At the far side of the room, 
as one enters, is a magazine rack which con- 
tains practically all magazines of interest to 
home builders and beautifiers. The list of 
magazines includes: House Beautiful, House & 
Garden, Better Homes & Gardens, The Ameri- 
can Home, Country Life, American Landscape 
Architect, Your Home, The Small Home, Arts 
& Decoration, Antiques, and The International 
Studio; in addition to these are architectural 
magazines—Archi:ectural Record, Architectural 
Forum, The American Architect, Architecture, 
and others. 

The library is paneled in knotty white pine, 
finished in close imitation of the pine paneling 
of the early American houses of New England. 
The office proper is paneled in black cypress. 

As indicated above, the books on the shelves 
contained within the wall panels cover’ all 
phases of the building, repairing, modernizing 
or otherwise remodeling of the house, and give 
the reader innumerable new ideas for adding a 
shelf here, a panel there, a partition there, a 
nook somewhere else, or perhaps brightening 
up the basement or attic. It is a wonderful 
place for the person who has in mind nothing 
definite except the desire to change present 
surroundings for the better. If such a person 
is looking for suggestions, among these books 
and magazines are suggestions galore. Hun- 
dreds of books are there, telling about interior 
decorations, furnishing the home, landscaping, 
period designs of furniture, architectural de- 
signs, and the proper methods of house con- 
struction. 

Also, there are house plans, covering almost 
any type you might imagine. If they do not 
quite fit the specific need they can easily be 
adapted to whatever is desired. Miss Titus said, 
concerning these plans: 

Suppose you are about to build a home. In 
this library you will find hundreds of plans 
of homes of every size and style; plans archi- 
tectually correct in every detail, because 
they were designed and drawn by architects 
Even though they are “stock plans,” should 
you find a plan that covers your needs and 
gratifies your desires it will give you as much 
satisfaction as if it had been drawn expressly 
for you. If the plan almost pleases you, but 
not quite, we have a draftsman who can make 
the necessary changes so that it fully covers 
your needs. The fee for this work is nominal, 
and no charge whatever is made if you pur- 
chase the materials from us. 


Because such stock plans rarely are drawn 
for homes of more than six rooms, costing 
more than $7,500, the Allen company limits its 
architectural service to homes of that size and 
smaller. Architects seldom are interested in 
the smaller homes, and thus the lumber com- 
pany maintains the friendliest of relations with 
the architects, for there is no competition in- 
volved. ; 

Another important feature.of this collection 
of home information is the file of catalogs, of 
plumbing, heating, electrical fixtures, millwork, 
and all related lines. It gives the reader an 
opportunity to translate the general ideas of 
the books into the language of actual, adver- 
tised products which can be bought. Miss Titus 
can tell the inquiring one where the product 
can be obtained, here in Peoria. 


But frequently even a more concrete form 
of the product is desirable in order that the 
man or woman interested may know exactly 
what it is. Then the display rooms are the 
“next stop.” One, showing kitchen cabinets 
and other similar furnishings, adjoins the li- 
brary reading room. The sink, or the break- 
fast alcove, right there before the prospective 
purchaser, gives a clearer idea in a single 
glance than hundreds of words sometimes can. 
In another room are displays of samples of 
shingles, roofing, millwork, and other products 
the Allen company sells. It is indeed easy for 
the interested person to read about the product 
in the library and then see the product itself 
“in person” only a few steps away. It is a 
combination that first gives the idea, and then 
“puts the idea across” in a very clear, unmis- 
takable manner. In an excerpt from a letter 
Miss Titus again states the company’s purpose 
in maintaining such a service: 

Our idea back of the Home Lovers’ Library 
is to popularize the building of homes, to 
make it as easy as the buying of a radio or 
a new car. This is our good-will advertising, 
and it is bearing fruit. Many people have 
used our library just as suggested; many have 














A piece of insulating board near the botiom of 

the steel chute. The top of the chute is closed 

by a trapdoor when not in use. Moldings, in- 

sulation, roofing and other materials in this 

room when unloaded from the car were brought 
in by this slide 


telephoned us for information from our cata- 
log files, and the number is increasing every 
month. We are endeavoring to make it uni- 
versally known that we have information on 
all matters pertaining to building and that it 
can be had for the asking. Since we have had 
our library open to the public just a little 
over a year, we are confident that it will be- 
come in time the business getter that we had 
in mind when we established it. 


“On a Down-Hill Pull” 


If a library of this kind is unusual for a 
lumber yard, hardly less remarkable is the way 
in which the Allen company has turned to its 


advantage a little matter of topography that 
would cause some men to bewail their hard 


luck. What to some would be “an up-hill 


proposition” this firm uses to make possible 
The lumber yard is on the 
side of a hill—there is a fourteen-foot rise in 


“a down-hill pull.” 


the length of the main shed. 


Gravity does much of the work. The rail- 
road spur is located at the upper side of the 
yard, and all car unloading is done by means 
of gravity conveyors which run the length of 
each shed, in a permanent installation over- 
head. When a car of lumber is spotted at the 
end of the proper shed, a horse is set up and 
a movable section of the conveyor is mounted 
When a workman puts a board on 
the conveyor only a slight push is necessary 
to send the lumber clear to the lower end of 


upon it. 





———— 
the shed, gathering momentum with each foot 
traveled, for the Standard conveyor’s rollers 
revolve easily on their ball bearings ang 
through-running axles. In fact, after the board 
or the post has gone but a few yards it jg 
traveling so fast that a wooden stop is used to 
check its flight at the proper bin, to save work. 
men’s fingers. 

A different system is used for unloading jp- 
sulation, wallboard, moldings, roofing, and other 
materials which are stored in a room just back 
of, and in the same building with, the office. 
All the material that comes into this room from 
freight cars is slid down a steel chute built 
especially for this purpose. The upper end of 
this chute is closed by a trapdoor in the planing- 
mill floor, above, when not in use. The trap- 
door is just inside the sliding doors that give 
access to the outside, to the railroad spur which 
here is close to the building. The planing-mil} 
floor is at car-floor height, so when the trap 
door is raised only a step or two takes the 
workman from the freight car to the top of the 
chute, where he puts his bundle of material at 
the top of the steel slide, and once more gravity 
does the rest. : 

Down at the lower end of the main shed js 
another interesting example of careful planning 
of handling methods. When an order is re- 
ceived, it is made up on a yard wagon and 
spotted at the lower end of this shed. Then 
it is bound in a sling made of chains and steel 
beams, and suspended from the shed trusses 
by means of chain hoists installed for that pur- 
pose. When the truck arrives for the load it 
takes but a very few minutes to drive it under- 
neath the suspended lumber and lower the latter 
onto the truck. This is a time-saver for the 
company’s own retail deliveries, and it also is 
of advantage for its wholesale trade. The 
Allen company operates as a wholesale dis- 
tributing yard for smaller yards in this terri- 
tory, and it promises that if the retailer gives 
notice of the time when his truck will arrive 
for an order, that order will be ready at the 
appointed time so it can be quickly loaded and 
on the way back to the small yard. A loading 
platform at truck-body height makes easy the 
loading of such materials as shingles, insula- 
tion, roll roofing and other items which can 
not be handled by the hoist method. 

Associated with Mr. Allen in the company 
are Walter S. Musser, the vice president, who 
is in charge of sales; William R. Allen, the 
secretary, and Joseph A. Proctor, treasurer and 
buyer. 





New _— of Making Pulp 


Syracuse, N. Y., Oct. 13—An improved 
process of making pulp from yellow birch wood 
has been worked out at the New York State 
College of Forestry at Syracuse University, the 
results of which, if commercialized, may have 
an important effect on the manufacture of news- 
print. 

Probably any process that will make available 
more hardwood for pulp and paper manufacture 
will be gladly accepted by the industry. Espe- 
cially would this be true in the manufacture of 
material upon which newspapers are printed. 
Most of the newsprint at present is made from 
spruce. There is a scarcity of spruce but there is 
plenty of yellow birch, a large supply of which 
is to be found in the Adirondack section of New 
York where many pulp and paper plants are 
located. 

The investigation carried on at the forestry 
college covered the conversion of yellow birch 
into paper pulp by using liquid chlorine as a 
pulping agent. The investigators found that the 
birch wood when pulped by this process gave a 
product four times as strong as when pulped by 
the usual soda process commonly employed in 
the conversion of hardwoods. In addition to the 
factor of extraordinary strength it was found 
that the fibers were more flexible and bleached 
with much less difficulty than the ordinary 
soda wood pulp from the same wood. It is 


felt that the process has good commercial pos- 
sibilities, although certain economic phases re- 
main to be worked out. 
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Testing Anti-Stain Solutions 


NaTALBANY, La., Oct. 13.—-More than 
twenty-five interested lumbermen spent the day 
in Natalbany last Wednesday, witnessing the 
results of tests of anti-stain solutions on both 
yellow pine and hardwoods. These tests are a 
part of a study being made under the direction 
of Ralph M. Lindgren, of the U. S. bureau of 
plant industry in co-operation with the Southern 
Forest Experiment Station. The visiting lum- 
hermen were invited to witness the taking down 
of the different piles of lumber that had been 
put up as test piles during the early days of 
July. The first piles opened up were three of 
yellow pine standing side by side. One was a 
“check” pile where no solution was used, one 
of lumber that had been treated with the usual 
soda treatment for yellow pine, and the other 
a pile on which had been used a DuPont chemi- 
cal known as No. 745. By the time the three 
piles had been torn down to about midway, it 
was easily seen that chemical No. 745 was far 
superior to soda in the yellow pine, and a tre- 
mendous difference was noted between it and 
the “check” pile with no treatment. 

The party then moved to the hardwood yard 
of the Natalbany Lumber Co., where a com- 
parison was made between a “check” pile with 
no treatment and another on which Vas used 
a DuPont chemical known as No. 673. In 
these piles were gum, poplar, magnolia and red 
oak. As was expected, the “check” pile showed 
serious stain, as no anti-stain solution had been 
used on this lumber. The pile that had re- 
ceived the DuPont chemical No. 673 treatment 
showed excellent results, especially in the gum, 
poplar and magnolia. 

Following the morning activities, all of the 
visitors were guests of Fred W. Reimers, gen- 
eral manager of the Natalbany Lumber Co., 
at a luncheon at the Imperial Cafe at Ham- 
mond. Following the luncheon, the party re- 
turned to the hardwood yard of the Natalbany 
Lumber Co., where a “check” pile with no 
treatment, a pile that had been immersed in 
the borax solution, and one on which DuPont 
chemical No. 745 had been used, were taken 
down. These contained gum, poplar, magnolia 
and red oak. The borax solution gave fairly 
satisfactory resylts in the gum, poplar and 
magnolia, but not in the red oak. DuPont 
chemical No. 745 showed a slightly better re- 
sult than did the borax, but it was felt that in 
the hardwoods No. 673 showed a slight ad- 
vantage over No. 745. 

Later in the afternoon those of the visitors 
who were particularly interested in yellow pine 
went back to the yellow pine yard, where they 
went through another “check” pile and one of 
yellow pine that had been treated with DuPont 
chemical No. 673. This showed the same fine 
result that was noticeable in chemical No. 745 
in the morning test. 

Summing up the entire matter, it appears that 
for a combination chemical for use on both 
hardwoods and yellow pine, DuPont No. 672 
has a slight advantage over DuPont No. 745. 
Both of these have an advantage over borax 
and all three have a decided advantage over 
soda. It was disappointing, however, that none 
of these chemicals showed much contro! over 
stain in oak. The test in this respect, however, 
was not considered final, as it was hard to 
determine whether the failure was with the 
chemical or because the oak logs used had lain 
in the woods too long and had become infected 
hefore the chemical treatment was applied. To 
determine this question, the Natalbany Lumber 
Co, will continue some tests of fresh cut oak 
logs as well as fresh cut logs of other hard- 
woods. The different treatments that were used 
were as follows: 

DuPont compound No. 673 consists of ethyl, 
mercury and phosphate. 

DuPont compound No. 745 consists of ethyl, 
mereury, and chloride. 

The soda used is a regular patented com- 
Pound commonly used in stain prevention. 


The borax used 
type. 

The treating processes were similar to the 
current practices in the South, the lumber 
being passed through a vat located along the 
green chain and given an immersion of ap- 
proximately 15 seconds in each solution, at 
the temperature of 160 degrees F. However, 
the DuPont chemicals and the borax can be 
used with about the same success in a cold 
solution, 


is the regular household 


The DuPont solutions were used in a con- 
centration of one pound of compound to 50 
gallons of water. The soda and borax were 
used in a 5 percent concentration, this being 
about equal in cost with the DuPont solu- 
tions. A safe estimate as to the cost of the 
dipping process would be about 12 cents to 15 
cents per 1,000 feet, board measure. 

None of the solutions used cause any objec- 
tionable discoloration of the woods; neither 
was there any corrosion or injury to the work- 
men from handling the lumber. 

In hardwoods, the great advantage, in addi- 
tion to having bright lumber, will be in the 
fact that by the use of such of these chemicals 
as prove best, producers may do away entirely 
with the necessity of end racking hardwoods, 
as the same result in preventing stain can be 
secured without the added cost of end racking. 


The pioneer work in this important study is 
being backed by the American Pitch Pine Ex- 
port Co., of New Orleans, La., and it has re- 
ceived the hearty commendation of the lumber 


industry for its work and the wenderful suc- 
cess that is being obtained through these im- 
portant studies. 

Present at the meeting here were lumbermen 
from Louisiana, Tennessee, Mississippi, Cali- 
fornia, and there were two visitors from Liver- 
pool, England. 

—_—_—_—____-— 


Enlarges Service to Dealers 


Rosette, N. J., Oct. 13.—The Reeb Millwork 
Co., at this place, recently has announced an 
additional feature to its millwork distribution 
service to retail lumber dealers. It has estab- 
lished a flooring department and is carrying in 
stock a full line of oak and maple flooring, bor- 
der lines and cedar closet lining in all the dif- 
ferent sizes and grades. This new department 
will be a great convenience to dealers in this 
territory whose flooring requirements now can 
be filled together with their orders for sash, 
doors, trim etc. The company will handle only 
flooring manufactured according to the grading 
rules and standards of the oak and maple floor- 
ing manufacturers’ associations. Modern stor- 
age facilities are provided in damp-proof brick 
warehouses in this city and Bethlehem, Pa. 
With a fleet of trucks, daily deliveries are being 
made to retail yards within a radius of 70 miles. 


THE PLANTING of 700,000 seedling trees on 
1,000 acres in the Moquah national forest area, 
Bayfield County, Wisconsin, will be started 
Sept. 28, according to Milwaukee headquarters 
of the United States Forest Service. The trees 
are all Norway pine, 2-year-old seedlings. 


Explorer Appreciates Products 


INDIANAPOLIS, IND., Oct. 13.—Officials of E. C. Atkins & Co., of this city, manufacturers of the 
famous silver steel saws, are highly gratified over the receipt from Rear Admiral Richard E. 
3yrd of a remarkable award for this company’s co-operation in furnishing a large supply of saws, 
including metal cutting circular saws, hack saw blades and frames, files, ice saws and torches 


for the Byrd expedition to the South Pole. 
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This material was supplied to the expedi- 
tion before it sailed, and it performed the 
various jobs it was called upon to do by 
the men who were members of this now 
world-famous party. The certificate of 














The Atkins saws and tools taken on the 
tripto South Pole. (Inset) Rear Admiral 
Richard E. Byrd 


award is personally signed by Rear Ad- 
miral Richard E. Byrd and James I. Bush, 
chairman. It is beautifully illustrated with 
scenes depicting the various important hap- 








Reproduction of certificate presented to E. C. 


Atkins & Co., by the expedition 


penings, including sketches of the historical 
flight of the tri-motor plane over the South 
Pole and Little America. 

Needless to say this certificate will be 
treasured in the archives of E. C. Atkins & 


Co., who are justly proud not only of the award but of the important part played by Atkins prod- 


ucts in making the Byrd expedition a success. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Oct. 13.—Following is the National Lumber Manufacturers’ Association report for the week ended Oct. 4, 1930, and for 
forty weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison with statistics of iden- 


tical mills for the corresponding period of 1929: 





is 


ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association...............se0- 130 43,877,000 73 47,397,000 81 44,730,000 79 
West Coast Lumbermen’s Association........ 183 106,258,000 66 110,213,000 65 118,670,000 75 
Western Pine Manufacturers’ Association..... 65 32,752,000 76 36,421,000 90 44,949,000 129 
California White & Sugar Pine Mfrs.’ Assn... 18 13,767,000 56 15,814,000 99 14,055,000 99 
Northern Pine Manufacturers’ Association... 7 3,498,000 44 3,460,000 57 3,886,000 97 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 1,349,000 36 1,718,000 62 1,319,000 49 
North Carolina Pine Association............. 49 4,828,000 61 6,804,000 91 6,481,000 41 
California Redwood Association.............. 11 5,520,000 73 4,442,000 5,181,000 55 
PE cobs duthehcesadeetdweooons 485 211,849,000 67 226,269,000 73 239,271,000 81 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 181 19,493,000 50 24,800,000 70 25,919,000 67 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 37,000 26 2,425,000 49 2,399,000 50 
 ONIINR, 65 «sigan 0050.8 @ Wad Rbine ae 203 20,430,000 48 27,225,000 67 28,318,000 65 
I a nasi Cia Pain ins atin abe bie war ae ab We 666 232,279,000 65 253,494,000 73 267,589,000 79 
PORTY WEEKES Mills 
Softwoods: Reporting* 
Southern Pine Association.................: 127 2,021,937,000 85 1,906,212,000 82 1,868,958,000 81 
West Coast Lumbermen’s Association........ 183 5,383,698,000 80 5,380,887,000 79 5,141,764,000 76 
Western Pine Manufacturers’ Association.... 66 1,557,197,000 87 1,387,692,000 79 1,348,104,000 82 
California White & Sugar Pine Mfrs.’ Assn... 25 775,932,000 75 800,899,000 78 800,458,000 77 
Northern Pine Manufacturers’ Association... 8 190,711,000 77 157,811,000 72 151,685,000 70 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 110,632,000 74 83,101,000 65 74,841,000 65 
North Carolina Pine Association............. 46 203,886,000 76 190,015,000 81 169,338,000 72 
California Redwood Association.............. 13 254,900,000 91 234,465,000 83 234,791,000 79 
PEE, iccbcaseededes e¥anasoeacee 193 10,498,893,000 81 10,141,082,000 79 9,789,939,000 77 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 190 1,070,327,000 76 985,251,000 70 940,595,000 66 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 221,443,000 76 143,859,000 61 116,899,000 53 
ND. os a we de sie ede eheeKne wen 215 1,291,770,000 76 1,129,110,000 69 1,057,494,000 64 
ES ik nsinhe Gedy ig 6 obiaia ee Ca ee baw Ke 683 11,790,663,000 81 11,270,192,000 78 10,847,433,000 76 
*Average weekly number. 





Relation of Unfilled Orders to Stocks 


Wasuincron, D. C., Oct. 13.—Following is a statement for five associations of the gross stock 
footage Oct. 4, and the percentage relationship of unfilled orders to stocks: 


Association— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
Northern Pine Manufacturers’ Association 
Hardwood Manufacturers’ Institute 


re ee ee 


ee 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
125 958,890,000 110,355,000 12 
140 1,341,205,000 303,886,000 23 
80 1,325,876,000 133,406,000 10 
7 286,512,000 19,561,000 7 
198 1,161,270,000 182,180,000 16 





North Carolina Pine 


NorFoLk, VaA., Oct. 13.—The North Carolina 
Pine Association makes the following analysis 
of figures from 98 mills for the week ended 
Oct. 4: 


Per- 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output Output ments 
Average* ...16,320,000 - ie re 
CS eee 6,337,000 39 or 

Shipments .... 9,047,000 56 143 « ia 

Orders? ...... 7,951,000 49 125 88 

Unfilled 
GUGGTH cccces 61,224,000 


*“Average” is of production for the last 


three years. 

tAverage of orders per mill 
amounted to 81,133 feet; 
average was 83,845. 


this week 
preceding week's 





Hemlock and Hardwood 


OsukosH, Wis., Oct. 13—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 
ended Oct. 4: 


Percent 
of Ca- 

HZardwoods— Total Per Unit* pacity 
Capacity, 50 units..10,596,000 210,000 100 
Actual production... 1,753,000 35,000 16 
Shipmentst ........ 3,406,000 68,000 32 
Orders received? .... 3,229,000 65,000 30 
Orders on hand.....20,374,000 ..... s 
Hemlock— 
Capacity, 72 units*..15,206,000 210,000 100 
Actual production 2,242,000 31,000 15 
Shipmentst ......... 2,154,000 30,000 14 
Orders receivedt 1,605,000 22,000 11 
Orders on hand..... 9,980,000  ..... ai 


*Daily 10-hour presnetiee capacity of 35,000 
feet is considered one unit, The production 
is based on lumber scale. 


fLumber fabricated at mill and used in 
construction work is included in total orders 
and shipments. 





West Coast Review 


[Special telegram to AMERICAN 


SEATTLE, WasH., Oct. 15.—The 229 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Oct. 11 reported: 

Production 118,104,000 
Shipments 120,215,000 1.79% over production 
Orders ....114,407,000 3.13% under production 

A group of 350 mills, whose production re- 
ports of 1930 to date are complete, reported as 
follows : 


Average weekly operating capacity .304,183,000 
Average weekly cut for forty-one weeks— 


LuMBERMAN] 


SE acne Sahar gld aici Wate ee hae ona a ee 209,519,000 
DE ovate x Guithan.o oka oa aortas a 167,878,000 
Actual cut week ended Oct. 11...... 138,560,000 


A group of 228 mills, whose production for 
the week ended Oct. 11 was 117,804,000 feet, 
reported distribution as follows: 


Unfilled 

Shipments Orders Orders 

a 46,061,000 43,486,000 100,338,000 
Domestic 

cargo ... 49,851,000 44,362,000 202,029,000 

Export 14,610,000 16,866,000 87,581,000 

Local 9,398,000 Meee 8 §§iteekeces 





119,920,000 -114,112,000 389,948,000 

A group of 183 mills, whose reports of pro- 

duction, shipments and orders are complete for 
1929 and 1930 to date, reported as follows: 


Week 
ended Oct. Average first 41 weeks 
11, 1930 1930 1929 
Production 107,875,000 133,708,000 169,021,000 
Shipments 113,187,000 134,002,000 170,211,000 
Orders ....106,211,000 127,888,000 169,429,000 





HarvaArp Economic Society’s weekly index of 
wholesale commodity prices has risen to 78.6 for 
the week ended Oct. 8, 1930, from 78.5 for the 
week ended Oct. 1, 1930. 





Southern Pine Barometer 


New Or eans, LA., Oct. 13.—For the week 
ended Oct. 4, Saturday, 142 mills of total 
capacity of 162% units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31, 1929), 
report as follows to the Southern Pine Asso- 
ciation : 

Percent Percent 
3-Year Actual 


Production— Carst Feet Ave. Prod. Output 
Aver. 3 yrs.... ... 68,825,474 er 
[7 eee coe Geet et «61.08 | sens 

Shipments* ..-2,398 50,358,000 73.17 108.30 

Orders 
Received* ....2,306 48,426,000 70.36 104.15 
On hand end 

weekt ......5,594 117,474,000 


*Orders were 96.16 percent of shipments. 

tOrders on hand at above 142 mills showed 
a decrease of 1.62 percent, or 1,932,000 feet, 
during the week. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OreE., Oct. 15.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Oct. 11: 


Total number of mills reporting, 91: 


Actual production for week....... 31,166,000 

I ror a laa et Wika de re 38,723,000 

oS errr 42,961,000 

Report of 66 mills: 

Operating enpeeity .....cccscece- 73,823,000 

Average for 3 previous years..... 44,315,000 

Actual production for week....... 30,020,000 

Report for 80 mills: 

Average production ............. 41,790,000 

EEE OP tenes 138,268,000 

Stocks on hand—Oct. 11l.......... 1,344,037,000 

Identical mills reporting, 66: 

Production— S ‘ 
Operating capacity............. 73,823,000 
Average for 3 previous years... 44,315,000 

Week ended Week ended 
Oct. 11,1930 Oct. 12, 1929 
Actual for week.. 30,020,000 44,589,000 

GONE 6 cecces. 36,780,000 43,531,000 

yo received..... 40,940,000 39,501,000 

Identical mills reporting, 37: 

Production— 

Average for 3 previous years.... 31,818,000 

Week ended Week ended 
Oct. 11,1930 Oct. 12, 1929 
Unfilled orders...... 120,796,000 101,114,000 
Gross stocks on hand.1,052,762,000 $76,601,000 
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Northern Pine Distribution 


MinneEAPoLis, MINN., Oct. 14.—The follow- 
ing statement by the Northern Pine Manufac- 
turers’ Association shows the carload distribu- 
tion by States during the third quarter of this 

















year : 
rthwest— 
Wo July Aug. Sept. Total 
Mianenota 2.22. 2246 142 148 139 429 
are re 142 148 139 429 
Lake States— 
DE a noite oie PRIA 111 98 98 307 
“SSeS 12 8 7 27 
OGD © 905-0 -02's' 0a were 41 36 38 115 
BT, f. pra oshtoix Mauareees 36 33 31 100 
ONE os cent eviee 144 104 106 £354 
RP ee Pee 344 279 280 903 
Middle West— 
ere te 16 22 25 63 
Pe cs cok we awick om 7 3 15 25 
TS eee 1 1 3 5 
eer r ames 24 26 43 93 
New England— 
Gonmoectiont ......2+% 1 3 b 4 
I i ak oe lice 1 = * 1 
Massachusetts ....... 6 2 3 11 
New Hampshire ..... a 1 2 3 
Rhode Island ........ - 1 1 
PE “Ads e446 ences 1 1 
ee a Pe 9 7 5 (2 
Eastern— 
Mew JOTSCY ..ccccvcss 3 10 7 20 
Pe WOO ccwss cakes 35 36 40 111 
Pennsylvania ........ 11 9 11 31 
ME GhvnudecsGn den 49 55 58 162 
SR. nk cen aloes ae o~ Oe 117 83 85 285 
0 eS te eee a 2 1 3 
Grand totals ........ 685 600 611 1,896 


California Redwood 


SAN Francisco, Cauir., Oct. 11.— The fol- 
lowing information is summarized from the re- 
ports of 11 mills to the California Redwood 
Association for the week ended Oct. 4: 


Redwood. White- 
Percent of wood 








Feet production Feet 
Production ..... 5,520,000 100 1,164,000 
Shipments ...... 4,442,000 80 693,000 
Orders— 
Received ...... 5,181,000 93 1,292,000 
On hand...... 20,758,000 7,494,000 


Detailed Distribution of Redwood 
Shipments Orders 





.Northern California* ...... 2,155,000 2,380,000 
Southern California* ...... 910,000 1,273,000 
ar eee 72,000 69,000 
EE SP eee ee ee 1,173,000 1,166,000 
ED, is + 0c Staaband bod 132,000 293,000 

4,442,000 5,181,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


Building 80,000-foot Mill 


SEATTLE, WAsH, Oct. 11.—Construction of a 
mill of 80,000-foot daily capacity, which will 
begin operation about Christmas time, is an- 
nounced by the Hedlund-Western Lumber Co. 
here. The plant will be located on a 10-acre 
site at 4540 West Marginal Way abutting upon 
the Duwamish River. The company has been 
incorporated for $150,000, with D. C. Hedlund 
as president, D. A. Hedlund, vice president and 
treasurer, and D. L. Skeel, secretary. The mill, 
which will be electrically operated, will be 
equipped with two Swedish gang saws and in- 
stallation of two more is planned for the near 
future. Common lumber, timbers and dimen- 
sion will be manufactured for export and the 
Atiantic coast market. 








Census Bureau Delivered Prices 


Wasuineton, D. C., Oct. 13—The Department of Commerce has secured through the bureau 
of the census the following prices, per thousand for lumber items and per hundred square feet for 
shingles, as the average paid Sept. 1, by contractors for material delivered on the job, these being 


selected from the complete list: 


Flooring, 1x4” Shingles, Extra 
No. 1 Dimension, Common 10 to 16 Clear, 16”, 5/2 
SIS1LE, 2x4—16 Boards Southern Douglas 

Southern Douglas 1x6” pine r Red 

pine fir No. 1 “C” e.g. No.2v.g. Cedar Cypress 

New Haven, Cofin.............. ae $46.00 $38.00 ate weld Ae ee a 
New Bedford, Mass............. aes 40.00 36.00 85.00 $6.10 
Poughkeepsie, N. Y.......ccccecs Sit 45.00 40.00 a hacia 85.00 sje ai 
EE & ee $42.00 50.00 39.00 $80.00 80.00 5.90 
i ME at etc awake Kaaeen sees 36.00 ear 34.00 $5.00 cae 5.25 

TTT ree 45.00 40.00 37.50 85.00 80.00 6.40 oeaieee 

ON SS Se 37.00 40.00 40.C0 $5.00 77.50 6.75 8.00 

Baltimore, Md..........+.++00- 36.00 45.00 33.00 mes ee ase Joes 

SS reer 40.00 43.00 38.00 80.00 72.00 5.00 SS 

CeO, CUED. nc cecceveces'os 43.00 43.00 omen 76.50 68.00 5.75 7.50 

Terre Haute, Ind..........006. 50.00 50.00 cmos 75.00 75.00 6.00 6.00 

Louisville, rer reer 42.00 sc 35.00 72.00 6.00 pastes 
Milwaukee, RE Se eee 40.00 43.00 48.00 80.00 ee 5.00 
St. Louis, MO... oes ccccscsscece 37.00 38.00 41.00 55.50 59.50 4.48 
Kansas City, Die scree wesc ame 45.00 45.00 55.00 68.00 75.00 5.20 
Pe POOR, Bis ccc rs vescevccces 38.00 39.50 41.00 56.50 RNS. 4.56 
Los Angeles, Calif............. void 29.50 28.50 a 54.50 4.40 
San Francisco, Calif............ 26.50 26.50 55.00 gas 
Seattle, Wash.. Co eeeeeseccecese . pos 17.00 16.00 38.00 3.00 
Youngstown, Ohio.............. 40.00 40.00 40.00 5 oe 6.00 





Orders 2 Percent Above Cut 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuinoton, D. C., Oct. 16—Six hundred and thirty-two softwood mills of eight associations 
for the week ended Oct. 11 reported to the National Lumber Manufacturers’ Association pro- 


duction aggregating 231,785,000 feet, shipments, 


243,176,000 feet, and orders, 236,062,000 feet. 


The week’s figures for production, shipments and orders follow: 


Softwoods— 
Southern Pine Association................esee- 
West Coast Lumbermen’s Association 


Western Pine Manufacturers’ Association...... 


California White & Sugar Pine Mfrs.’ Assn..... 
Northern Pine Manufacturers’ Association...... 

orthern Hemlock & Hardwood Mfrs.’ Assn.... 
North Carolina Pine Association.............. 
California Redwood Association............... 


TI CII oo 64 nx bcs kvccdncicccnacs 
Hardwoods— 








No. of 

Mills Production Shipments Orders 
° 148 47,115,000 44,541,000 46,515,000 
‘ 229 118,104,000 120,215,000 114,407,000 
» 91 31,166,000 38,723,000 42,961,000 
. 24 19,351,000 20,656,000 18,842,000 
z 7 2,114,000 3,735,000 2,567,000 
. 21 1,118,000 1,347,000 1,365,000 
. 100 7,241,000 8,353,000 5,458,000 
. 12 5,576,000 5,606,000 3,947,000 
-» 682 281,785,000 248,176,000 236,062,000 
é 250 23,956,000 27,135,000 26,790,000 
° 21 898,000 1,893,000 1,428,000 
oe 271 24,854,000 29,028,000 28,218,000 





Los Angeles Market Quiet 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALiF., Oct. 15.—Cargo ship- 
ments of lumber arriving at San Pedro harbor 
were down the last week, according to the re- 
port released today. The total was 11,221,000 
feet, board measure, and consisted of ten car- 
goes of fir with 10,761,000 board feet and one 
of redwood with 460,000 board feet. Unsold 
items at Los Angeles harbor totaled 12,609,000 
board feet. Fifty vessels are reported laid up 
and none are operating off shore. Building 
permits made a fair showing for the first eleven 
days of the month, totaling $1,933,579. The 
market is reported quiet, with a large number 
of excessive items. 


Bids Asked for Lumber and Poles 


Locan, Iowa, Oct. 13.—At the office of the 
county auditor here bids will be received until 
1:30 p. m., Tuesday, Oct. 21, for furnishing to 
Harrison County 23 cars of standard sawn 
Douglas fir lumber, 10 cars of creosoted yel- 
low pine piling, and 2 cars of standard sawn 
creosoted yellow pine lumber. Bids will be re- 
ceived also on burr oak piling. Particulars may 
be obtained from W. R. Adams, county auditor, 
at Logan. 


Vise for Small Circular Saw 


PHILADELPHIA, Pa., Oct. 13.—The increas- 
ing popularity of small circular saws in home 
workshops, carpenter shops, manual training 
schools, and jobbing and contracting shops, has 
challenged the inventive genius of Disston engi- 
neers to produce a vise to facilitate the filing of 
these saws. The re- 
sult is the new Disston 
No. 7 circular saw 
filing vise, shown in 
the accompanying il- 
lustration. It is prac- 
tical, easily handled, 
and strongly built, and 
is adapted to saws 
from 5 to 18 inches in 
diameter. 

In use, one need but 
slip the saw over the 
support pin on the bracket, raise until the teeth 
are slightly above the curved jaws, clamp it 
with the lever, tilt the vise as desired, and start 
filing. A folder describing the vise will be 
sent anyone requesting it, by Henry Disston & 
Sons (Inc.) Philadelphia. 


Plant Sustains $140,000 Loss 


SEATTLE, WASH., Oct. 13.—A loss estimated 
at about $140,000 was sustained by the Duwa- 
mish Lumber Co., 8655 East Marginal Way, 
early Sunday morning by fire of undeter- 
mined origin. The mill and a large quantity of 
lumber stacked in the yards were burned. 

The mill normally employs around 150 men 
but the fire broke out during a temporary shut 
down of a week. Firemen prevented the blaze 
from spreading to the Thistle Lumber Co.’s 
plant near by. Low tide prevented a fire boat 
from getting to the mill from the water side. 

















Mill Building Active Here 

Va.posta, Ga., Oct. 13.—The Jackson broth- 

ers opened their new planing mill here the first 
of this month, manufacturing flooring. 

The veneer plant of H. H. Rhymes is near- 
ing completion and will be turning out veneers, 
crates and containers within ten days. 

The new sawmill of Eaton & O’Kelley is 
nearing completion and will soon start up. 

Work also will start in a few days on a 
new sawmill for Evans & Son. 

The Rhymes plant, in addition to making 
crates and containers, plans to cut a consider- 
able amount of hardwood furniture veneers. 

About 350 people will be employed at these 
plants, it is stated. 
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West Coast Lumbermen in Action 


Something New Under the Sun 


PortLAND, Ore., Oct. 11.—Strips of one-inch 
fir woven into slabs of flooring ready to lay, 
is the latest invention in the lumber industry 
here. This fabricated flooring is the product 
of the Fabricated Lumber Products Co., of 
which F. D. Robbins, of this city, is organizer 
and principal. 

The new product attracted much attention 
here when placed on display last week in an 
empty down-town store, without trumpet fan- 
fares or beating of drums. As a matter of fact, 
Mr. Robbins preferred evading publicity, since, 
he said, the small plant he has been operating 
at Newberg, a community some 30 miles from 
Portland, has not the capacity even to fill the 
orders that have come entirely unsolicited. 

“But,” he said, “I am going to establish a 
large plant in Portland and then we'll tell the 
world.” 

Mr. Robbins invented the flooring weaving 
machine and has had it patented. In a way it is 
very simple and yet it is the result of years 
of experience in the lumber industry and an 
inventive mind. It incorporates the fundamen- 
tal principles of both loom and sewing machine. 


Most important, perhaps, is that waste lum- 
ber can be transformed into highly valuable 
material. Primarily it was invented with the 
idea of utilizing waste. 

Strips, one by one, are run through a borer, 
built much like a large sewing machine, with 
six bits cutting holes in the strip. These strips 
are “woven” on to round strips so tightly that 
they form a solid slab. These slabs can be of 
any practical dimension, both as toggngth and 
width. 

The boring machine has a speed of 240,000 
holes per eight hours. 

With the slabs already sanded to perfect 
smoothness, a floor can be laid in about the 
same number of hours that days would be re- 
quired under the established method. The slabs, 
Mr. Robbins explained, are toe-nailed and 
match perfectly, no seams, no cracks and no 
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“What the lumber industry needs more than 
anything,” Mr. Robbins said, “is to utilize ma- 
terial now going to waste. In this flooring 
every strip is of vertical grain, couldn’t be 
otherwise, and without a flaw, irrespective of 
the size of the slab. In the raw state, these 
strips were worth very little.” 


Unique Historical Exhibit 


SEATTLE, WasH., Oct. 11—A _ unique and 
historical lumber exhibit attracts the attention 
of visitors to Maloney’s Grove, near North 
Bend, Wash., scene of early day operations in 
Washington. It consists of a logging outfit of 
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Old logging outfit and explanatory sign at Maloney’s Grove, near North Bend, Wash. 


John Henry, the Traveling Saw Filer 


Seatt_e, WaAsH., Oct. 11.—John Henry Sul- 
livan, a fine Irish pioneer of the big timber 
country of the Pacific Northwest, and his horse, 
“January” comprise a saw-filing “team” that is 

familiar to many woods- 

— men, ranchers and car- 

| penters of this section 

because of the wide sec- 

tion of country they 

traverse in their work 

of keeping the keen cut- 

| ting blades in good 
shape. 

“John Henry” bought 
a Foley automatic saw- 
filing machine and 
mounted it in the cov- 
ered wagon depicted be- 
low, and, with “Janu- 
ary” between the shafts 
he penetrated into the 
remote sections of the 
country and pursues his 
calling, which gives him 
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Sullivan and his traveling saw filing rig 


possibility of cupping or warping. The round 
binding strips run through the entire width of 
each slab, like the warp in a piece of cloth. 

Mr. Robbins began in the lumber business 
in Portland in 1887, first working in a sash 
and door factory. Until more recently, for 
seven years, he was superintendent of the 
Salem sash and door plant of the Charles K. 
Spaulding Logging Co., and for a time also 
supervised the operation of that company’s 
plant at Newberg. For many years he had 
charge of large door manufacturing plants in 
California. 


a satisfactory livelihood. 
He says the Foley “does 
much better and quicker 
work, filing and jointing each tooth, and leav- 
ing them all of an equal height, so each tooth 
cuts as it should” and, he adds, “I have no 
‘come-backs’ on my work.” 

The sign on the side of his wagon tells his 
story. It reads: 

Let me file your saws by the Foley automatic 
saw system. The machine will file, bevel and 
joint all kind of hand cross saws, rip hand saws, 
meat saws, compass saws, buck saws, keyhole 
saws and pruning saws. 

Bucking and falling saws will be filed by hand 
for big and second growth timber at this wagon. 
—J. H. SuLLIVAN, Saw Filer, Duvall, Wash. 


forty years ago as used here. 
the exhibit as follows: 
LOGGING OUTFIT 40 YEARS AGO 

Note the log jack, on the pig, coupled to 
the back end of the turn, used to load the 
logs on and off the skids, also the grease 
can, to greas the skids, so the logs would 
slip easily, the dog mall on the yoke, to drive 
in or pull out the dogs. 

They usualy used 5 or 6 yoke of oxen, the 
logs were much larger than these, and 4 to7 
logs made a turn; the cost of this outfit was 
about $1,500. Harrington and Smith, com- 
mercial Ave (Seattle) furnished the hard- 
ware. Niggar Bill, on mill street, furnished 
the whiskey The present day outfit costs 
$125,000 and no whiskey. goodie goodie. 


A sign explains 





Is This the Largest Pole Shipment? 


SEATTLE, WASH., Oct. 11.—Believed to be the 
largest pole shipment ever made from any city, 
forty-one carloads left this city Sept. 29, con- 
signed to the National Pole Treating Co., of 
Minneapolis, Minn., by the Studebaker Pole Co. 
A previous record shipment of thirty carloads 
was made by the same company two months 
ago. The trainload of poles is half a mile long. 
It contains 5,000 red cedar poles from 25 to 
50 feet in length. 


Plant to Utilize Mill Waste 


PortLaNnp, Ore., Oct. 11.—Fred S. Cutler, of 
Buoy & Cutler, lumbermen of this city, heads 
the Wood Carbonizing & Briquetting Co. which 
has established an experimental plant adjacent to 
the West Oregon Lumber Co.’s mill, and is actu- 
ally making high quality briquettes from char- 
coal. Sawdust and other mill waste is used in the 
process. Chemical research has shown that 
numerous oils, acids, and other useful commodi- 
ties may be made from wood waste, and Mr. 
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Cutler’ and his associates believe the process 
they are using (which was evolved by W. J. 
Cooper, chemist of the firm) will produce all of 
these commodities so much cheaper than is 
done by present processes that it will eventually 
build up a profitable auxiliary to the lumber 
industry of the Northwest. 





Millwork Business Expands Rapidly 


SeaTTLE, WASH., Oct. 11—A couple of years 
ago H. W. Hansen and F. L. Hartung joined 
forces and formed Hartung & Hansen (Inc.), 
and located at 1441 Elliott Avenue, this city, to 


Business in 


Kinzua, Ore., Oct. 11.—An up-to-date plan- 
ing mill and sawmill plant that kiln dries 1006 
percent of its products is that of the Kinzua 
Pine Mills Co., located here, and which is 
conceded to be in every respect ultra-modern. 
A description of the then new lumber manu- 
facturing plant was printed in the June 29, 
1929, issue of the AMERICAN LUMBPERMAN, 
During the time that 
has intervened this 
operation has proved 
itself to be efficient in 
every respect and, 
with its excellent soft- 
textured eastern Ore- 
gon Pondosa pine tim- 
ber, is peculiarly fitted 
to turn out stock that 
prod uces contented 
customers. 

However, recogniz- 
ing the trend toward 
greater refinement at 
the source of produc- 
tion and the demand 
for specialty products 
which must be made 
by the progressive 
manufacturer, the 
management has 
greatly increased its 
factory facilities. J. 








do a wholesale business in millwork. They have 
expanded rapidly and now occupy a building 
54 by 140 feet on this arterial highway, and 
are carrying stocks of doors, built-in fixtures, 
frames, sash, glass, moldings, finish —in fact 
everything pertaining to millwork. 

Sales are made only to lumber dealers, and 
usually the local dealers’ trucks call for the 
material. Shipments to lumbermen in other 
cities go forward by established transportation 
lines, namely, motor trucks, freight trains and 
steamers. Sales are being made not only to 
Washington retailers, but to dealers in Idaho, 
western Montana, and Alaska. 


Lumbering and Foreign Trade Topics 


PorTLAND, OreE., Oct. 11.—Lumbering and 
foreign trade will be two principal subjects for 
discussion at the annual midwinter meeting of 
the western division of the Chamber of Com- 
merce of the United States, to be held here 
Dec. 8 and 9. All angles of the lumber situ- 
ation will be open for consideration at the 
morning session on Dec. 9 following an address 
by Col. W. B. Greeley, manager of the West 
Coast Lumbermen’s Association. W. L. Muncy 
is general chairman of the Portland committee 
arranging for the meeting. 


Specialty Products Grows 


and planing mill facilities enables the company 
to manufacture, in addition to its regular line, 
knocked down window and door frames, paper- 
wrapped interior trim, cut-to-length molding, 
and almost any industrial knocked down 
specialty that can be made from pine lumber. 
Although quite a large factory has been built 
and equipped, the company probably will not 








F, Coleman, general 
manager, has_ spent 
much time in research 
work, on several oc- 
casions traveling 
throughout consuming territories of the middle 
western and eastern parts of the United States, 
acquainting himself with the needs of the trade. 
Mr. Coleman investigated the markets to de- 
termine what the trade demands in the way of 
specialty products and what is the best in 
equipment required to take care of this busi- 
ness. As a result of these investigations ~he 
finally decided upon the new equipment which 
recently has been installed in the factory here. 
This new equipment added to its modern mill 


All electric planer and automatic feed table in planing will. 
ground carry the unit packages to the feed table 





provided for supplying this class of trade may 
be had from listing the new equipment recently 
added to its already complete, modern planing 
mill facilities. This equipment includes: Three 
Yates power feed rip saws; six cut-off saws; 
one type “M” Jenkins double end miter cut- 
off and dado machine; one Jenkins No. 105-A 
double end cut-off saw equalizer, with heads ar- 
ranged for mitering 
and equipped with 
cope arbors; one Yates 
T-5 automatic lathe; 
one Milbury pulley 
mortiser ; one Milbury 
pocket machine; one 
high speed Santa Fe 
shaper; one blind slat 
gang rip saw; one 30- 
inch band scroll saw. 

The plant also has 
complete facilities for 
gluing up Pondosa 
pine articles and there 
is an extensive mold- 
ing department where 
large quantities of 
standard as well as 
special pattern mold- 
ing may be turned out. 

The plant of the 
Kinzua Pine Mills 
Co. is located in the 








be content even with this ultra-modern plant 
but may double the capacity of the factory 
department. Regarding the policy in this de- 
partment, Mr. Coleman says: “Our efforts 
in remanufacturing are directed towards the 
manufacture of quality products exclusively. 
We feel that there is a class of trade that 
recognizes quality above price, and we know 
that in the long run the manufacturer of quality 
products will be recognized and appreciated.” 
An idea of the facilities the company has 


The transfer chains in the fore- 


midst of its timber 
and is operated on a 
so-called “hot logging” 
plan, whereby the tim- 
ber is manufactured in 
the sawmill within a few weeks of the time it 
is felled in the woods. As every foot of the 
product is kiln dried, this means no stained 
lumber but a clear, bright and properly seasoned 
product. All lumber is carefully checked for 


moisture content and then it is stored in a huge 
crane shed where it may be easily and systemat- 
ically loaded out, assuring uniform quality. 

Quality combined with service is the aim of 
the management and results already have proved 
the efficacy of such a plan. 

















Sortirg table from which all lumber is loaded on kiln trucks. The 
product is 100 percent kiln dried 




















Lumber loaded ready for the dry kilns at the plant of the Kinsua Pine 


Mills, Kinsua, Ore. 
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To Build Sample House 


St. Louis, Mo., Oct. 14.—Plans are being 
drawn for the sample house, intended to ex- 
emplify the best standards of residence design, 
material, construction and workmanship, to be 
built by Perfect Homes (Inc.), organized for 
this purpose. The house is to be built in a 
suitable location to be announced later. Charles 
Paul, secretary of the Standard Sash & Door 
Co., R. L. Mernagh, sales manager of the 
Alton Brick Co., and C. H. Heidbrink, presi- 
dent of the Vitrolite Sales Co., have been ap- 
pointed trustees of the new company, and in 
an authorized statement explaining the pro- 
ject say: “Many reports have reached various 
departments of Government regarding shoddy 
building and impositions on the public. Presi- 
dent Hoover in due time initiated a better 
homes plan, which, locally, the Building Indus- 
tries Exhibit Bureau (Inc.), Arcade Building, 
in collaboration with the local chapter of the 
American Institute of Architects, is attempting 
to carry out in St. Louis.” 

In order to show the public what it is en- 
titled to in the way of good design, material, 
construction and workmanship, it has concluded 
to build a sample home. Plans are being pre- 
pared and construction will start in the near 
future. The bureau selected the best materials 
for the construction, and selected also a board 
of three trustees to handle the work. The three 
trustees explained that they were interested 
in the new enterprise solely as a matter of public 
information as to standards of home building, 
and not as a promotional or commercial scheme, 
in competition with their own clients. 

Last winter members of the St. Louis chap- 
ter, American Institute of Architects, carried 
on an educational campaign in a series of radio 
talks explaining the architects’ service, design, 
workmanship and materials and it is for the 
purpose of demonstrating these educational 
talks that this home is to be built. 





San Antonio Concern Is Sold 


San AntTONIO, TeEx., Oct. 13.— Sale of the 
merchandise and good will of the San Antonio 
Building Materials Co. to a $1,250,000 lumber 
concern with retail yards throughout south 
Texas was announced in San Antonio recently. 

The purchasing corporation is the Alamo 
Lumber Co., under the same ownership as 
George C. Vaughan & Sons, wholesale lumber 
dealers and manufacturers. Offices of both cor- 
porations are maintained in the Gibbs Building, 
San Antonio. 

George C. Vaughan is president of the cor- 
poration and Curtis Vaughan, a son, vice presi- 
dent and general manager. All stockholders of 
the corporation are members of the Vaughan 
family. George C. Vaughan is one of the 
pioneer lumbermen of Texas, having been in 
the business in Texas since 1893. 

Purchase price in the sale of the building ma- 
terials company was not announced, although 
those involved said the consideration was a 
large one, all cash. 

Although headquarters of the Alamo Lumber 
Co. have been maintained in San Antonio since 
1904, this will be the first retail lumber yard 
the corporation has ever maintained in the 
Alamo city. The corporation has retail yards, 
located throughout south Texas, a number being 
close to San Antonio. 

This corporation controls the retail yards of 
the Vaughan interests, with George C. Vaughan 
& Sons the wholesale and manufacturing end. 

All merchandise of the San Antonio Building 
Materials Co. will be concentrated in the Hill- 
yer Deutsch Jarratt yard at 1309 South Flores 
Street, hereafter to be known as the Alamo 
Lumber Co.’s “city yard.” 

A. R. Thomas will be the manager of the 
business in. San Antonio, the Vaughans an- 
nounced. Mr. Thomas in turn said that the re- 
mainder of the personnel at the Hillyer Deutsch 
Jarratt yard, including Claude Pressley and 
Tom Moffet, would be retained. 

“The Hillyer Deutsch Jarratt yard has been 


in operation many years in San Antonio and 
always has been one of the outstanding lumber 
concerns of the city,” Mr. Thomas said. “After 
its sale to the San Antonio Building Materials 
Co. it continued to hold this place in the lumber 
industry here. Under the ownership of the 
Alamo Lumber Co., it will be continued under 
the same policies and high standards and will 
contribute in every way possible to the upbuild- 
ing of the city of San Antonio.” 

In Texas history the old Alamo mission on 
Alamo Plaza in San Antonio is a sacred shrine, 
famous for the hard-fought struggle, enacted 
there in 1836, when the Texas patriots gave 
their lives in trying to hold the city against 
Santa Ana. In its initial advertising, the 
Alamo Lumber Co. has run the phrase: “If it’s 
lumber you want, remember the Alamo.” 





Dust Protection for Bearings 


Lewiston, IpAHo, Aug. 11.—Dust and shav- 
ings will collect in a sawmill, despite vigorous 
prevention efforts, and in many parts of the 
plant are quite harmless. But damage often 
does result when this material accumulates upon 
the bearings of motors and other rotating ma- 
chinery, for its capillary attraction siphons the 
oil from the bearings, unless such escape of 
oil is prevented by thorough sealing. When 
in this manner the oil is siphoned out it usually 
collects on other parts of the motor, having 
a destructive effect on the insulation. 

It is a real problem for lumber mills, but 
it has been practically solved, as far as con- 
cerns the five hundred motors in the Clear- 
water Timber Co.’s mill here. They range in 





These two Westinghouse squirrel-cage motors, 

driving transfer chains in the Clearwater Tim- 

ber Co.’s mill at Lewiston, Idaho, are equipped 
with sealed-sleeve bearings 


size from one horsepower to 250 h. p., and 
total 12,000 h. p. All these Westinghouse mo- 
tors are equipped with sealed-sleeve bearings. 
On the basis of a year’s average consumption 
of oil, one quart per day is used for the en- 
tire group of motors. It has been found that 
an inspection every three months is sufficient 
for these bearings. The older type of bearing, 
on the other hand, required bi-weekly inspec- 
tion, and usually at each inspection it was dis- 
covered that more oil was needed. At the 
Clearwater company’s mill there have been 
very few bearing replacements, and not one of 
these was due to the loss of oil. Moreover, 
no insulation failures have resulted from grease 
or oil coming in contact with the windings, 
the company reports. 


e . 
Logging in Cut-Over Land 

GreENOUGH, Monr., Oct. 11.—The Anaconda 
Copper Mining Co. is relogging at this place 
a western yellow pine area that was cut over 
35 years ago by the Big Blackfoot Milling Co. 
Since the first cutting the trees have made from 
4 to 7 inches of diameter growth and now yield 
about 4,000 feet per acre. The sapling growth 
is thrifty and promises another profitable cut- 
ting at rotation age. 








ON THE GREEN 
“Is this a pool table?” 
“It is unless you prefer to play golf.” 


ne 
. e . . 
Start Co-operativeBuilding Project 

MitwauKkee, Wis., Oct. 13.—The Certifieg 
Building Service has announced that it has 
undertaken a program in co-operation with lum. 
ber yards and mills, contractors, and building 
and loan associations whereby fifty homes are 
to be built in Milwaukee this winter to stimulate 
the building industry and provide employment 
for a number of men. 

H. D. Werwath, manager of the Certified 
Building Service, whose membership embraces 
contractors, building and loan associations, ma- 
terial supply houses, and the home buyer, has 
announced that financing arrangements and 
other preliminary details are now being made 
for the first group of houses. He stated that 
a minimum of fifty dwellings has been decided 
on, and if the response justifies, as many as 
100 homes may be erected. 

The buildings are to be the products of com- 
petent architects, made up of standard quality 
materials and constructed by responsible con- 
tractors and skilled workmen. The homes, how- 
ever, will be in the moderate price group. The 
reasonable purchase cost is expected to be an 
especial inducement to prospective owners either 
before or during construction. 

During erection and after completion, the 
houses are subject to inspection by a committee 
of experts. This group’s function is to see that 
the homes are of the proper type, placed on a 
suitable lot, and it will also act as an advisory 
body to prevent mistakes and faulty construc- 
tion. In addition to the purchaser, if the home 
is sold before being put up, the inspection com- 
mittee consists of three members of the financial 
institution providing the loans; two carpenters 
and builders, and the architect. Under the Cer- 
tified service program, the inspectors have au- 
thority to settle disputes and to order materials 
removed and work done over. 

Regulation of construction to meet demand is 
one of the purposes of the Certified Building 
Service. It is the intention of the service to 
check over-production and wholesale speculative 
building, that the industry may continue on a 
stable basis, without costly periods of idleness 
to labor and capital. New and simplified pur- 
chase plans are being made available by the 
service, Mr. Werwath explained. 


Big Building Projects Under Way 


St. Louis, Mo., Oct. 13.—The Phillips Pipe 
Line, subsidiary of the Phillips Petroleum Co., 
has announced plans for a $3,000,000 terminal 
for its 800-mile gasoline pipe line, now under 
construction at a cost of about $15,000,000 be- 
tween Borger, Tex., and St. Louis, on a tract 
of 288 acres south of East St. Louis, which was 
recently acquired by the pipe line company. 
Construction of the terminal is to be begun im- 
mediately. Besides the large tract for the pipe 
line terminal, the company acquired a dockage 
site close to the terminal, adjoining the water 
terminal of the Alton & Southern Railroad. 
Completion of the 8-inch pipe line is expected 
by mid-winter and work on the terminal will 
be rushed in order to have it prepared to begin 
operations when the pipe is opened. 

Permits for construction issued in East St. 
Louis last week totaled $58,910. 

The second step in the John R. Thompson 
Co.’s $1,000,000 restaurant expansion program 
in St. Louis was taken last week. The Andrew 
Schaeffer Wrecking Co. began wrecking at 718 
Olive Street, where a new 2-story building 1s 
to be erected. It will house one of the latest 
units of Thompson restaurants and will be simi- 
lar in character and design to that of the re- 
cently opened restaurant in the Fox Theater 
Building on North Grand Boulevard. The com- 
pany expects the new building and restaurant 
to be ready for occupancy the early part of 
December. According to John R. Thompson, 
jr., president of the company, the St. Louis 
expansion program will be rushed to completion 
as rapidly as possible. “Now is the time to 





build and expand,” Mr. Thompson said. “Build- 
ing activity affords employment to labor and 
the more labor that we can employ at this 
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i 
time the sooner we can look forward to the 
return of normal prosperity. ' 

John C. Dyott, special counsel for the United 
States Government In negotiations for the new 
Federal Building site at the southeast corner 
of Twelfth and Market streets, which is to cost 
$3,500,000, announced last Saturday that an 
agreement had been reached on all points neces- 
sary for transfer of the tract to the Government, 
and that papers would probably be signed this 
week, by all the parties interested. As soon as 
all the legal formalities have been adjusted, 
which will be pushed rapidly, the building will 
be started. 


Sues for Alleged Unpaid Taxes 


WarreEN, ArK., Oct. 13.—The State has filed 
suit in circuit court against the Southern Lum- 
ber Co. for $200,000 allegedly unpaid and over- 
due taxes for the years 1923 to 1929 inclusive. 

In March, a petition was filed before the 
Arkansas Tax Commission seeking authority 
to file the suit. A hearing was held in Lit- 
tle Rock September 4. Attorneys for the lum- 
ber company, Fred L. Purcell, of Little Rock, 
and Lamar Williamson, of Monticello, protested 
granting of authority for the suit at the time. 

It was revealed at the hearing that the 


Southern Lumber Co. owned 50 percent of the 
real estate in Bradley County, but paid only 
28 percent of the county’s taxes. 

The suit alleges that on a capital stock of 
$625,700 during the period from 1923 to 1929 
inclusive, the lumber company’s stockholders 
have realized $3,844,322.30 in net earnings. The 
suit also charges that there was an under- 
assessment of $11,751,150 on the intangible 
value of the stock and that $12,857,771.50 worth 
of tangible property had escaped taxation en- 
tirely during the seven year period. 

Authority for the suit was granted the tax 
commission on Oct. 3. 


Russian Lumber in the World’s Markets 


During recent months American lumber pro- 
ducers have been disturbed by the importation 
of Russian lumber into markets that hitherto 
have been dominated by American woods. The 
major objection to these importations has been 
that the lumber was produced by convict labor 
in Russian prison camps or at least that the 
logs were handled and the lumber loaded by 
convict labor. Doubtless the importations are 
objected to on these grounds because a provi- 
sion in the tariff law that forbids the admission 
of goods produced in whole or in part by en- 
forced labor offers the readiest means of effect- 
ing their exclusion. American markets, how- 
ever, are not the only markets into which Rus- 
sian lumber has been admitted in competition 
with American lumber. The policy of the Rus- 
sian Soviet with respect to the exportation of 
lumber has been for several years a subject of 
discussion and controversy among the wood 
trade of Great Britain. Whatever may be its 
ultimate aim, the present policy appears to be 
to push Russian forest products into all avail- 
able markets, even into Sweden and Finland, 
countries that hitherto have exported lumber 
in large quantities to Great Britain and to other 
countries. 

Discussing “The Dream of the Soviet,” the 
Timber Trades Journal, of London, says: “In 
the world markets there is always competition 
for cheap raw material, and even if a country 
has similar supplies of its own it may not be at 
all detrimental to be able to buy from other 
countries, when the raw material can be worked 
up and exported in the shape of manufactured 
goods. To put any bar, therefore, on the im- 
port of Russian or other raw material would 
seem to be unreasonable; but in countries which 
have a well-established industry in sawmill 
operations the import of sawn goods is naturally 
strongly resented.” 

With respect to the aims of the Soviet this 
excellent journal continues: 

It has been positively stated in responsible 
journals in Great Britain that one of the 
objects of Russia at the present time is the 
ruin of the Swedish and Finnish wood in- 
dustries and, if evidence could be produced 
definitely proving such a statement, the whole 
Problem of the Russian timber trade with 
Great Britain might have to be reconsidered. 
As matters stand at present, however, no one 
would blame English importers for doing busi- 
ness in Russian wood. If even in Sweden it 
is possible for the Russians to find customers 
for sawn goods when these are to be had on 
cheaper terms than Swedish, it is only a matter 
of business for British buyers to trade with 
the Russians when they can secure valuable 
raw material on advantageous terms. What 
have the troubles of Sweden and Finland to 
do with English importers from the business 
Point of view? As importers often remark: 
“Have Scandinavian shippers invariably con- 
sidered English importers?” In the past, when 
this country was in need of wood goods, 
Swedish and Finnish exporters forced up 
prices to an artificial height and caused most 
severe losses to their British customers: and 
POW, when the Scandinavians are suffering 
from Russian competition, it is hardly any 
affair of English buyers. Goods must be 


bought in the cheapest market if success in 
business is to be achieved. 

There is, however, one vital difference when 
the problem of trade and prices has to do 


with Russia. Russian trade is now in the 
hands of a Government making no secret of 
its aims. Commerce in Russia is subsidiary to 
politics, and the strenuous efforts now being 
made by the Russian Government to expand 
its timber trade are not occasioned by the 
ordinary desire to make money and develop 
the country, but rather to bring about a state 
of affairs in which Russia will be powerful 
enough te dominate her neighbors and, finally, 
to revolutionize the world. This, apparently, 
is the dream of the present Russian rulers 
and, in the process, a subsidiary idea is the 
disturbance of economic conditions in neigh- 
boring countries and the bringing about of 
such social conditions as will prepare a good 
ground for the sowing of Bolshevism. 


Continuing, the Timber Trades Journal finds 
excuse if not justification for private tradings 
in Russian timber in the fact that the British 
Government, presumably with greater knowl- 
edge of conditions than is available to the or- 
dinary private person, is content to trade with 
Russia and even assist her to do business with 
Great Britain. The journal states further: 
“Softwood is a material which we can not our- 
selves produce in anything like sufficient quan- 
tities and the cheaper we can import it the more 
advantageous it must be for the country as a 
whole; it is an article of universal use and all 
our leading industries benefit to a greater or 
lesser extent by the lower cost at which they 
can produce and export when they can secure 
low-priced wood.” The journal says further : 

Nevertheless, there are those who strongly 
believe that we are merely gaining a tem- 
porary advantage by the cheap supplies of 
sawn wood at present being received and by 
the still cheaper supplies which we may prob- 
ably get in the next two or three years. One 
of the arguments of the members of the Cen- 
tral Softwood Buying Corporation against 
allowing an unlimited quantity of cheap Rus- 
sian sawn goods to come into Great Britain 
must here be mentioned: Russia, according 
to her program, will in the course of a few 
years be able to export to this country alone 
1,250,000 standards of sawn wood. Our average 
total import over a long series of years is 
about 1,750,000; thus, if we are to receive the 
full quantity of cheap Russian wood, our 
trade with other countries will be reduced to 
a mere bagatelle. Sweden and Finland, espe- 
cially the latter country, have been accus- 
tomed to send us very large quantities every 
year, so that something little short of ruin 
would seem to be in store for Scandinavian 
industries. 

“The time must then arrive when Russia will 
dominate our market entirely. Mills in Scan- 
dinavia will have shut down and have fallen 
into disuse and Great Britain’s timber trade 
will be in the hands of Russia. Will the Rus- 
sians then have any mercy? Will they accept 
cheap prices when they have practically no com- 
petitors? Such questions as these can not be 
tackled by private individuals. If the position 
is really as serious as many believe, it is their 
duty to impress their views on the British Gov- 
ernment and to endeavor to obtain its co-opera- 
tion regarding the regulation of timber imports. 
No other way seems practicable.” 


Since the foregoing was published an agree- 
ment has been reached between Russian sellers 
on the one side and the Central Softwood Buy- 


ing Corporation on the other under which the 
latter organization purchases the total quantity 
of the Russian softwood to be exported to the 
United Kingdom during 1931. The official an- 
nouncement of this agreement states that it in- 
cludes an arrangement in regard to dealing with 
some of the balances available for 1930 at full 
prices. Details of the agreement are not yet 
available. However, in commenting on the mat- 
ter the Timber Trades Journal states that “those 
who know the position sufficiently well will be 
quite able to draw practically all the necessary 
inferences without much risk of error.” It is 
said that the quantity of wood which the Rus- 
sians may manage to ship into Great Britain 
before the close of navigation will not exceed 
two-thirds of the earliest estimate of 750,000 
standards. The corporation, it states, has agreed 
to take up 35,000 standards of Russian wood 
forthwith and it is believed that under the 
agreement some advantage will accrue to the 
corporation on this account. The market, the 
journal states, would “obviously very much like 
to know the precise figure at which the pur- 
chase of the 600,000 standards maximum of 
sawn goods to come to this country from Rus- 
sian ports in 1931 has been arranged, but that 
little tidbit is not. included in the official com- 
munique, which appears to have been very care- 
fully phrased. The fact, however, that the def- 
inite tendency of every market today is down- 
ward, and that this tendency is, economically, 
much more likely to be increased than other- 
wise, leads to conclude that the corporation has 
thoroughly well guarded itself against adverse 
possibilities of that kind, especially as its finan- 
cial losses this season must in the aggregate 
have been stupendous.” 

The journal continues with the statement that 
the market is full of rumors and guesses regard- 
ing details and figures of the big transaction, 


.most of which should he accepted with con- 


siderable reserve. The general effect of the 
settlement with the corporation should be, in the 
opinion of the journal, to give tone and confi- 
dence to the timber trade and a sense of satis- 
faction that the market has definitely returned 
to British control. 


Avoid Convict Labor Dispute 


Boston, Mass., Oct. 14.—Astute commer- 
cial agents of the Soviet Government of Russia 
have found a new way to pull the wool over 
the eyes of Uncle Sam and to dump Russian 
forest products in this country at radically 
lower prices than American lumbermen can 
afford to quote with any hope of remaining in 
business. Russian pulpwood is now being 
brought into Canada by steamer and then re- 
shipped into the United States, where it is 
underselling Canadian pulpwood. It is report- 
ed that the Russian commercial agents are mak- 
ing similar arrangements for Russian lumber, 
which can be brought into Canada and then re- 
shipped to American buyers without the risk of 
dispute about convict labor. 

—_—_—_— 
KEEPING Fit 
“Joe looks sturdy.” 


“Yes, he has taken to lunching at the athletic 
club.” 








A DA ee ON Oe 


| 
| 





62 


AMERICAN LUMBERMAN 






October 18, 1939 





Export Call Features Hardwood Market 


Expert Sales of Good Volume 


MEMPHI3, TENN., Oct. 13.—Hardwood de- 
mand is not sufficient to justify any change of 
prices, which are below cost. Production con- 
tinues at a low level. The only mills operating 
are those that have a log supply that must be 
cut, or plants which are running on special 
orders. There has also been a fairly good de- 
mand for the last two or three weeks from the 
box and crate manufacturers, who have been 
using some of the low grades. But flooring 
manufacturers and others will have to come into 
the market for the lower grades before they 
can show strength. Flooring manufacturers re- 
port a slight improvement in business, but it is 
not enough to justify heavier production, so they 
are practically out of the market, and the woods 
used by this group are at exceptionally low 
levels. The automobile trade is buying little 
hardwood. Furniture and radio cabinet plants 
are leading buyers. 

Export demand is really the feature of the 
hardwood market. Regardless of rate and prices, 
foreign buyers are constantly purchasing south- 
ern hardwoods, and shipments are holding up 
well for this season. Many English buyers are 
in the southern territory, placing orders for 
delivery throughout the remainder of the year. 
The freight rate situation is still very unsettled, 
the making of many charters hurting business. 

The Lumbermen’s Club of Memphis, meeting 
last Thursday at the Hotel Gayoso, voted not 
to have its annual party, which is held on Hal- 
lowe’en night at the Hotel Peabody. The en- 
tertainment committee was instructed to forego 
a party this year. A. L. DeMoncourt, vice 
president, presided in the absence of J. R. 
McFadden, president. Only routine business 
was attended to. 


_L. Lighthill, jr. Liverpool and Manchester, 
England, spent last week in Memphis. He is 
a junior partner in L. Lighthill & Co., importers 
of American hardwoods. He is making a tour 
of the mills throughout the South. 

C. N. Burch, C. Noel Legh & Co. (Ltd.). 
Liverpool, England, left Memphis last week for 
New York. 

Ben Rubenstein. Great Eastern Timber Co. 
(Ltd.), London, England, spent last week in 
Memphis, leaving for the North and East. He 
hought considerable hardwoods while in the 
States. 


British Market Improved 


BaALtrmore, Mp., Oct. 13.—Conditions in the 
hardwood export trade were thus summed up 
today by Harvey M. Dickson, secretary, Na- 
tional Lumber Exporters’ Association: 


Reports from the United Kingdom indicate 
that the market is improving slowly but 
steadily, though there is not much new busi- 
ness going on. Advices from the United 
Kingdom display a more cheerful tone than 
for several months because general business 
conditions are improving. Buyers appear to 
be decidedly encouraged and are looking 
forward to an improved demand during the 
fall. Deliveries to consumers have increased 
in volume, and it is admitted that signs 
point to a steady increase in the consump- 
tion of hardwoods. Receipts of American and 
other hardwoods have fallen off materially 
so hardwood importers and merchants have 
been given a breathing spell. Consignment 
shipments are much lighter. Prices asked 
by American exporters are still erratic, but 
not quite so irregular as they were a month 
ago. A feeling prevails that American prices 
are lower now than they will be thirty davs 
hence. Brokers and importers are well 
aware that ocean freight rates advanced on 
Oct. 1 and that probably another increase 
will take place on Nov. 1. This strengthen- 
ing of rates has much to do with causing the 
brokers and importers to feel that prices 
have reached bottom. 


After a careful perusal of the reports re- 
ceived from the various ports of the United 
Kingdom, it may be said that American 
hardwood exporters have passed through the 
darkest days of 1930, and that they may look 
forward to a slow but steady improvement 
in the remaining months of the year. 

It is remarkable how well posted the 
British brokers and merchants are, not only 
on trade conditions in the United States but 
also on stocks of lumber at the mills here, 
quantities being produced, and other devel- 
opments. As a matter of fact, many of them 
are as well posted as the exporters, or bet- 
ter posted. 

Cecil C. Birch, sales manager C. Noellegh & 
Co. (Ltd.), of Liverpool, timber brokers, 
stopped in Baltimore on October 13 after at- 
tending the National Hardwood meeting in To- 
ronto, Canada, and a subsequent fairly exten- 
sive trip through West Virginia, Tennessee and 
the South. Mr. Birch received the impression 
that the southern producers were more eager to 
sell their hardwoods than were the northern. 


Only Low Prices Get Orders 


LouisviLLe, Ky., Oct. 14.— The hardwood 
market has been quite draggy. There have been 
fewer inquiries and not a great many orders, 
and most bookings have been at unsatisfactory 
prices. Coneerns which are sitting tight on 
their asking prices claim that they are not get- 
ting much business. Low grades have been in 
better general movement than top grades. Cot- 
tonwood, sap gum, some quartered sap gum, 
plain red and white oak, common and better, 
have been the more active items. Some poplar 
has been sold, a bit of walnut, and a little red 
gum and quartered red gum. But business in 
magnolia, elm, maple, wormy oak and ash has 
been dull. Veneer and plywood demand has 
been fair. Quotations on inch stocks, not 
always received, are: Poplar, southern FAS, 
$80; Appalachian, $90; saps and selects, south- 
ern, $50@55; Appalachian, $60; No. 1, south- 
ern, $38@40; Appalachian, $46; 2-A, southern, 
$32; Appalachian, $38; 2-B, $22. Walnut, FAS, 
$235(@240; selects, $155@160; No. 1, $85; No. 
2, $35. Sap gum, plain FAS, $45; common, 
$30@32; quartered, FAS, $55; common, $38. 
Red gum, plain, FAS, $88; common, $44@45; 
quartered, $2 premium over plain. Ash, FAS, 
$75: common, $48. Cottonwood, FAS, $48; 
common, $32. Oak, southern, red, plain, FAS, 
$60@63; common, $45; white, FAS, $80; com- 
mon, $47. Oak, Appalachian, red, plain FAS, 
$75@80; common, $48; white, plain, FAS, 
$90@95; common, $55@57; white, quartered, 
FAS, $125; common, $75@80. Sound wormy 
oak, $28@30. 


Appalachian Sales Volume Steady 

CINCINNATI, Onto, Oct. 13.—Appalachian 
hardwoods continue to be bought in small lots, 
but there is a fairly steady volume of business. 
Orders are still very spotty, but keep coming. 
There is no chance of persuading a buyer to 
expand his order, except some special bargain 
is offered him. It is pretty generally under- 
stood that a customer who has cash can get 
attractive offers of red oak, ash and some grades 
of poplar and chestnut. On white oak and 
top grades of poplar, prices are pretty well 
maintained. The optimists among sellers are 
making few price concessions because they feel 
that stocks of certain items are far from plenti- 
ful. A few orders are being received from the 
furniture trade and also from radio and cabinet 
makers. Export inquiry is lighter than is cus- 
tomary at this season, and prices offered are 
still rather unsatisfactory. Dimension dealers 
complain that too many orders are being re- 
ceived for mixed carlots of rather difficult lots 
of oak and gum squares. 


New England Trade Dull 


Boston, Mass., Oct. 14.—Wholesalers fing 
demand from New England buyers not at aj 
brisk. Those catering to the market at large 
have noted some improvement since the begin. 
ning of October. Some consumers, for a ] 
time ultra-conservative, desire to place orders 
for forward delivery at present low prices, Sey. 
eral wholesalers promptly turned down such 
offers. Foreign buyers, particularly in the 
United Kingdom, have been taking more jp. 
terest in ash, oak and gum. In fact, prospects 
for foreign business are very encouraging, 
There are no signs of early improvement in de- 
mand from the automobile industry. Some 
hardwood mills are conceding appreciably on 
certain surplus items, but general quotations are 
almost unchanged. Urgent efforts to move 
flooring aggravate the irregularity of quota- 
tions. Some sellers ask $89.50 for plain white 
oak flooring, first grade, and others will accept 
$82. Second grade range is $58@63.50, and 
third grade, $40@44. First grade maple floor- 
ing from Michigan can be had at $85@s8sg. 
Domestic first grade birch flooring is offered 
at $76@78.50, and one Canadian make is $85, 


Lower Grades Selling Freely 


JACKSONVILLE, FLA., Oct. 13.—The southeast- 
ern hardwood market does not show improve- 
ment. Sap gum, tupelo and oak lead in sales, 
with prices unchanged. The furniture factories 
are buying the usual woods for immediate re- 
quirements, and also limited quantities of red 
gum. Some oak and gum are also being taken 
by the flooring manufacturers, and box and 
crate mills are buying freely of lower grades. In 
fact, with the opening of the fruit and vegetable 
season at hand, a number of the crate mills 
which have been closed down through the sum- 
mer, have again resumed operations, and 
stocks of lower grades are fast being reduced 
to normal. The largest citrus and vegetable 
crop in the history of Florida will be marketed 
this year, which means a greatly increased busi- 
ness for crate factories. The requirements of 
the automobile manufacturers are considerably 
below normal. Some gum, oak and magnolia 
are moving for export, but this business has 
been somewhat limited during the last thirty 
days. 


Inquiries and Orders Larger 


BurFrato, N. Y., Oct. 14.—The lumber trade 
has shown a little improvement. The increase 
in demand locally results from the larger num- 
ber of permits lately taken out, for wholesalers 
are getting more inquiries and orders. It is 
less easy to place orders at present prices and 
some mills are advising the wholesalers that 
they are unwilling to make further concessions. 

Hardwood dealers have been getting an in- 
creased number of orders since the month 
opened, and call business more satisfactory than 
for several weeks at least. Prices are low, and 
there is not much margin of profit, but consum- 
ing plants show their greater need for lumber 
by larger inquiries and orders. 

A meeting of lumber salesmen and contrac- 
tors will be held at the Delaware Grill, North 
Tonawanda, this evening, under the auspices of 
the Ray H. Bennett Lumber Co. It was called 
for the purpose of discussing important amend- 
ments to the New York State lien law. The 
subject will be presented by T. J. Griffin, man- 
ager of the Buffalo Lumber Dealers’ Credit 
Corporation, and E. J. Culligan, its attorney. 
The former will talk on general credit policy, 
as affected by the lien law, and the latter will 
explain the provisions of the law. Under the 
heading “Important Amendments to the New 
York State Lien Law,” the Buffalo Lumber 
Dealers’ Credit Corporation has issued a letter 


For Current Market Prices on Hardwoods See Pages 85 and 86 
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pa + 
showing how the rights of the contractors, sub- 
contractors, material men and others are pro- 
tected, and how funds must be handled. : 

At the meeting of the Buffalo Lumber Ex- 
change on Oct. 10, James Wedow, winner of 
the second fine arts scholarship of the Buffalo 
Lumber Exchange, was presented. _ The prizes 
are for lumber scenes and the paintings will be 
framed and hung in the respective schools. The 
exchange congratulated  Secretary-treasurer 
John S. Tyler on his attaining his 82d birthday 
and presented him with a box of cigars, the 
presentation speech being made by President 
William L. Blakeslee. 

Over 200 booths have been assigned for the 
setter Homes & Building Exposition to be held 
next week in the Broadway Auditorium. 

Eugene W. Carson was an official at two 
college football games last week, and will be 
feld judge at the Cornell-Princeton game at 
Princeton, Oct. 18. 

R. S. Pershing, who has had extensive ex- 
perience in the lumber business on the Pacific 
Coast and in New York City, is now traveling 
in the eastern part of the State for the Trotter- 
Kelleran Lumber Co. 

Visitors last week included C. G. Starnes, 
president, J. C. Love Lumber Co., Mount Ver- 
non, Ga., and M. Calvit, sales manager, Wilson 
Cypress Co., Palatka, Fla. 


Trade Improvement Shown 


New York, Oct. 13.—More improvement than 
in any recent month is reflected in the October 
trade survey of “Credit Monthly,” publication 
of the National Asssociation of Credit Men. 
The improvement applies to both sales and col- 
lections of wholesale and manufacturing firms 
in the 100 cities covered. 

Seven cities reported sales brisk, sixty-six 
reported them fair and twenty-seven, slow. Two 
cities moved from the “fair” column to “good” 
during the month, and twelve shifted from the 
“slow” classification to “fair.” The cities re- 
porting brisk sales were Milwaukee, Wis., 
Tampa, Fla., Austin, Tex., and Des’ Moines, 
Ottumwa, Cedar Rapids and Waterloo, Iowa. 

Three cities reported collections good, where- 
as only one city reported good collections a 
month ago. These cities were Cedar Rapids, 





Artistic Possibilities of Oak 


Boston, Mass., Oct. 13.—The recent trend 
toward oak in furniture and interior finish, and 
the growing popularity of oak paneling, are 
delightfully and beautifully shown at the Louis 
Joseph antique galleries, 14 Newbury Street, 
3ack Bay. From a Tudor manor house in 
England comes a Jacobean oak-paneled room 








L 


place, in which are elaborate 
andirons with cresset finials. 

All the furniture is in keeping with the dig- 
nified beauty of the wainscoting. Perhaps the 


wrought-iron 


most unusual piece is the extension-top Eliza- 
Beneath the heavy over-lapping 
The four sup- 


bethan table. 
table top is a carved top rail. 








Section of Jacobean oak-paneled room brought 


from Debenham, England, and reconstructed in 


Louis Joseph antique galleries, Back Bay (Boston), Mass. 


that is arousing much interest. The room is 
from Flemings Hall, near Debenham, Suffolk, 
an ancient building with the mullioned win- 
dows and curious gable ends of its period, and 
the room is now installed complete in the Louis 
Joseph galleries. 

The four walls of the room have the beau- 
tiful wide paneling of the seventeenth century 
and include two doors, with the original hard- 











Stone fireplace, on each side of which is a charmingly paneled oak closet, with carved panels 


above. 


lowa, Austin, Tex., and Huntington, W. Va. 
Sixty-four other cities reported collections fair, 
while thirty-three reported them slow. Fifteen 
cities reported an improvement in collections 
during the month, moving from the “slow” 
column to “fair.” 





“What's this ‘Cricket on the Hearth’ ?” 
“Another ‘lom Thumb game, I s’pose.” 


The furniture is of oak and in keeping with the dignified beauty of the wainscoting 


ware, and a stone fireplace. On each side of 
this is a closet, also charmingly paneled. The 
lovely oak has the rich patina which three hun- 
dred years of polishing and beeswaxing alone 
can give. 

Above the mantel shelf the paneling flowers 
out with carved heads of men and women set 
in a panel with a godrooned edge. A tracery 
of vines is chiseled in the top of the stone fire- 


ports are in the famous Tudor cup-and-cover 
design and are joined by stretchers. 

There are several chairs, ranging from the 
wainscot type of oak settle to high-backed 
Jacobean chairs, with carved arms and top rail 
and cane seat and back. Others of this kind 
are upholstered in brocade or needlework. <Ac- 
companying is an X-shaped chair, evidently of 
Italian derivation. Joint stools of oak are used 
as occasional tables on which are lamps of old 
Indian bronze and small objects of pewter. 

The hinges on the doors are most unusual 
in shape, resembling frog’s legs more than any- 
thing else. In addition to these doors is a 
wide opening which is covered with crewel- 
work hangings in soft shades of green and tan 
showing trees and several curious prancing 
heraldic animals, of the sort one finds in 
medieval tapestries. 

The dark oak paneling is brightened by a 
covered brass jar beside the fireplace, as well 
as oil paintings and needlework pictures. An- 
other vivid touch is a square of antique red 
velvet, edged with metallic gold lace. On this 
stands a small bronze figure, flanked on either 
side by candlesticks of the same metal. On 
the shelves of a dark oak dresser are displayed 
small porcelain and earthenware figures and 
one delightful Staffordshire Toby jug. Though 
of a later period these beautiful objects give 
the final touch to what might impress some 
as an otherwise slightly sombre interior. The 
whole effect is at once luxurious and homelike, 
and charmingly illustrates the artistic possi- 
bilities of oak in the finishing and furnishing 
of the home. 





FURNITURE making is a growing industry in 
the Dominion. A return is now available for 
some seven years since business returned to 
normal after the war. In that period there has 
been a rise of nearly 72 percent in the gross 
value of the products of the furniture group. 
In 1921 the value of the furniture industry, and 
the related industry of upholstering, was $24,- 
372,000. In 1928, the year for which the latest 
returns are available, the value was $41,825,000. 
In the last year itself there was an increase of 
$6,092,000, or approximately 17 percent over the 
year before. 
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Oct 21—Roofer Manufacturers’ Club, Ralston 
Hotel, Columbus, Ga. 

Oct. 22-24—Pacific Logging Congress. Sessions on 
board ship sailing from Seattle, Wash., and at 
Empress Hotel, Victoria, B. C. Annual. 


Oct. 28-29—Southern Logging Association, St. 
Charles Hotel, New Orleans, La. Annual, 


Nov. 6-8—-California Retail Lumbermen’s Associa- 
tion, Huntington Hotel, Pasadena, Calif. An- 
nual. 

Nov. 13-14—Florida Lumber & Millwork Associa- 
tion, Lakeland, Fla. Semiannual. 


Novy. 13-15—Alabama Lumber & Building Material 
Association, Tutwiler Hotel, Birmingham, Ala. 
Annual, 

Dec, 2-4—Associated Leaders of Lumber & Fuel 
Dealers of America, Congress Hotel, Chicago. 
Annual. 

Dec. 6—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Monroe, La. Quar- 
terly meeting. 

Nov. 17—Loyal Legion of Loggers & Lumbermen, 
Portland Hotel, Portland, Ore. Semiannua] 
meeting, board of directors. 

Dec, 2—Northwestern Hardwood Lumbermen’s As- 
sociation, Minneapolis, Minn. Annual. 

Jan. 13-15, 1931—Ohio Association of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio Annual. 








Jan. 14-15, 1931—Retail Lumber Dealers’ Associa- 
tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual. 


Jan 15-17, 1931—Mountain States Lumber Dealers’ 
Association, Broadmoor Hotel, Colorado Springs, 
Colo. Annual, 


Jan. 20-22, 1931—Northwestern Lumbermen’s As- 
sociation, Minneapolis Auditorium, Minneapo- 
lis, Minn. Annual. 


Jan, 21-23, 1931—Pennsylvania Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual, 

Jan, 22-23, 1931—Carolina Retail Lumber & Build- 
ing Material Dealers’ Association, Charlotte 
Hotel, Charlotte, N. C. Annual. 


Jan. 27-29, 1931—Northeastern Retail Lumber- 
men’s Association, Pennsylvania Hotel, New 
York City. Annual. 


Jan, 28-30, 1931—Southwestern Lumbermen’s As- 
sociation, The Forum, Wichita, Kan. Annual. 


Jan. 28-29, 1931—Tennessee Lumber, Millwork & 
Supply Dealers’ Association, Hotel Noel, Nash- 
ville, Tenn. Annual. 


Feb. 3-5, 1931—Canadian Lumbermen’s Associa- 
tion, Royal York Hotel, Toronto, Ont. Annual. 
Feb. 3-5, 1931—Iowa Lumber & Material Dealers’ 


+ (prmenaaaas Coliseum, Des Moines, Iowa. An- 
nual, 


ee, 


Associations Plans and Activities 


Feb. 4-6, 1931—Retail Lumber Dealers’ A 
of Western Pennsylvania, William P 
Pittsburgh, Pa. Annual, 


Feb. 4-6, 1931—Michigan Retail Lumber Dealers’ 
Association, Book Cadillac Hotel, Detroit Mich 
Annual, , ’ 

Feb. 9-11, 1931—Kentucky Retail Lumber Dealers’ 
Association, Brown Hotel, Louisville, Ky, An. 
nual, 

Feb. 10-12, 1931—Illinois Lumber & Material Deal- 
ers’ Association, Stevens Hotel, Chicago, An. 
nual, 

Feb. 13-14, 1931—Virginia Lumber & Building Sup. 
ply Dealers’ Association, John Marshal] Hotel 
Richmond, Va, Annual, : 


Feb. 17-19, 1931—Wisconsin Retail Lumbermen’s 
Association, Auditorium, Milwaukee, Wis, An- 
nual, 

Feb, 18-20, 1931—Nebraska Lumber Merchants’ As. 
sociation, Rome Hotel, Omaha, Neb. Annual, 


8S0Ciation 
enn Hotel, 


Feb. 19-21, 1931—Western Retail Lumbermen’s As. 
sociation (U. S.), Winthrop Hotel, Tacoma, 
Wash. Annual, 


April 14-16, 1931—Lumbermen’s Association of 
Texas, St. Anthony Hotel, San Antonio, Tex. 
Annual. 

May 14-15, 1931—-Florida Lumber & Millwork As- 
sociation, Orlando, Fla. Annual, 








Northwestern Hardwood Lumberman 


MINNEAPOLIS, MINN., Oct. 13.—Plans are in 
the making for the annual meeting of the 
Northwestern Hardwood Lumbermen’s Associa- 
tion to be held on Dec. 2 in this city. Secretary 
J. F. Hayden advises that the usual business 
meeting will be held in the afternoon followed 
by a dinner and a bridge party in the evening. 
As guests at the dinner will be representatives 
of the woodworking industries of the Twin 
Cities and nearby towns. Others to be invited 
are the president and secretary of the National 
Hardwood Lumber Association. 





New Jerseyites May Consolidate 


New York, Oct. 13.—The New Jersey Mason 
Material Dealers’ Association has invited the 
New Jersey Lumbermen’s Association to meet 
with it in annual session with a view to 
amalgamating the two organizations. Jan. 15 
and 16, 1931, have been suggested as desirable 
dates. 

The board of directors of the material men’s 
organization has suggested that each associa- 
tion appoint a committee of five to consider 
the possibilities of amalgamation, either through 
an enlarged program of activities or by actual 
consolidation. The material men believe that 
by uniting forces the associations could 
promulgate a more diversified scope of activ- 
ities. 


For Good Will Among Lumbermen 


One of those pleasant, friendly little things 
that contribute so much to the strength of the 
Illinois Lumber & Material Dealers’ Associa- 
tion is set to take place October 27-31. It is 
termed “President’s Week,” in honor of the 
State and district officers and the association’s 
board of directors. It is a week when members 
of the organization will band together in groups 
of two or four, to call on neighboring retailers, 
each man spending a day in one of these “good 





will visiting parties.” Secretary J. F. Bryan: 


on Tuesday wrote letters to each of the nine 
district chairmen, urging them to pass the word 
on to their county chairmen, who in turn will 
attend to the formation of the parties in their 
respective counties. It is the plan to call on 
those dealers, especially, who are not now affil- 
iated with the State organization, but there is 
considerable visiting around among member 
dealers, too. 

During the three years the organization has 
been “celebrating” this week it has proved quite 
successful, both in securing new members and 
bringing old members back, and also in causing 
a better feeling within the association, with 


greater co-operation. Furthermore, the secre- 
tary said, there has been a noticeable improve- 
ment in the steadfastness with which lumber- 
men hold to ethical practices in their business 
dealings. Last year about a hundred fifty deal- 
ers participated, calling on a total of about four 
hundred firms. 

Secretary Bryan also is arranging for a re- 
union of dealers in southern Illinois, the tenta- 
tive dates for which are Nov. 5 and 6. Plans 
are to make this an all-day affair, with a fore- 
noon session, luncheon at noon, a live afternoon 
program, and a get-together dinner at 6:30. 
Some good speakers will be provided and there 
will be general discussion by dealers of impor- 
tant merchandising problems. 


National Directors to Meet 


Wasuincton, D. C., Oct. 14.—The execu- 
tive committee of the board of directors of the 
National Lumber Manufacturers’ Association 
will meet at the Congress Hotel, Chicago, Nov. 
7 and 8. The committee will discuss ways and 
means of effecting activities au‘horized at the 
mid-summer meeting held in Portland, Ore. 
These include: 

1. Consideration of preliminary plans and 
proposed program for the continuation of the 
National trade extension campaign in accord- 
ance with the resolution adopted by the board 
of directors on Aug. 8. 

2. Establishment of a home finance depart- 
ment and merchandising activities in accord- 
ance with the action of the directors at Port- 
land, 





3. Consideration of proposed plans for put- 
ting into effect recommendations of the spe- 
cial committee appointed at the last annual 
meeting of the association, referred to the 
executive committee by the board of directors 
to be made effective. 


4. Consideration of a recommended program 
for seeking necessary protection against ille- 
gal importation of Russian lumber. 


5. Consideration of ways and means of 
broadening the support of lumber trade exten- 
sion, both national and regional. 

6. Consideration of trade practices, the po- 
sition of retail lumber dealers, and ways and 
means of improving merchandising practices 
and distribution methods. 


7. Co-operation with the National Timber 
Conservation Board—yet to be appointed. 


8. Consideration of means to increase the 
use of credit rating and collection services of 
the N. L. M. Credit Corporation—the Blue 
Book. 


9. Special committee conferences with Presi- 
dent Hoover and United States Government 
Officials in Washington, and with fire insur- 
ance company officials in New York. 


Southern Logging Program 


New Orveans, La., Oct. 13.—As usual, an 
excellent and very practical program has been 
prepared for the twentieth annual meeting of 
the Southern Logging Association to be held 
here Oct. 28 and 29 at the St. Charles Hotel. 
The various topics will be discussed by speakers 
who have had long and practical experience, 
and following the conclusion of each talk ques- 
tions will be asked and discussion invited. 

On the first day, following the reports of 
the president and the secretary-treasurer, Allen 
W. Corwin, sealer of weights and measures, 
Allegheny County, New York, will discuss the 
scaling of small logs. It is expected that a 
representative of the United States Forest Serv- 
ice will also present some data on the subject. 

“Logging of Piling and Poles” will be dis- 
cussed by Scherer Preston, of A. A. Preston 
& Co., Brewton, Ala., and C. C. Beattie, of the 
Southern White Cedar Co., Blountstown, Fila., 
each of whom will describe different types of 
operations. 

Ralph M. Lindgren, of the bureau of plant 
industry, U. S. Department of Agriculture, 
attached to the Southern Forest Experiment 
Station, will tell of the results of a year’s ex- 
periments in the prevention of sap stain. How 
to determine logging costs in advance will be 
outlined by George Drolet, logging engineer, 
Tuscaloosa, Ala., who will stress bonus systems 
in particular. T. P. McLaughlin, of the South- 
ern Products Corporation, New Orleans, with 
a wide knowledge of southern waters, will tell 
how boiler scale may be prevented in locomo- 
tive, skidder and loader boilers. 

The Tuesday afternoon session will be devoted 
entirely to the showing of moving pictures of 
logging operations with explanations of the 
methods used. A Forest Service film will depict 
selective logging and H. N. Wheeler, lecturer, 
U. S. Forest Service, will deliver an illustrated 
lecture on “Forestry and the Logging Superin- 
tendent.” The American Steel & Wire Co. will 
present a talkie film showing how wire rope 1s 
made and used. “Studies of Logging Opera- 
tions in Southern States” will be handled by 
J. H. Howell and W. K. Cox, of the Caterpillar 
Tractor Co. In addition, in the evening, Mr. 
Wheeler will deliver an illustrated lecture, open 
to the public. 

At the Wednesday morning session J. R. 
Carr, of Eastman, Gardiner & Co., Laurel, 
Miss., will conduct a general discussion of “Tree 
Cutting by Men and Power Saws” and will 
answer questions. H. Walker, of the Adams- 
Banks Lumber Co., Morton, Miss., will discuss 
bill logs and the best method of cutting them. 

Other speakers and their topics at this ses- 
sion will be: Oscar Marsan, of the Jerome H. 
Sheip Co. (Inc.), Apalachicola, Fla., on “Gaso- 
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line Logging;” J. P. Wilson, Wilson-Otwell 
Lumber Co., Jacksonville, Fla. on “Logging 
Small Cypress Swamps ;” L. R. Gulley, Natal- 
bany Lumber Co., Natalbany, La., on “Logging 
with Teams and Trucks—New Methods”; M. 
Francis, of T. H. Mastin & Co., Mobile, Ala., 
on “Logging Safety”; George McAfee, of the 
Pear! River Valley Lumber Co., Carthage, 
Miss., and Asa D. Adams, of the Denkmann 
Lumber Co., Norfield, Miss., on “Creating a 
Safety Conscience”; C. E. Baxter, forester for 
the Long-Bell Lumber Co., Sheridan, Ark., on 
“Forest Fire Protective Measures”; W. W. 
Goodson, of Hillyer Deutsch Edwards (Inc.), 
Oakdale, La., on “Grading Without Teams.” 

Questions which all are invited to discuss 
(together with any other subjects that may be 
presented) include “Logging Steel and Best 
Method of Keeping It Up in Gumbo”; “Pre- 
vention of Wrecks”; “Skidding and Loading 
Problems”; and “Handling Contractors.” 

The adoption of resolutions and election of 
officers will conclude the meeting. 





Cypress Promotion Meetings 


New York, Oct. 14.—Under the auspices of 
its trade promotion department, the Southern 
Cypress Manufacturers’ Association is sponsor- 
ing two dinner meetings in this territory. The 
first will be held at the Yonkers Elks’ Club, 
Yonkers, N. Y., on Monday, Oct. 20, and the 
second at the Taft Hotel, New Haven, Conn., 
on Wednesday, Oct. 22, both beginning at 6 


. m, 

. Field representatives of the association will 
be present to discuss the merits of cypress for 
various purposes and to enlist the interest of 
specifiers and users in cypress as a durable 
wood and to explain the many purposes to 
which it may be put, both for exterior and in- 
terior use. 


Looking Forward to ’31 


Regardless of what the remainder of this year 
may contribute in the way of business to the 
year’s totals for the retail lumber dealers, the 
most important subject in their minds for some 
time will be what economic conditions promise 
in the way of business development during 1931. 
Upon this subject they will want reliable infor- 
mation that will enable them to build their 
business plans for the coming year. Such in- 
formation is promised as a feature of the an- 
nual convention of the Associated Leaders of 
Lumber & Fuel Dealers of America, to be held 
at the Congress Hotel, Chicago, Dec. 2-4 inclu- 
sive. The essential features of that information 
will be given by Fred H. Ludwig, of Reading, 
Pa., a retailer known throughout the country 
for his progressive and successful merchandis- 
ing, who will deliver the keynote address of 
the convention. Mr., Ludwig’s subject will be 
“Economic Conditions Pointing to an Upturn 
in the Retail Lumber Business in 1931.” To 
this subject he has given close study during 
the entire period of business depression. Be- 
cause of that study plus application of the mer- 
chandising policies and plans of the Associated 
Leaders to economic conditions, business with 
the retail lumber and material institutions op- 
erating under Mr. Ludwig’s direction has been 
considerably better than it has for the industry 
as a whole. 

Mr. Ludwig’s keynote address will be fol- 
lowed by talks from other members of Asso- 
ciated Leaders, whose business has not suffered 
greatly, if at all, from general economic condi- 
tions responsible for the business depression of 
the last eighteen months and who have been 
able to overcome those conditions locally by the 
application of the policies and merchandising 
Practices originated and recommended by the 
organization whose get-together meeting they 
are attending. Hearing experiences of how de- 
pressing conditions have been overcome and 
how these dealers will continue to overcome 
them as long as they exist alone will make the 
forthcoming meeting of Associated Leaders one 
of outstanding importance and value from a 
Practical, profitable standpoint. However, the 


convention as a whole will be one of real busi- 


ness building discussion, filled with practical 
and profitable merchandising and financing 
ideas. Dealers attending this convention will 
know pretty definitely at that time what 1930 
has done for them in the way of business and 
from the convention discussions should be able 
to determine what they can expect or can de- 
velop in the way of business betterment in the 
year of 1931. 


Talks on Wholesalers’ Problems 


New York, Oct. 13.—The present problems 
of the wholesalers recently were discussed by 
Secretary W. W. Schupner, of the National- 
American Wholesale Lumber Association, in an 
address to a group of wholesalers, retailers and 
others comprising the Boston lumber school. 
Among some of these problems, Secretary 
Schupner listed these: Overlapping in competi- 
tion; adequate compensation based on actual 
distribution costs; centralized buying agencies 
and commission buyers; improper use of the 
term wholesaler by retailers; eliminating “com- 
mission splitting”; dependability of customers’ 
statements on competitors’ prices; helping small 
mills produce better manufactured and more 
evenly graded lumber ; educating salesmen prop- 
erly to promote their products and avoid ex- 
travagant promises; obtaining payment for 
goods sold on agreed terms of sale. 

All of these are problems vitally affecting 
the wholesaler and in which the retailers have 
much more than a passing interest. Mr. Schup- 
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We are strongly committed to 
advertising, particularly in a pe- 
riod of depression. Advertising 
appropriations should be increased 
in such a period as that through 
which we are going. To cut off ad- 
vertising now is like cutting off the 
right arm of the sales department. 
— Leroy D. Peavey, president, 
Babson organization. 
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ner’s talk, which was heard with much interest 
and attention, was one of a series of addresses 
being made before the Boston lumber school by 
outstanding men in the various branches of the 
lumber industry. 





Endorse Extension Campaign 


OsHaAwa, Onrt., Oct. 13.—Co-operation for the 
purpose of increasing the consumption of lum- 
ber is making encouraging progress in Ontario 
between wholesale and retail dealers. The chief 
line of co-operation today is founded on con- 
tributions of $1 a car by wholesalers and re- 
tailers, the money going into a fund, which the 
local group of retailers spends on advertising 
and other publicity work. 

The dealers in Oshawa, Whitby and Bow- 
manville are planning to introduce the same 
scheme in their territory. A meeting was held 
at Oshawa on Oct. 3, where representatives 
were present from these three towns and a 
number of other points including Trenton, 
Cobourg, Port Perry, Orono, and Port Hope. 
Secretary-Manager Horace Boultbee, of the 
Ontario Retail Lumber Dealers’ Association, 
spoke of several matters at present occupying 
the attention of the association. The first of 
these was the dollar-for-dollar trade promo- 
tion scheme and the dealers in Oshawa, Whitby 
and Bowmanville decided to hold a separate 
meeting the next week and make a proposi- 
tion to the wholesalers. 

Building and loan associations were discussed 
and a motion was carried approving of the pro- 
posal of the Toronto dealers to start a cam- 
paign to induce the Ontario legislature to pass 
an act for the incorporation of building and 
loan associations. 

Secretary-Manager Boultbee reported that 





directors of the Wholesale Lumber Dealers’ 
Association, in conference with directors of the 
Ontario Retail association, had agreed to fur- 
nish shippers’ tally cards, if requested, when- 
ever practical. This announcement met with 
unanimous approval of the meeting. 

C. H. Millard, of Oshawa, proposed that the 
Oshawa dealers should start a movement for 
holding a “Made in Oshawa” exhibit. Many 
citizens bought their goods outside of the city 
or town because they did not know they could 
be bought locally. The suggestion was re- 
ceived enthusiastically and is likely to produce; 
results in the near future. 

In a round-table series of reports on business 
conditions, all the dealers present gave encour- 
aging statements. Most of them told of busi- 
ness having increased substantially during the 
last few weeks. _ 


Southwestern Directors Confer 


Kansas City, Mo., Oct. 14.—Thirty-two of | 
the thirty-nine directors of the Southwestern - 
Lumbermen’s Association were present at the 
meeting here Friday and attended the luncheon 
of the Kansas City Hoo-Hoo Club. Business be- 
fore the directors was largely of a routine na- 
ture. L. R. Putman, merchandising counsel of 
the Southern Pine Association, appeared before 
the directors to discuss the matter of closer co- 
operation between the retailers and the manu- 
facturers in promoting the sales of lumber. A 
committee to consider what might be done in 
that way was appointed, consisting of Roy 
Gaither, of Altus, Okla.; T. R. Cauthers, of 
Ashland, Kan.; E. A. Duensing, of Concordia, 
Mo., and Andrew Smith, of Ft. Smith, Ark. 
This committee will meet with similar com- 
mittees from other associations in the southern 
pine market territory at a meeting soon to be 
held in Hot Springs, Ark., for discussion of 
plans evolved. 

Among the directors of the association there 
appeared to be a strong opinion that the trade 
had gone through the worst of the depression 
and that 1931 would see a much improved mar- 
ket for lumber. In this connection considerable 
attention was given to the house plan service 
proposition which is to come before the 1931 
annual convention at Wichita. 

Some interesting statistics prepared by Sec- 
retary E. E. Woods were laid before the direc- 
tors. It was shown that in the four States in 
the association area—Missouri, Kansas, Arkan- 
sas and Oklahoma—there are 9,746,665 people. 
In the four States there are 371 counties of 
which 195 showed a decrease in population by 
the last census, while 176 showed an increase. 
There are 3,088 retail lumber yards in the 
four States, or one to each 3,156 of the popula- 
tion. 

Prior to the meeting the directors were guests 
of the Kansas City Hoo-Hoo Club at luncheon. 
Much of the discussion was about grade-mark- 
ing, and the arguments in favor by L. R. Put- 
man and against by W. B. Kennedy, of Okla- 
homa City, were listened to with close attention. 








To Carry a of Southern Pine 


New Or-eans, La., Oct. 13.—Facing a long 
list of engagements before groups of lumbermen, 
J. F. Carter, manager of trade promotion of 
the Southern Pine Association, has left his 
office here to keep the first engagement in an 
address before the Boston lumber school on 
Oct. 16. Mr. Carter was the first of the speak- 
ers to appear before the school when it was 
organized three years ago, and this will be the 
third time he has appeared before it. 

On Oct. 16 there will also be a conference 
in Boston with Prof. Charles Killam, professor 
of architecture at Harvard, this conference 
growing out of a lecture which Prof. Killam 
delivered before the school in the spring, a lec- 
ture which was given wide publicity through 
the activity of Don B. Hyde, chairman of the 
school, who sensed a means for awakening the 
lumber industry to a realization of the need for 
better specifications in lumber for the use of 
architects. Out of the conference between 
Messrs. Killam and Carter, together with off- 
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cers of the Boston school, it is expected a pro- 
gram of effort will be formulated. 

Mr. Carter’s various appearances before 
groups of lumbermen are intended to carry the 
southern pine message as to grades, proper 
uses of lumber, the protection afforded in the 
grade-mark, an explanation of structural grades 
treated and untreated, as well as to discuss the 
proper basis upon which specifications for resi- 
dential building should be written. 

The engagements are: 

Boston Lumber School, Oct. 16: Nylta Club 
of New York City, Oct. 17. Following these 
will come the zone meetings of the Pennsyl- 
vania Lumbermen’s Association: York County 
unit, York, Pa., Oct. 20; Baltimore unit, Bal- 
timore, Md., Oct. 21; Tri-State unit, Wilming- 
ton, Del., Oct. 22; Del-Mar-Va unit, Salisbury, 
Md., Oct. 23; South Jersey unit, Bridgeton, 
N. J., Oct. 24; Bucks County unit, Doyles- 
town, Pa., Oct. 27; Montgomery County unit, 
Norristown, Pa., Oct. 28; Berks County unit, 
Reading, Pa., Oct. 29; Lancaster County unit, 
Lancaster, Pa., Oct. 30; Lehigh Valley unit, 
Allentown, Pa., Oct. 31; Lackawanna County 
unit, Scranton, Pa., Nov. 3; Susquehanna Val- 
ley unit, Sunbury, Pa., Nov. 4. 


Toronto Wholesalers in Monthly 


Toronto, Ont., Oct. 13.—At the regular 
monthly meeting of the Wholesale Lumber 
Dealers’ Association, held here today, A. S. 
Nicholson reported upon the recent confer- 
ence between the wholesale and retail associ- 
ations. Announcement was made that the first 
bulletin of the trade extension committee of the 
Canadian Lumbermen’s Association would be 
issued within a few days, this creating much 
interest because of the intimate association of 
many of the wholesalers with the trade exten- 
sion activities of the Canadian organization. 





Ontario Association Activities 

CHATHAM, OnrT., Oct. 13.—Member of the 
Southwestern Ontario Retail Lumber Dealers’ 
Association met here last Thursday and heard 
reports by M. F. Clatworthy, chairman, and 
M. R. Bogart, secretary. The latter reported 
that in various ways the members had made 
more use of the association the last year than 
ever before. F. A. Rowlatt, manager of the 
White Pine Bureau, Toronto, delivered an ad- 
dress which was followed by a discussion on 
white pine grading. The “dollar for dollar” 
trade promotion work was thoroughly discussed 
and it is likely that Border Cities and London 
dealers will put the plan into effect in their 
districts. Approval was given the proposal that 
shippers’ tally cards accompany each shipment 
of lumber, when requested by the retailer. The 
next meeting of the association, to be held in 
December, will be the annual. 





Supsury, OntT., Oct. 13.—The Northern On- 
tario branch of the Ontario Retail Lumber 
Dealers’ Association met here Oct. 7, and, fol- 
lowing luncheon and addresses by D. H. An- 
dress and H. Boultbee, decided to break up the 
district into two branches, to be known as the 
Nipissing - Algoma and the Muskoka - Parry 
Sound districts. Mr. Andress was elected 
chairman of the first named, with W. Bearinger 
as vice chairman and E. A. Fitchett as secre- 
tary. The four Sudbury dealers then discussed 
conditions in their city, characterizing them as 
ideal. It is probable that the Sudbury dealers 
will meet monthly and one of the first problems 
to be taken up will concern the “dollar for dol- 
lar” trade extension plan. 





Prescott, Ont., Oct. 13—The Eastern On- 
tario Retail Lumber Dealers’ Association held 
an all-day meeting here Oct. 9 and gave lengthy 
consideration to such problems as ready roof- 
ing merchandising and distribution, direct sales 
by hardwood flooring manufacturers to contrac- 
tors, accident prevention etc. A motion was 
carried to the effect that the ready roofing 
problem be discussed at the annual convention 
of the Ontario Retail Lumber Dealers’ Associ- 
ation next January and that representatives of 
the roofing interests be invited to be present 


during the discussion. Trade conditions were 
discussed, it being the consensus that business 
is on the mend. The annual meeting will be 
held in Ottawa the last week in November. 


Gives Talk on Selling 


DeENverR, COoLo., Oct. 13.—A group meeting 
under the auspices of the Mountain States Lum- 
ber Dealers’ Association was held last week at 
Wray, Colo. T. Barr Groves, of Wray, pre- 
sided. Secretary T. J. Vincent, of Denver, the 
chief speaker, talked on the opportunities in 
personal solicitation, especially stressing how 
new business is created in this way. 

In effective solicitation, said Mr. Vincent, 
the salesman is interested in two things; to 
make direct sales of materials, and to get 
prospects for later sales. Thus, there may 
be uncovered prospects for houses, barns, 
other buildings, reroofing, modernizing, re- 
pairs, milk houses, bridges. This is only a 
part of the list, of course. 

In sections of the country where solicitation 
has been tried out on an experimental basis 
lately, it has been found that a good sales- 
man will develop much business for which, 
were it not for his efforts, no orders would 
be placed. Only a portion of people are act- 
ually unable to go ahead with enterprises re- 
quiring building materials. ‘There are many 
who can, if they wish. A good salesman can 
stimulate and inspire these. He can arrange 
for carpenters, painters, and other services. 

————_—_———_. 

Cincinnatians Conclude Golf Season 


CINCINNATI, Onto, Oct. 13.—Kenneth Wil- 
liams, president of the Anchor Lumber Co., 
hardwood dealer, was proclaimed champion 
golfer of the Cincinnati Lumbermen’s Golf As- 
sociation following the annual tournament Oct. 
8 when he cleaned up some forty contestants 
for honors and won the low gross score 36 
holes medal play on the course at the Hyde 
Park Golf & Country Club. At the same time 
Mr. Williams was awarded the Mowbray & 
Robinson silver trophy cup which was his by 
virtue of winning the championship. As an 
additional honor he was elected president of 
the association for the season of 1930-31. 

Other prize winners at the tournament were 
L. F. Ratterman, E. M. Bonner, Ralph Cordes, 
George Edwards, Eppa Rixey, James C. West, 
W. R. Bass, Ferd Critchell, R. W. Sloniker 
and Harry Freiberg. A peculiar thing about 
the tournament was that for a second time in 
succession Ralph Cordes, of the Cordes Lumber 
Co., tied with the championship on low gross 
score and lost it on the toss. 

At the annual dinner Kenneth Williams was 
elected president, Ralph Cordes vice president; 
Hartley Akin, president of the Hartley Akin 
Lumber Co., treasurer, and W. D. Mims, secre- 
tary of the T. B. Thames Lumber Co., secre- 
tary. 





Canadian Lumbermen Set Date 


Ottawa, Onrt., Oct. 13.—Announcement is 
made by R. L. Sargant, secretary-manager of 
the Canadian Lumbermen’s Association, this 
city, that the twenty-third annual meeting of 
the organization will be held Feb. 3, 4 and 5, 
1931, at the Royal York Hotel, Toronto, Ont. 


English Hardwood Outlook Better 


Lonpon, Enc., Oct. 6—In the hardwoods 
section the outlook is generally a little more 
hopeful than it has been for the last few 
months, though the expansion in business grows 
but slowly. Fluctuations in prices have made 
it difficult for importers here to purchase with 
surety, but the probability of increased freights 
and a general stiffening of prices are resulting 
in returning confidence and more activity at 
the yards. 

The United Kingdom is the largest buyer of 
American oak, and a healthy increase in the 
London import is shown in the figures issued 
for the first eight months of the year. Up to 
the end of August 3,368,173 cubic feet was im- 
ported as against 2,877,797 cubic feet for the 





same period of 1929. A slightly better tone jg 
also reported in the market for ash, the import 
of which also shows an increase over that for 
the previous year. 

Oregon pine is taking a position of consider. 
able importance in the English timber trade 
and is being used extensively in the shipyards. 
the house building and furniture trades, and for 
railway ties. Combined with the excellent 
qualities of the wood itself, the low prices which 
have been ruling have greatly assisted Oregon 
pine in widening its market, and it is beginning 
to be used as a substitute for certain other 
timber. It is said by a member of the ply. 
wood trade that Oregon plywood is being em- 
ployed in the shipyards in place of gaboon, 
while for some time now Oregon has been com- 
peting with pitchpine for steamer decks. 

The coopers report a moderate import of 
American stavewood, but the fact that prices 
have shown a falling tendency for some time 
past is confining orders to the small side, and 
buyers are purchasing only sufficient to meet 
existing requirements. Orders for regular sup- 
plies are difficult to arrange and the present 
hand-to-mouth buying is resulting in the sea- 
soning being less satisfactory than formerly, a 
fact which is giving rise to some complaints 
on this side of the water. 





HOO-HOO DOINGS 











Activities of Twin City Hoo-Hoo 


MINNEAPOLIS, MINN., Oct. 15.—The next 
meeting of the Twin Cities Hoo-Hoo Club, Oct. 
23, will be devoted to a discussion of purely 
Hoo-Hoo affairs. Each committee will be 
seated at a separate table, reports of chairmen 
will be given and plans for the future dis- 
cussed. 

At the last meeting of the club, last Thurs- 
day, Dr. O. B. Jesness, head of the division of 
agricultural economy at the University of Min- 
nesota, told the 81 persons in attendance some- 
thing about the problems of Northwest agri- 
culture. Eighteen of those present were guests, 
many of them officers and members of the board 
of directors of the Northwestern Lumbermen’s 
Association. They were introduced by Ormie 
C. Lance, secretary of the association. 


Writes a Song of Hoo-Hoo 


Kansas City, Mo., Oct. 13.—One of the 
most disappointed faithfuls in Hoo-Hoo land 
over his inability to attend the annual in To- 
ronto recently is Dan G. Saunders, of this 
city. Mr. Saunders, expecting to attend the 
annual, wrote a little song which he entitled 
“Hoo-Hoo No. 12,” which he hoped to have 
sung at the Toronto annual. His plans being 
changed and finding himself unable at the last 
minute to attend the annual, he now is hoping 
to have this song sung during the annual con- 
vention of the Southwestern Lumbermen’s As- 
sociation in Wichita, Kan., next January. The 
song, both the words and music of which were 
written by Mr. Saunders, is as follows: 


In the year of eighteen ninety-two 

Way down in old Louisiann, 

There’s where I first saw the light of day 
In good old Hoo-Hoo Land. 


(CHORUS) 
Hoo-Ho0o—Hoo-Hoo 
The place we love to dwell, 
Hoo-Hoo—Ho0o0-Hoo 
Dear old Number Twelve. 





Hoo-Hoo stands for the best of men, 

All are working in a joyous band 

And when we meet at our annual 

There’s jolly good times in Hoo-Hoo Land. 


(CHORUS) 


I have traveled this road for forty long years 
With my comrades hand in hand, 

And when we reach the golden shore 

We'll all be happy in Hoo-Hoo Land. 


(CHORUS) 
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Pennsylvanians 


PirrssuRGH, Pa., Oct. 13.—At a_ meeting of 
the directors of the Retail Lumber. Dealers’ As- 
sociation of Western Pennsylvania, held here 
on Oct. 10, there was considerable discussion 
of a letter received recently from the Southern 
Pine Association, asking for an expression as 
to the attitude of the dealers toward the possi- 
bility of southern pine mills manufacturing lum- 
ber cut to length for house bills. 

This letter finally was referred to a commit- 
tee consisting of Carl Van der Voort, general 
counsel, J. G. Marks and J. B. Wallace. This 
committee prepared a letter to J. F. Carter, 
trade promotion manager of the Southern Pine 
Association, in which he was advised that a 
thorough canvass of the membership of the as- 
sociation had been made and that the practi- 
cally unanimous opinion of those from whom 
answers had been received was against the pro- 
posal. Among the objections raised was that 
contractors do not wish to handle ready-cut 
material. Also, dealers reported that where op- 
portunity is afforded they can always meet the 
competition of the ready-cut house concerns. 
Mr. Carter and the association were assured 
of the appreciation the Pennsylvania dealers felt 
for this endeavor to be of service. 

Director D. E. Olson reported a meeting of 
the Crawford County dealers held recently at 
Meadville, and Director C. E. Dudenhoeffer re- 
ported a meeting of the Venango County deal- 
ers, held at Oil City. 

President F. A. Moesta gave a report of the 
convention of the National Retail Lumber 
Dealers’ Association, which he attended in Chi- 
cago recently, and said that according to re- 
ports made there conditions in western Penn- 
sylvania are probably better than those prevail- 
ing in other parts of the country. Vice Presi- 
dent J. B. Wallace and Directors H. W. Coale 
and F. C. Hoffman also reported on activities 
of the National convention. 

President Moesta, who is chairman of the 
convention committee for the next annual meet- 
ing of the Western Pennsylvania association, 


Opposed to Ready-Cut Lumber 


reported that the program for this twenty- 
fourth annual is about completed and that mem- 
bers who attend will hear some unusually in- 
teresting and informative talks. The dates for 
the annual are Feb. 4, 5 and 6, 1931. 

Reports on business conditions then were 
heard from the various directors, as follows: 


Director No. 1. Conditions show slight im- 
provement. Coal industry is much better, 
giving employment to many laborers, long 
idle. Farmers and dairymen, however, ow- 
ing to short crops and poor market for their 
products, are finding it very difficult to meet 
their obligations and are making no pur- 
chases. This, of course, is due to the long 
drouth which prevailed during the summer 
months. There are a few new buildings and 
constructions, but slightly below normal. 
Considerable additional repairs io old prop- 
erty make up a fair volume of business. 

Director No. 2. Conditions about the same 
as the last few months. Not much new work, 
but some remodeling. Money for first mort- 
gages will be more available for 1931 than 
heretofore. Collections fair. 

Director No. 3. Collections slow, but gen- 
eral conditions are fair; most jobs are draw- 
ing to a close. 

Director No. 4. Business in our district is 
slow. However, we attribute that to the coal 
industry in our territory, which class of busi- 
ness has been slow for some time: There is 
some remodeling and some new work. Col- 
lections very slow, but look for considerable 
improvement in the very near future. 

Director No. 5. Industrial work has slowed 
up which makes collections in our district 
slow. However, there is some repair work 
which makes us optimistic as to the future. 

Director No. 6. Conditions are unchanged 
at present. However, with the present open 
weather remodeling and repair work will 
help considerably. 

Director No. 7. Trade shows a little more 
figuring being done during the last two 
weeks than heretofore. 

Director No. 8. Business in our county is 
slow. New building, remodeling, and repair 


work have not been up to normal. However, 
coal production has shown improvement. 


Director No. 9. Conditions in our district 
have been helped recently by the construc- 
tion of some public buildings. Look forward 
to a fair volume of repair and remodeling 
work for the balance of the year. Collec- 
tions slow. 

Director No. 10. The general business let- 
up has affected the lumber trade in our dis- 
trict to a certain extent. With a slight 
improvement in general business we feel that 
the lumber and supply dealers will receive 
the benefit. 

Director No. 11. 
hard to get. 


Director No. 12. House building has been 
slow, but repair and modernizing are fairly 
good. Industrial business has helped us to 
hold pretty close to last year’s volume. 

Director No. 13. Taking general conditions 
into consideration dealers in our district have 
enjoyed a fair amount of business, perhaps 
15 percent to 20 percent less than 1929. How- 
ever, we have plenty of mortgage money 
available and there is considerable amount 
of repair and remodeling work. 

Director No. 14. Business 10 percent bet- 
ter in September over August; October still 
better. Mills and mines working about 50 
percent of capacity. 

Director No. 15. Business for the last thirty 
days shows nice improvement. Fall business 
looks fair. However, the total for the year 
is slightly lower than in 1929. 

Director No. 16. Some slight improvements 
on account of public work. Collections are 
improved. 

Director No. 17. Timidity on the part of 
the home builder or home buyer is holding 
back considerable amount of residential 
building in our district. ‘“‘Eventually—why 
not now?” is a very appropriate slogan at 
this time for prospective home owners. To 
offset in a measure the lack of house build- 
ing, industrial business has been pretty fair 
and from present indications should continue 
through the balance of the year. 


Business fair; money very 


New Hampshire Millmen Urged to Curtail 


Mancuester, N. H., Oct. 13.—H. H. Sturgis, 

of Portland, Me., former president of the Maine 
Lumber Manufacturers’ Association, brought 
the one outstanding message of optimism to 
brighten the annual fall meeting of the New 
Hampshire Lumbermen’s Association, held here 
last Friday in the Hotel Carpenter. His firm, 
Mr. Sturgis declared, had made money in the 
lumber business during the last year in spite 
of business depression and a despondent stock 
market, and he confidently declared that he ex- 
pected to keep on making money this winter 
and next year. He said the act of the Maine 
legislature in giving its assistance to the lum- 
ber industry by reducing the valuation of 
stripped land from $5 to $2 an acre had been 
very helpful. The secret of making money in 
the lumber manufacturing business, Mr. Sturgis 
indicated by his inspirational talk, is to secure 
hard and fast contracts with financially respon- 
sible customers before cutting the first tree, and 
thereafter limiting operations strictly to the 
volume of definite sales. 
_ The quarterly consolidated stock report was 
illuminative in view of the discouraged attitude 
of some of the members. This showed that 
stocks on hand aggregated 93,525,000 feet, com- 
paring with 88,988,000 feet on July 1 and 
76,435,000 feet one year ago. Twenty-eight 
mills were reported running, the same as last 
quarter, whereas forty-two mills were running 
a year ago. Of the lumber on hand Oct. 1, 
67,038,000 feet was reported sold and awaiting 
delivery orders and 26,487,000 feet unsold. 

At the morning session, called to order by 
President Harry K. Rogers, of Suncook, Ralph 
Morgan, of Richmond, head of the State’s Izaak 


Walton League, showed two reels of motion 
pictures made during the recent disastrous forest 
fire at Chesterfield. There were after this short 
talks by Warren Hale, assistant State forester, 
on the tax situation, and A. O. Benton, of the 
United States Forest Products Laboratory, 
Madison, Wis., on the production of dimension 
and the profitable opportunities for lumber 
operators willing to give this matter intelligent 
consideration. 

George Duncan, of Jaffrey, secretary of the 
Recess Tax Commission, explained the consti- 
tutional amendments now pending in New 
Hampshire, and expressed himself strongly in 
favor of eliminating a standing timber tax and 
adopting in its place a tax levy at the time of 
the severance of mature timber for manufacture 
into lumber. He declared that increasing taxa- 
tion on New Hampshire timberlands is rivalling 
forest fires in its burden upon the timber owner, 
and similar opinions were expressed by War- 
ren Hale, of the New Hampshire forestry de- 
partment. 

Mr. Hale cited the instance of an owner of 
timberland, now 81 years old, who bought in 
1876 for $2,000 a tract of 250 acres on which 
he has seen the taxes increase year by year 
from $15.30 to $491 last year. For twenty-five 
years this owner saw no radical change in his 
tax hills, then they began to mount, over 5-year 
periods jumping to $51, $127, $221, $313 and 
last year to $491. Mr. Hale stated that the 
total cost of this aged man’s 250-acre tract of 
timber, including original cost, taxes and inter- 
est, is now $23,066; the total return for cut 
timber is $3,000 and the present assessed value 
is $15,000, so it represents a net loss of $5,000. 


Mr. Benson of the chemistry department at 
the United States Forest Products Laboratory 
stressed the importance of cost systems to at- 
tain intelligent cutting, handling and marketing 
of forest products. He said that scientific dry- 
ing so as to put lumber in the best possible con- 
dition for early consumption is a most impor- 
tant matter in modern lumbering operations. 
He urged New Hampshire lumbermen to give 
careful consideration to the importance of a 
future program for cost systems. 


Calling attention to the facts revealed by the 
consolidated stock sheet as of Oct. 1, President 
Harry K. Rogers advocated stringent curtail- 
ment of production until the working of the old 
law of supply and demand brings prices to more 
satisfactory levels. He advised his fellow lum- 
bermen to turn their attention also to seeking 
means to meet competition offered by the nu- 
merous substitutes for lumber. “If we are to 
believe what they are telling us,” asserted Mr. 
Rogers, “the depression is at the bottom and 
good business is just around the corner.” 


It was voted to refer to the transportation 
committee a suggestion that the Boston & Maine 
Railroad might be willing to lower freight rates 
on lumber in return for a reduction in the 
minimum carload weight. 


In reply to a question from the floor as to 
any suggestion for improving business, W. D. 
Veazy, of Laconia, advised timber owners to 
cut only that quantity which people will buy. 
“We must use our heads,” declared Mr. Veazy, 
“and cease cutting so much worthless stuff. I 
believe there is a good field in native white pine 
if it is properly sawed and manufactured.” 
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In a round-table discussion after the talk by 
George Duncan speakers varied widely in their 
views as to whether or not it is wise to permit 
timber to grow to maturity under existing tax- 
ation methods, which were generally character- 
ized as exceedingly burdensome. Mr. Duncan 
had contended that high taxation is due to in- 
creased government costs which are the result 
of the growing public demand for that which is 
good but costly. He said that three-fourths of 
the area of New Hampshire is better suited for 
the growing of timber than anything else, both 
for recreational purposes and to supply the lum- 
ber market, and that it is to the State’s advan- 
tage to foster the interests of the timber owners. 

A considerable part of the morning session 
was devoted to informal conferences among the 
lumbermen who came to the meeting from all 
sections of the State, as well as from Maine, 
Vermont and Massachusetts, in compliance with 
the official slogan of the day, which was: “Bring 
Your Competitor and the Membership Commit- 
tee Will Make Him Welcome.” 

After the quarterly association luncheon there 
was an afternoon session devoted mostly to the 
formal addresses. 
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E. L. BRUCE Co. 


MEMPHIS, TENNESSEE 


Largest manufacturers of Hardwood 
Flooring in the world 


Headquarters for: 


LUMBER 


in straight cars 
and mixed cars 


DIMENSION 


—one piece or glued-up, 
rough, surfaced or 
moulded to pattern. 


FLOORING 


*CELLized Oak Floor Planks, 
*CELLized Wood Floor Blocks, 


also regular T & G, *CELLized 
or untreated. 











Mills at: Prescott and Little Rock, 
Ark.; Cairo, Ill.; Oak Grove, La.; Reed 
City, Mich.; Bruce and Laurel, Miss. 
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GEORGE LEIDY WOOD, for years active 
in Baltimore, Md., as vice-president and gen- 
eral manager of the R. E. Wood Lumber Co., 
producer and wholesaler of hardwoods, died 
in a hospital at Natchez, Miss., on Oct. 7 of 


malignant malaria. Mr. Wood was a brother 
of R. EB. Wood, president of the company, 
which for years carried on sawmill operations 
in West Virginia, Tennessee and North Caro- 
lina, the last one in operation having been at 
Fontana, N. C. He was born on May 19, 1873, 
at White Pine, Pa., and early in life came 
into the lumber trade through the white pine 
development in that section. Later, when his 
brothers took up activities in the timber re- 
gions of the States mentioned, he became 
identified with those enterprises, continuing 
therein until complications brought a cessa- 
tion of mill operations and a disposal of as- 
sets. Recently Mr. Wood had been connected 
with the Champion Fibre Co., of Canton, N, C. 
He is survived by his wife and nine brothers 
and sisters, one of the sisters being the wife 
of J. H. Yost, who was secretary of the R, E. 
Wood Co. Mr. Wood took a great interest 
in the hardwood trade and for a long time 
was active in movements designed to advance 
the interests of the industry, attending the 
sessions of the Appalachian Logging Con- 
gress, and at one period holding affiliation 
with the National Hardwood Lumber Associa- 
tion. His expert knowledge of hardwoods was 
made use of by the Government during the 
war when he looked after supplies of lumber 
for the military authorities, and in considera- 
tion of this service he was made a major. 


ROBERT H. ANDERSON, prominent Utah 
lumberman and leading business man of 
Logan, Utah, died suddenly on Oct, 9. Mr. 
Anderson was one of the best known retail 
lumber merchants of 
the western country 
and was one of the} 
early members and an | 
officer of the old Utah 
Retail Lumbermen’s 
Association. He was 
also one of the charter 
members of the West- | 
ern Retail Lumber- 
men’s Association and | 
one of its most active | 





THE LATE ROBERT 
H. ANDERSON 





workers. Robert Ander- 
son belonged to a dis- 
tinguished family of ] 
western lumbermen. | 
He was born Jan. 19, | 
1875, and his entire | 
business career has 
been in the lumber 
business. The Ander- 
son system of line} 
yards, and particularly | 
the fine Anderson lum- 
ber and hardware 
stores at Ogden and Logan, are familiar to 
readers of the AMERICAN LUMBERMAN since 
their progressive methods, striking displays 
and other features have often been described 
in its pages. Mr. Anderson was also a fre- 
quent speaker at lumbermen’s conventions and 
a most effective one, always a welcome addition 
to any program. He was also active in Hoo- 
Hoo. Recently he was elected a member of 
the board of directors of the First National 
Bank of Ogden and of the First Savings Bank 
of that city. Details as to his death have 
not yet reached this office. 


JUDD LINCOLN BABCOCK, nine-term 
mayor of Sedalia, Mo., a pioneer lumberman 
of central Missouri, who had devoted his life 
to the advancement of that industry in addi- 
tion to doing much to build a city, died at 
his home in Sedalia Wednesday, Oct. 8, 1930, 
at the age of 69, following a lingering illness. 
Death ended his term as a director of the 
Central Missouri Lumbermen’s Association 
and as a committeeman of the Southwestern 
Lumbermen’s Association. Although never 
serving as an officer of either organization 
he was always active in both and there was 
no better known member than Mr. Babcock. 
In addition to his executive services to his 
community, which had won for him the title 
of “Sedalia’s Perpetual Mayor,’ Mr. Babcock 
devoted much of his time to civic affairs, while 
conducting the well known Babcock Lumber 
Co. in Sedalia. It was largely through his 
personal efforts that the general shops of the 
Missouri Pacific Railroad were located in 
Sedalia. The Bothwell Memorial Hospital, a 
$200,000 structure, was another project to 
which he gave liberally of his time during 
recent years. - Born the day Lincoln was first 
inaugurated president, March 4, 1861, at 





Lamont, Mich., Mr. Babcock was a staunch 
Republican throughout his life. Before goin 
to Sedalia he and an uncle, George Babcock, 
conducted a successful sawmill business j, 
Arkansas for the manufacture of hardwood 
lumber. Mr. Babcock is survived by his 
widow, Mrs. Nora Angell Babcock; two daugh- 
ters, Mrs. Edward Felgate, Higginsville, Mo 
and Nina Babcock, New York City, managing 
editor, The Nautical Gazette; one son, E. q 
Babcock, Sedalia; one brother, E. B. Babcock 
Kalkaska, Mich; and seven grandchildren 
Besides being a member of many civic organ- 
izations he was affiliated with the Masonic 
Lodge, The Knights of Pythias, and the Wood. 
men of the World. Several hundred persons 
crowded the Presbyterian Church on the after. 
noon of Friday, Oct. 10, to pay a last tribute 
to Sedalia’s prominent citizen. 


MICHAEL JAMES RIORDAN, pioneer lum- 
ber manufacturer of Flagstaff, Ariz., and pub- 
lic spirited citizen of that Sate, died at a hos- 
pital in Rochester, Minn., on Oct. 7 at the 
age of 65. Mr. Riordan had been in ill health 
for several months and entered. the hospita] 
on Sept. 17. Mr. Riordan was born in Chicago 
on May 19, 1865, the son of Timothy and Mary 
(White) Riordan. He was educated in the 
public schools of that city until his twelfth 
year when he attended St. Ignatius College, 
first in Chicago and then in Florissant. He 
entered the lumber manufacturing business 
in 1885 at which time he moved to Flagstaff, 
With his two brothers, D. M. and T. A, Rior- 
dan, he took over the lumber operation of the 
Ayer Lumber Co., changing the name to Ari- 
zona Lumber Co., which in 1887 was changed 
to the present name of Arizona Lumber & 
Timber Co. Mr. Riordan was secretary-treas- 
urer of that company, which has been one of 
the leading lumber operators of the Southwest 
for over 40 years, at the time of his death, 
also secretary of the Howard Sheep Co., and 
president of the First National Bank of Flag- 
staff and of Riordans (Inc.) Mr. Riordan was 
a member of the Arizona Legislative Council 
in 1901, was a public school trustee for one 
term, county examiner of public school teach- 
ers for one term. He had contributed articles 
to various magazines and periodicals, and pub- 
lished in pamphlet form certain historical 
matter relating to early Spanish settlement, 
in which he was much interested, particularly 
the work of the missionaries. He was a mem- 
ber of the Flagstaff Country Club and the 
Newman Club of Los Angeles. Mr. Riordan 
married Elizabeth Metz, of Cincinnati, who 
survives with two sons: Richard and Robert 
Riordan, both of Flagstaff; two daughters: 
Mrs. William Quirke, of Ireland, and Mrs. 
Walter P. Chambers, of Los Angeles, and 
seven grandchildren. 


FRANK H. GOODYEAR, president of the 
Goodyear-Wende Oil Co., Buffalo, N. Y., and 
vice president and director of the Great 
Southern Lumber Co., Bogalusa, La., was 
fatally injured in an automobile accident near 
Buffalo on Oct. 13 and died a few minutes after 
his arrival in the Emergency Hospital there. 
With his wife and several friends he was 
driving to Buffalo to attend a dinner party. 
His car turned over and crashed into a tree 
after he had tried to avoid a collision with 
a car coming from the opposite direction. 
None of the other members of the party were 
seriously injured. Mr. Goodyear sustained a 
crushed chest, a broken neck and a broken 
leg. He was born in Buffalo 38 years ago, the 
son of Frank H. Goodyear, who established 
the Goodyear Lumber Co. After attendance 
at Yale he identified himself with the Great 
Southern Lumber Co. and devoted himself 
entirely to the affairs of the company until 
1927, when he organized the Goodyear-Wende 
Oil Co. He was greatly interested in yacht- 
ing and his latest yacht, built at a cost of 
more than $300,000, was badly damaged sev- 
eral months ago by an explosion, near the 
Florida coast. He had homes in Buffalo and 
East Aurora and a winter home in Jekyl 
Island. He was a director of the Marine Mid- 
land group of banks and a member of the 
Buffalo Country Club, Saturn Club, Wanakah 
Country Club and Bast Aurora Country Club. 
Surviving are his widow, Dorothy V. Knox 
Goodyear; four children: Marjorie, Frank H., 
2d., Robert M. and Dorothy K.; also a sister, 
Mrs. Charles M. Daniels. A. Conger Good- 
year, Esther, Charles: W., jr., and Bradley 
Goodyear are cousins, children of the late 
Charles W. Goodyear. 


HENRY B. HOLTEVERT, 48 years of age, 
vice president and director of the Mengel Co., 
Louisville, Ky., died at St. Joseph’s Hospital, 
in that city, Tuesday, Oct. 7, following a two- 
day illness. Mr. Holtevert had been in declin- 
ing health for six months, and finally decided 
on an operation for appendicitis.. He was at 
his office as late as Saturday. Mr. Holtevert 
started his life as a telegraph operator for 
the Illinois Central, leaving to accept a post 
with W. C. Priest & Co., real estate operators, 
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and twenty-six years ago started with the 
Mengel Co., as a clerk, advancing to vice presi- 
dent and director, and was also sales’ manager 
for the company veneer production. Mr. 
Holtevert was a member of the Louisville 
Lodge of Elks, Audubon Country Club, Louis- 
ville; and Elwood Country Club, Elwood, Ind., 
where at one time he was located with a com- 
pany subsidiary plant. Funeral services were 
held at the home on Thursday afternoon, with 
purial in Cave Hill. 


CHARLES W. BRAYTON, for ten years a 
salesman for the Pickering Lumber Co., died 
at his home in Kansas City, Mo., on Sunday, 
Sept. 28. He was 46 years old. Mr. Brayton 
nad not been in good health for some years, 
put he had continued his activities as a lum- 
per salesman up to a few months ago when 
it was necessary for him to give up work and 
remain at home. Mr, Brayton was well known 
and liked in the trade. He was for a_short 
time Chicago representative for the Dierks 
Lumber & Coal Co. and prior to that was asso- 
ciated with R. M. Morriss, of the Thomas E. 
Coale Co. in this city. A widow, Mrs. Patti 
Brayton, his mother, Mrs. C. B. Brayton, of 
Lake Mills, Wis., and two sisters survive. 
Burial was at Lake Mills, Wis. 


MRS. MARGARETH S,. BECK, who was for- 
merly president of the Beck Lumber Co., of 
Monroe, Mich., died at her home in that city 
on Sunday, Oct. 5, at the age of 78. Mrs. 
Beck was a native of Philadelphia, born Feb. 
96, 1852, and moved to Monroe with her par- 
ents in 1855. She was married to Charles 
William Beck in 1875. Mr. Beck was the head 
of the Beck Lumber Co., which has been in 
pusiness since 1865, and upon his death in 
1901 his wife took over the management of 
the business. In 1905 the company was in- 
corporated with Mrs. Beck as president. She 
leaves five children: C. W. and Edward E. 
Beck, Mrs. George A. Buck, Mrs. George F. 
Kronbach, and Miss Cornelia M. Beck; also 
seven grandchildren. 





H. A. CLEMENS, well known lumberman 
of Windsor, Ont., and a director of the South- 
western Ontario Retail Lumber Dealers’ Asso- 
ciation, passed away recently in Grace Hos- 
pital, Windsor, where he had beena patient for 
the last five weeks. He was 54 years of age. 
Mr. Clemens went to Windsor seven years 
ago, when a branch of Midland Wood Products 
(Limited) was opened in that city. He had 
been manager of the Windsor branch of the 
firm since that time. Mr. Clemens was born 
in Hespeler, Ont., and previous to going to 
Windsor had resided in Guelph. He is sur- 
vived by his widow, seven daughters and three 
sons, 


DAVID DRAGE, for the last three years 
branch manager at High Point, N. C., for 
Penrod, Jurden & Clark Co., hardwood manu- 
facturers of Kansas City, Mo., was killed Sun- 
day, Oct. 12, in a motor car accident near 
Washington, D. C. He was 26 years old, born 
in Windsor, Eng., the son of Col. F. B. Drage. 
The family is widely known in Kansas City, 
where he had spent most of his life. He 
leaves his father, now in England; his mother 
in Kansas City: a sister, Mrs. Fred Harvey, 
in Paris, and a brother, Charles, at Sao Paulo, 
Brazil. The body was sent to Kansas City for 
burial, and funeral services were held there 
Tuesday, Oct. 14, 

CHARLES CURTIS, retired official of the 
Coastwise Lumber Co., Brooklyn, N. Y., died 
Friday, Oct. 10, at his home in that city. 
His death was caused by fumes when the 
wind blew out a gas jet while Mr. Curtis was 
asleep. He had been nearly fifty years in the 
lumber business at the time of his retirement 
afew years ago. The funeral was held Mon- 
day afternoon, Oct. 13, under Masonic auspices 
from the residence. A son, Nathaniel, and a 
brother, Joseph, survive. 


HENRY GOETZ, aged 50, sales manager of 
the Stimson Mill Co., Seattle, Wash., died sud- 
denly Oct. 6. He is survived by his widow, 
Mrs. Isabel M. Goetz, and three brothers, Rob- 
ert Goetz, Silverton, Ore.; Fred Goetz, San 
Francisco, and Ome Goetz, who is at present 
traveling in the East but whose home is in 
San Francisco. 


MRS. A. P. DACUS, wife of a Memphis 
hardwood man, died last week at a hospital in 
that city after several weeks’ illness. Funeral 
services were held last Wednesday, with 
burial in a local cemetery. She is survived 
by her husband. Mr. Dacus has been in the 
hardwood business in Memphis for many 
years and is well known. 


LLOYD RUSSELL CROSBY, JR., eldest son 
of the woods superintendent for the Weyer- 
haeuser Timber Co. at Klamath Falls, Ore., 
was killed by the accidental discharge of a 
Small target rifle in the hands of a companion 
while tramping in the woods near Ashland, 
Ore. He was 15 years old. 


MRS. MAMIE DAVIS WEAKLEY, wife of 
Charles B. Weakley, treasurer of the W. M. 
Ritter Lumber Co., Columbus, Ohio, died at 


the office of her physician on Oct. 8, of a 
heart attack. Mrs. Weakley is survived by 
her husband, one son, George Davis Weakley, 
and a brother. She was 54 years old. 


NELS JOHNSON, manager of the Thompson 
Lumber Yards at Leland, Iowa, died Oct. 9 
in a St. Paul hospital, at the age of 61. He 
had undergone an operation there the week 
previous for stomach trouble. His widow, 
four daughters and two sons survive. 


GEORGE lL. BENT, manager of the inter- 
coastal department of the Sterling Lumber 
Co., Philadelphia, Pa., died in the Bryn Mawr 
Hospital on Oct. 9, following an operation for 
appendicitis, complicated by pneumonia. He 
was 28 years old and was born in Philadel- 


phia. He leaves a widow and a small son, 
George. 
FRED R, HAMMOND, of the Burlington 


Lumber Co., Burlington, Kan., died Oct. 12 of 
heart disease, while visiting friends near that 
city. He was 59 years old. For several years 
he was State senator for the Coffey-Franklin 
county district. 





New Veneer and Basket Drier 


JACKSONVILLE, FLA., Oct. 13.—That the re- 
versible cross circulation fan system of drying 
is exceptionally efficient and economical in the 
drying of veneers and baskets has been demon- 
strated by manufacturers of these materials who 
have installed the new type Moore veneer and 
basket drier manufactured by the Moore Dry 
Kiln Co., of this city. Manufacturers are using 
this type of drier to season the highest quality 
Port Orford cedar veneer in thicknesses of %- 
inch to as thin as 1/64-inch for use in making 
the highest type of battery separators, furniture, 
Venetian blinds, airplane plywoods etc. It has 
been demonstrated that this type of veneer is 
dried just as economically and efficiently as the 
common grades of box veneers. One of the 
outstanding features of this type of drying is 
that veneer can be dried just as it comes from 
the clipper; or green veneer can be manufac- 
tured into baskets, hampers etc. and the finished 
product then dried in kilns. 

Among concerns that have installed this new 
type Moore veneer and basket drier are the 
California Barrel Co., Arcata, Calif., which is 
meeting with splendid success in drying box 
veneers; Hope Basket Co., Hope, Ark., which 
dries 12,000 baskets daily; the Corbett Package 
Co., Wilmington, N. C., which is installing a 
second drier for drying baskets, hampers etc. ; 
the Farmers’ Manufacturing Co., Norfolk, Va., 
which also is installing a second conveyor bas- 
ket drier manufactured by the Moore company, 
and L. D. Kearse, veneer manufacturer of Olar, 
S. C., who is installing this equipment. 

In this particular drier the entire fan and 
heating systems are located overhead, thus 
eliminating all excavating and making it possi- 
ble for the floor of the drier to be at ground 
level. In the installation of the Farmers’ Man- 
ufacturing Co. the drier is 150 feet long and 
the conveyor, moving slowly through the kiln, 
takes in green baskets and hampers at one end 
and discharges them perfectly dry at the other. 
This type of drier provides straight line pro- 
duction and reduces handling costs to a low 
figure. 


Washington State Offers Timber 


SEATTLE, WasH., Oct. 11.—The State forestry 
department is calling for bids on 5,950 acres 
of timber on the south fork of the Skohomish 
River and Frigid Creek watersheds, in the 
Olympic forest reserve. It lies in the upper 
region of Vance Creek and the Skohomish 
River, considerably beyond the extension of 
the Peninsula railroad into timber owned by 
the Simpson Logging Co. The stand of Doug- 
las fir, red cedar and white pine is estimated 
at 264,626,000 feet, and it is offered for a 
minimum price of $3.85 a thousand. The hem- 
lock and other species are estimated at 23,074,- 
000 feet and priced $1.10 a thousand. A $20,000 
deposit is required with a bid. 








NEVER CAN TELL 
“Women talk a good deal about clothes.” 
“They may get to wearing them.” 








WANTED 


Responsible wholesale connections to sell 
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British Columbia 
Red Cedar Shingles 


in straight and mixed cars. 
Write to 


Stoltze Manufacturing 
Company, Ltd. 


518-9 Vancouver Block, 
Vancouver, B. C. 


for particulars of attractive selling 
proposition. 


























Guard Against Credit Losses 


iv your hard-earned profits. 

2 a Exercise caution in grant- 

ing credit and use the 

mm credit ratings and reports 

=. of Clancy’s Red 

, Book Service as 
your guide. 

Order this 
service on trial 
for 80 days 
Without Cost or 
Obligation. 

Let our Col- 
lection Depart- 
ment collect 
your past due 
accounts for 
you. We can 
give you service 
that will please 
and the cost will be rea- 


LUMBERMEN’S CREDIT ASSOCIATION 
608 S. Dearborn St., Chicago 
35 S. William St., New York City 






























Established 1847 


C.B. Richard & Co. 


Foreign Forwarders, 


29 Broadway, NEW YORK Customs Brokers. We 
handle co = 

. cargo, co! nvoices 

Ocean Freight = gilliicou dais. 
Brokers for exports & imports 


Special department handling export lumber shipments 








LOWER LOGGING COSTS 


while curtailing production by eliminat- 
ing wasteful methods; then use my co- 
operative bonus plan to keep costs down. 
This service has actually effected reduc- 
tions on large operations. 


GEO. DROLET Tuscaloosa, Ala. 











WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama-Pacne GRAND PRIZE 
omenacenetanenes _soimbenprensanee 


national Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS to) capacity 3500Axes & Tools 
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Northern Woods 








We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 

of the following woods: — 
ASH-BASSWOOD 

BIRCH- SOFT ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Foster- Latimer 
wis. ° Lumber Co. 


Try 
Us 











We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


_— We also invite orders for Northern Pine, Spruce, 
Flos _,, Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critren, 516 Lumber Exchange 




















“Superior Brand’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 


—SAWS 


Their Care and Treatment 


By H. W. DURHAM 

This book will serve as a reliable guide for those who wish 
to know the art of saw fitting, or who wish to learn the prop- 
er methods of sharpening and keeping saws in order. 

During twenty-five years the author visited a large num- 
ber of sawmills, investigating the methods used in saw- 
sharpening shops, and much useful information obtained is 
embodied in this work. 

This book is bound in cloth, stamped in gold, and con- 
tains 269 pages with index. 


Price, delivered, $1.65 
American Lumberman 
431 So. Dearborn Street, Chicago, Ill. 
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Value of Morticians’ Supplies 


The bureau of the census announces that, ac- 
cording to a preliminary tabulation of the data 
collected in the census of manufactures taken 
this year, the total value of caskets, coffins, 
buria! cases and other morticians’ goods shipped 
or delivered in 1929 by establishments engaged 
primarily in the manufacture of such commodi- 
ties was $81,550,000, an increase of 12.2 percent 
as compared with $72,691,086 reported for 1927, 
the last preceding census year. 

The total for 1929 was made up as follows: 
Caskets, $59,347,000; wooden shipping cases, 
$4,809,000; metal grave vaults, $5,732,000; gar- 
ments, $4,418,000; embalming fluids, $2,625,000; 
morticians’ supplies, including some not re- 
ported by kind, $4,619,000. 

Of the total value of the 1929 production, 
wooden caskets represented $42,758,000. The 
number of wooden caskets reported was 1,157,- 
000, valued at $39,859,000, while companies not 
giving the number of caskets valued their prod- 
uct at $2,899,000, making the total value of 
wooden caskets $42,758,000. 

Manufacturers reported the production in 
1929 of 164,000 metal caskets, valued at $15.- 
987,000. Metal caskets valued at $177,000 were 
reported without stating numbers produced. 

Upward of 12,000 caskets not defined as either 
wooden or metal were reported, with a total 
value of $425,000. 


Planting Trees in Hawaii 


Hawaiian foresters planted 298,650 trees in 
the territory’s forest reserves last year, accord- 
ing to a report of the Hawaiian commission of 
agriculture and forestry just received by the 
Forest Service. One hundred and forty-seven 
kinds of trees were planted, ash, oaks and pa- 
perbark leading, with California coast redwood 
coming fourth with 23,392. More than 623,800 
trees grown in the commission’s nurseries under 
a co-operative agreement with the United States 
Forest Service were also distributed for forest 
planting on privately owned lands. 

A large eroded area was sown to a mixture 
of tree seeds by airplane, an Army plane broad- 
casting 1,689 pounds of seeds from an elevation 
of 2,000 feet. 


Drouth-Resistant Trees 


Mountain pine and black locust trees led the 
list in drouth resistance in Pennsylvania dur- 
ing the past torrid summer, according to a re- 
port from the State’s department of forests 
and waters received by the Forest Service. In 
spite of shallow rooting the locust trees showed 
little effect from the long drouth. Scarlet oak 
seemed to surpass all other oaks in resistance. 
White oak showed considerable damage, as did 
the hickories and red maple. Pines generally 
fared better than broadleaf trees. 

Recovery of most of the drouth-affected trees 
in the State is expected, but many small trees 
have died outright. 


Reduction in Forest Fire Losses 


In announcing a big reduction in acreage 
burned in the national forests so far this year, 
the Forest Service had good tidings for Na- 
tional Fire Prevention Week, which by presi- 
dential proclamation began Oct. 5. 

The sharp decrease in national forest acreage 
burned—a decline of 81 percent so far for 1930 
as compared with the entire calendar year 
1929—has been achieved in spite of adverse 
weather conditions and high fire hazards in 
many sections. 

As many fires had broken out in the national 
forests this year up to Sept. 11 as occurred dur- 
ing the whole of 1929, but they burned over 
only 181,889 acres, compared with the 978,107 
acres burned over by 7,449 fires in the twelve 
months of 1929. This heavy reduction in fire 


losses compared with last year is also a great 
improvement over the average for the last five 
years. 

Fire-suppression costs have been cut in half 
so far this year owing largely to the fact that 
most fires have been held to small acreages 
Improved organization for fire fighting, to. 
gether with a growing public sentiment for fire 
prevention are given much credit for this year’s 
good showing. Man-caused fires decreased by 
343, a creditable improvement when the number 
of tourist campers in the national forests jg 
taken into consideration. 


National Meetings of Import 


Preparations are under way for the nineteenth 
annual meeting of the Chamber of Commerce of 
the United States, to be held in Atlantic City 
April 28 to May 1, and the sixth biennial con- 
gress of the International Chamber of Com- 
merce, to be held in Washington May 4 to 9, 
next. 

While the two meetings will be separate and 
distinct they jointly will constitute one of the 
most notable business gatherings ever held in 
this country and will provide an unusual setting 
for the consideration of pressing economic prob- 
lems now looming large on the business horizon. 
Opportunity will be afforded members of the 
national chamber to examine economic develop- 
ments in the United States in the broad per- 
spective of world trade and their effect upon 
other countries. 

Another important meeting for which plans 
are being prepared is the western divisional 
meeting of the national chamber scheduled to 
be held in Portland, Ore., Dec. 8 and 9. This 
meeting will deal principally with the problems 
of the three great western industries—oil, lum- 
ber and mining. 


Building Survey Committee 

Secretary of Commerce Lamont, chairman, 
and Julius H. Barnes, chairman of the execu- 
tive committee, of the National Conference on 
Construction, the successor of the National 
Building Survey Conference, have completed the 
selection of the personnel of the executive com- 
mittee. Invitations are being sent out to about 
a score of leaders in the construction field. 

The personnel of this committee will be an- 
nounced later and a meeting of the commit- 
tee will probably be held in Washington the 
latter part of October to consider problems in 
the construction industry to which the con- 
ference can give attention, and also to decide 
upon plans for organizing a broader commit- 
tee of contact with the industry, and to make 
arrangements for the setting up of the con- 
ference. 


Presides at Church Convention 


Robert A. Long, of Kansas City, Mo., and 
Longview, Wash., chairman of the board of the 
Long-Bell Lumber Co. and outstanding leader 
in business and church affairs, is presiding over 
the International Convention of Disciples ot 
Christ, now in session here. Washington was 
chosen for the convention this year in order 
that the delegates might participate in the dedi- 
cation of the beautiful new National City Chris- 
tian Church, which occupies a prominent site 
in the national capital. ze 

“The Great Responsibility of the Church 
was the subject chosen by Mr. Long for his 
opening address. In this address Mr. Long 
made a strong plea for real Christianity and 
Christian living. He paid his respects to those 
who claim to be Christians and yet for one 
reason or another remain out of the church. 

They feel that the church is a good thing— 
for others, he said. To my mind this attitude 
of neglect and irresponsibility upon the part 
of so called Christians does more harm to 
Christianity than all the attacks of hostile 
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Every Building 
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criticisms and unbelief. And there is an ele- 
ment of dishonesty in this attitude no mat- 
ter what may be the excuses offered. These 
self-confessed but negligent Christians are liv- 
ing on inherited spiritual capital. They have 
received from the faith and consecration of 
others that which they refuse to hand on. 
In them the line of Christian conviction and 
living dies out. 


Continuing, he said; The church must stand 
for something. Now, no one seems to know 


——emiemgiitte 
just what it stands for. In opening wide its 
doors the church in some places has lost its 
very walls and merged with the world round 
about. The result is that many churches de- 
pend for their growth on additions from other 
churches or on terms of membership so broag 
as to be meaningless. And membership in 
many churches means less than membership 
in a lodge or club, either as to requirements 
for getting in, or obligations for Staying in, 
(Continued on Page 89) 


Cutting Small Logs Profitably 


[By J. H. Miner] 


Every practical mill owner knows that there 
is no profit in cutting logs below 12 inches in 
diameter. This class of log runs well to No. 2 
lumber, providing little of the upper grade. 
When the small logs are cut along with the 
larger, it is contended that as the railroad is 
already laid, the small logs must be cut off or 
left as a total loss. Some take the position that 
it is better to leave trees 12 inches and smaller 
for a second cutting, which in longleaf will be 
in 25 to 50 years, and in shortleaf in perhaps 
half that time. 

A very successful and economical device for 
splitting small logs was installed at the Fink- 
bine mill at D’Lo, Miss., by the general mana- 
ger of that concern, W. E. Cassibry. The ac- 
company drawings show this machine. The rig 
was run until the company cut out its pine hold- 
ings and it is now running on hardwood. About 


This rig is not a bill cutting proposition. Byt 
up to 3-inch and 4-inch stuff can be cut, the 
edger making anything in width that is wanted, 
In small logs there is much waste in cutting 
over 2 inches in thickness, for too much js 
lost in edgings, and from small rough logs 
there are not many clear edging strips to be 
had. 

There is the greatest possible gain by this 
method, as it produces wider boards from the 
center, and often there is as much as a 2-inch 
gain in width. Better grading and a greater 
percentage of rift or edge grain are possible, 
as well as a 3-inch or 4-inch clear strip on one 
edge. It can be seen that for the greatest gain 
in rift or quarter sawing live sawing is best 
and quickest and produces at least a 10 percent 
gain. With small logs sawn in this way, the 
gain over the log scale is at least 25 percent. 











Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
future. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Ord 


















AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 





























SAW 





1,500 logs a day were put through this 
“splitter,” which split the logs in two to go to 
the band resaw as indicated. The half-logs 
were cut to thicknesses of 1 inch and up to 
3 inches as suited the log and the bill. The 
edger took care of the grades and the widths. 
A, in the illustration, shows an iron trough, 
with a chain, B, with suitable lugs. This chain 
feeds the log to the saw, D, which splits them 
as shown by the dotted line. F shows the log 
turned so as to take advantage of the knots. 
The grade is raised somewhat in this way. I 
shows a 2-inch and H shows a 1-inch cut at 
the same time on divided endless feed to the 
band resaw. 

The trough is directly in front of the saw, 
and the following log pushes the remainder of 
the preceding log through. E shows rollers at 
the same speed as the feed, which help to get 
the log through. Mr. Cassibry said that a steel 
splitter should be directly behind the saw, very 
sturdy, and should revolve. This helps to keep 
the log upright and prevents pinching or binding 
of the saw. Simonds inserted 48-inch saws 
were used without any trouble, running for 
months without being hammered or removed 
from the mandrel. G shows the saw collar and 
mandrel. L is the drive pulley directly under 
the log deck. K shows a log in position to roll 
into the trough. 

Crooked, knotty logs rock and bob up and 
down, but when the saw is in full width and 
the splitter is reached, the line is straight. The 
first from the saw is perfect. The two attend- 
ants beside the “feeder” use their hooks to 
steady unruly logs. 





There is at least 50 per- 
J cent saving in opera- 
tion, as only three to 
four men are _ needed 
with this rig and none 
of them are high priced, 
as compared with an 
expensive crew and 
filer as well as sey- 
eral thousand dollars 
more investment with 
the regular rig. 
With a larger saw, 
logs as large as 16 or 18 inches can be halved. 
A good resaw with 12-inch 14-gage saws and 
a divided bed will take care of up to 40,000 feet 
a day. The filer for such a rig will be kept 
busy taking care of the band saw alone, as such 
a rig, cutting through the bark and grit, is 
harder on a saw than a regular band outfit. 
This is not an economical investment unless 
there is a quantity of small timber that must 
be removed. Mills now equipped with band 
resaw can put in another side, and _ nearly 
double their output, allowing the larger logs 
to go to the main saw. 





Distributing Bearing Lubricants 


ScHeNectTAbDy, N. Y., Oct. 14.—The initial 
lubricant which the General Electric Co. uses 
for the ball and roller bearings of its motors 
when they leave the factory here now is being 
dispensed by the company in one-pound cans 
and calibrated two-ounce tubes, so that users 
of the motors may have access to the same sort 
of material and thus keep the power plants in 
the best possible condition. It has withstood 
the test of speeds as high as 25,000 r.p.m. and 
of temperature exposures ranging from —25 
to 250° F. Its use is recommended only for 
those motor bearings which were originally 
grease lubricated, but for such bearings the 
company claims these advantages in this lubri- 
cant: 

High grade materials are selected for its 
compounding; it maintains consistency under 
severe conditions and over as wide a tempera- 
ture range as will be encountered in service; 
it allows complete ball and roller motion; there 
is very little tendency to gum-cake or separate; 
it contains no free acid or water and will not 
turn rancid; it has unusual film strength, en- 
abling it to stand severe thrusts and heavy 
bearing loads. 
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= Since the Central California Pine is of mature growth and very large, few of the mills of 


saw, ae this section sell No. 1 Common as a straight grade, the general practice being to ship No. 2 


Ived. Va and Better Common. 
: No. 2 Common 


kept : : No. 2 Common is fairly smooth in appearance, and has comparatively sound, tight knots. 
a i: It is in every way suitable for building construction, as well as for such purposes as tanks, 
non shelving, and barn boards. In fact, its general character is such that the plank may be used 


utfit. ° A cin é - . 
nless ; =. any place where a board which can be utilized without waste is desired. 


must 
band 
early 

logs 


A typical No. 2 Common Board 





ats Me oe Sugar Pine, because of its soft texture, freedom from pitch, and large percentage of heart- 
a = = g ecau freed pit ge percentage of he 
litial 1, % wood, all of which insure even dryness, is particularly desirable for patterns, and especially 
bee t= = for making flasks in foundries. The rule for grading No. 2 Common is as follows: 
TOTS 4 = 
eing Some of the most common types of knots admissible in this grade are large knots, branch knots, 
cans checked knots (providing the opening is not so pronounced as to injure the piece for which the grade was 
isers designed). Other permissible defects are season checks, a small amount of heart shake, heart pith, pitch, 
onet pitch pockets, slight traces.of hard rot, and occasional worm holes; but no serious combination of the above 
ote defects is admissible in any one piece. Medium stain covering the entire face is admissible in an otherwise 
tood high-line piece. 
and Zo Sy Madera Sugar Pine Common is especially desirable, not only because it is carefully manufactured 
-25 V —- rom heartwood, but also because it is uniformly well graded. Moreover, the shipping service is always 
ruil t y g y 
‘ally og a= prompt and dependable. 


bri le MADERA SUGAR PINE CO., Madera, Calif. 


its iy = . Because of their general interest, especially to all users of lumber, 

: fo 3 this series of letters prepared by the Madera Sugar Pine Madera, 

ider V7 Calif., and sent to its entire list of distributors, is being published serially 

era- es in the American Lumberman, and will be available to any ene interested. 
1ce ; 
here 
ate; 
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Buy 
Meadow 


River 
Mixed Cars 


Flooring— 


Red Oak Maple Beech 
White Oak Birch 


Trim and Mouldings— 


Oak Poplar Basswood 
Chestnut Birch Ash 


Stepping and Risers— 
Oak Birch 


Poplar Bevel Siding— 
Poplar 


A quality line that is build- 
ing business for hundreds of 
dealersthroughout the country. 


A line that means satisfied 
customers. 


A line you can buy in mixed 
cars that will reduce freight 
costs and your stock invest- 
ment and increase your 
turnover. 


Get more business, 
make more money, 
have better satisfied 
customers — sell 
Meadow River stock. 


Meadow River 


Lumber Co. 
Rainelle, West Va. 
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Refuge 
Trees by a shore, 
Leaves’ whisper, breakers’ roar, 
Green earth, blue sky, 
Old trails to travel by, 
New trails to make 
Bring here your hearts that ache 
And eyes that weep, 
And work, and rest, and sleep. 


Since man was man, 

Earth bloomed and life began, 
We have had these, 

The waters and the trees. 

And when you tire, 

Come here and build your fire 
And pitch your tent, 

And find the world God meant. 


Between Trains 


Des Moines, lowa.—We hope that the retail 
credit man has as much respect for us as we 
have for him. It is his business to divide the 
sheep from the goats, unless the concern he 
works for is to be the goat itself. Gypsy Smith 
once said that if he were asked to step to the 
piano and indicate the key to success he would 
select “b natural.” If we were asked to indi- 
cate the key to success in a lumber yard or a 
sawmill, we would put our finger on the credit 
department, if it had any. A lot of yard own- 
ers and managers, for example, pour sales into 
the top of the barrel but leave the bunghole 
of bad credits wide open and then wonder why 
the barrel never seems to overflow with profits. 

This is true of every branch of the lumber 
business. We recall the case of a lumber 
wholesaler friend of ours. It is long enough 
ago and far enough away so that it won’t do 
any harm to tell about it now. We dropped 
into his office one day and found him full of 
trouble. It seems that the son of the silent 
partner had recently come out of college, pos- 
sibly on his ear, and the wholesaler had to put 
him to work, which he did, as a salesman. 

(It’s a funny thing, but we always make 
salesmen out of them; that is, we try to, as 
though selling were the easiest thing in the 
world. We “canvassed” when we were young, 
and we never found it so. We know of one 
lumber concern that started another young fel- 
low out on the road, but he didn’t sell enough 
stuff to equal his expenses. So they called him 
in and made him sales manager! And the inter- 
esting thing about that is that as a sales man- 
ager he was and is a great success. We are 
often better in theory than we are in practice. 
At least so our pastor tells us.) 

Well, anyway, this wholesaler we were talk- 
ing about gave the boy a stock sheet and a 
price list and started him off to a nearbv town. 
But he said to him, “Keep away from X. His 
credit is no good.” Time went on, and the 
boy, and one day the boss discovered that the 
boy had not only called on X but had sold 
him a car of lumber, which had been delivered. 
On the very morning we called, the whole- 
saler had sent the boy back to that town to 
collect the money. “Collect that money, stay 
there until you get that money, if you have 
to stay there the rest of your natural life.” 
The wholesaler told us the story, and fumed 
while he told it. 

Just then the long distance phone rang, and 
we had a feeling in our bones that it was the 
boy. “But did you get the money?” asked the 
boss. There was a moment of silence, and then 
the boss said again, “I don’t care anything 
about that. Did you get the money?” Then 
the phone was banged down on the desk, and 
the wholesaler wheeled around and said to us: 

“My God, what do you suppose he said?” 

“T don’t know.” 

“*No—but I sold him another car!” 

More businesses die of bad credit than of 


poor sales. So we have a great respect for a 
good credit man, and were happy recently to 
dine with the Des Moines Retail Credit Men’s 
Association, which embraces a number of credit 
women—in a perfectly proper manner, you un- 
derstand. We didn’t find them hard-boiled at 
all. We never have, perhaps because we have 
never asked any of them for credit. The Missuys 
and we have made it a rule to go without 
what we don’t have the money for. When we 
longed for something, we saved for it; and we 
pity those who have not known the joy of 
doing that very thing. Of course, we bought 
our first house on time, but since we were say- 
ing rent, that was saving, after all. 

We found the retail credit men worried about 
the amount of installment buying. Competition 
has forced a lot of installment selling on a lot 
of otherwise good merchants, but we have never 
met one who thought it was a good thing for 
him, or for the country. Meeting payments 
may be all right, but the consumer will find 
little pleasure in meeting them at every meal 
and in every room. The man who is worrying 
all the time about payments he will have to 
meet is in a bad way; and the man who 
doesn’t worry, although he may not know it, 
is, in our humble opinion, even worse off. Go- 
ing into debt is sometimes necessary; but that 
is what it always ought to be—a necessity, not 
a luxury. 


We See b’ the Papers 


New municipal bond issues this week are 
$32,951,056. The taxpayer may be out of a 
job, but the tax-eater is going to see to it that 
he isn’t. 


Well, sir, politics is a funny thing. Mrs. 
McCormick not being sufficiently dry, Illinois 
will probably elect James Hamilton Lewis, who 
is wetter yet. 


Ehrensberger was about the only casualty at 
the Ohio-Indiana game, and that was to a tele- 
graph operator who had to transmit the play- 
by-play account of the game. 

The suffering due to the depression is ter- 
rible. Mrs. Brown, was over yesterday, and she 
actually cried because Brown is not going to 
buy a box for the opera season this year. 


Sale of the plant of the Cornstalk Products 
Co., a Danville, has been ordered in the United 
States district court. If any of you lumbermen 
might like to try making lumber out of corn- 
stalks, here’s your chance. 


A cable to the New York Times concerning 
the R-101 says a false sense of security made 
today’s horror “all the more greater.” The 
Times not only said it, but, alas, also paid tolls 
on it. 


The Heart 
Its bark has scars—the bark is not the tree; 
Its boughs bear snows, for snows will always 
be; 
And yet the pine will wait till snows depart: 
One broken bough can never break its heart. 


I who have lost so much, and you so great. 

As men and trees shall meet the storms of fate, 

Shall we succumb because one bough may bend, 

Some plan go wrong, some friend a faithless 
friend? 


God give us hearts as God gave hearts to pines. 

The bark wears scars, the face of age wears 
lines, 

But still they stand, still face the westward 
gales: 

No great tree falls, because no great heart fails. 


Yet if the storm be more than one can bear, 

Too much the snow, too much the load of care, 

Then when we fall, and men shall stand around, 

Then may they look and find the heart still 
sound. 
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= plains why SIMONDS BAND SAWS 
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When a SIMONDS BAND SAW goes on the wheel you know it is going to 

si stay there—that its tough steel is going to stand the strain and that you are 
going to get the maximum production because a SIMONDS BAND holds its 
edge and keeps cutting when others have been sent back to the filer. 
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Simonds Saw and Steel Co. 
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' “The Saw Makers’ 
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Lutcher 8 Moore 
Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Cypress and Tupelo 


WE SPECIALIZE IN TUPELO 
FLOORING, TRIM and MOULDING 











GYPRESS 


We annually produce 40,000,000 feet of 
@ bea) Louisiana Red Cypress 
PRO Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. a 


Dibert, Stark & Brown Cypress Co. Lid. 


Manufacturers DONNER, LOUISIANA 

















Manufacturers 


Short Leaf Pine and Hardwoods 


North Carolina Pine and. 
West Virginia Hardwood 

















——————; ona. 
gta yy BASE AND 
Capacity, 90,000 feet MOULDINGS 
on Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











O TIMBER ESTIMATORS O 


JAMES W. SEWALL 


Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 











TIMBER asper Lemieux 
ESTIMATORS | Fii‘ba 
Lemieux Brothers & Co. 
ESTABLISHED 1906 
1441.42 Canal Bank Bldg., NEW ORLEANS 





Phone Main 2479 











Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structura] timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 
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News Notes from Ame 


Portland, Ore. 


Oct. 11.—Excess of orders over production 
has created a stronger market. Orders run 
ahead because of a slight increase in busi- 
ness, while production is curtailed. Manufac- 
turers are determined to stand on their price 
lists, and not be tempted by feelers sent out 
from time to time by prospective buyers. A 
feature of the business in Douglas fir during 
the last ten days has been the placing of orders 
for Atlantic coast ports because of increasing 
freight rates. (‘For several months freights 
have been considerably below normal, but now 
they are being raised gradually, at the rate of 
about $1 a thousand feet a month. Space is 
reported hard to get too, as some time ago 
several liners withdrew from _ intercoastal 
trade. To take care of the lumber accumu- 
lated in the Pacific Northwest for shipment 
to the Atlantic coast, four steamers have been 
chartered by two lumber companies. And 
these were obtained at only $2 a thousand 
over the going conference rate. 

The State forester reports that forest fires 
in Oregon last summer caused very little dam- 
age. Greater precautions were taken by the 
general public and the lumber industry, while 
patrol arrangements have been improved. The 
number of fires reported was 877, and the 
total area burned over was 32,000 acres. Dur- 
ing 1929 the area was 298,000 acres. 


San Francisco, Calif. 


Oct. 11.—Snow in the high Sierras will com- 
pel shutting down of the pine mills within a 
short time, according to W. G. Kahman, of 
the McCloud River Lumber Co., who returned 
from its mill to San Francisco this week. 

The California White & Sugar Pine Manu- 
facturers’ Association has called a directors’ 
meeting for Oct. 17. Harold Mortenson, of 
the Pelican Bay Lumber Co., will be in charge 
of the meeting. 

California pine production will show a de- 
crease of nearly 25 percent in 1930, according 
to the opinion of several lumber executives in 
San Francisco. 
aging from $10 to $12 down a thousand. 


Tacoma, Wash. 


Oct. 11.—Urging the Tacoma Lumbermen’s 
Club to take some action to give wood prod- 
ucts a fair chance in competition for local 
business, John Buffelen, president of the 
Buffelen Wood Pipe Co., was the principal 
speaker at the regular meeting of the club 
yesterday. Mr. Buffelen said that since he 
took over the plant of the old American Wood 
Pipe Co., he has bought more than 2,500,000 
feet of lumber from local mills, and kept a 
large crew of men continually at work. He 
pointed out that every cent of money spent 
for wood pipe remained right in Tacoma, while 
80 percent of the money spent for steel pipe 
went east. He also told the lumbermen that 
he can get no hearing for his product from 
Tacoma city officials, but is doing a good 
bysiness outside of the city. Mr. Buffelen 
announced that both the new golf courses now 
under construction here have given him con- 
tracts for furnishing the pipe for water sys- 
tems, and that the Government used his wood 
staves for the construction of eight large 
reservoir tanks at Fort Lewis. No action was 
taken, and the matter will be brought up 
again at a later meeting of the club. The at- 
tendance was small and no business was trans< 
acted. 

Plans for the merger of two of the largest 
logging railway systems in this district were 
announced this week. The Mason County Log- 
ging Co. proposes to construct six miles of 
new line and connect up with the Mud Bay 
Logging Co.’s road, so that the Shelton con- 
cern will have rail connections to Olympia. 

Suit was filed against Minot Davis, of the 
Weyerhaeuser Timber Co., this week. by 8. 
Teranishi, a Japanese, who claims personal 
damages of $197,398 for injuries received when 
a car,.said to have been driven by Pimer 
Davis, son of the defendant, collided with a 
truck driven by the plaintiff. 


Prices show a decline, aver- 
“to be reduced, it is believed. 


ee 


Fire completely destroyed the plant of the 
Woodenware Sales Co. on Cleveland Way last 
Sunday. The blaze is believed to have been 
caused by defective wiring, and the loss ig es, 
timated at $5,000. 

The McKenna Lumber Co. will establish 
retail yard in Tacoma, and has started con. 
struction of a lumber storage shed in South 
Tacoma. 

Lumber shipments from the Port of Olympia 
broke all records during September, twenty 
ships having loaded 20,500.000 feet. 


Seattle, Wash. 


Oct, 11.—Last week there were few changes 
in the market situation, but the statistica) 
position of the mills continued to improve. 
For the eleventh consecutive week, production 
was below orders, according to the West 
Coast Lumbermen’s Association, and _ this 
week the spread was more favorable than in 
other weeks during the last two months. 

Atlantic coast shippers report intercoastal 
space tight. One man declared that the 
conference has real work ahead of it taking 
care of the smaller shippers. Rumors of 
premiums paid for space are current, and at 
the same time clear lumber is reported soft, 
The conference’s troubles have been increased 
by the resignation of the Luckenbach Line, 
which will be effective Dec. 26. It is an- 
nounced the United States Intercoastal Lum- 
ber Conference rate on shingles for October 
is 55 cents a thousand, figured on the esti- 
mated dry weight basis, with space scarce. 

A report dated Oct. 8 from the Los An- 
geles Wholesale Lumber Association shows 
stocks of 13,046,000 feet on hand, or less than 
at this time last year. The market is about 
the same. Fifty-three vessels in the coast- 
wise trade are still laid up. 

More inquiry from all markets but no 
additional business, is the way one man closely 
in touch with export markets summarized 
their condition. 

An inventory of logs completed during the 
week shows 40,000,000 feet less available. 
With most logging camps still down, and date 
of resumption uncertain, stocks will continue 
The fact that 
more mills are now producing will aggravate 
a shortage and tend to sustain present list 
prices, or strengthen Douglas fir and cedar 
logs. 

Shingle production has jumped to about 
50 or 60 percent of mill capacity, both on 
Puget Sound and in British Columbia. This 
increase has strengthened the demand for 
cedar logs somewhat. The Grays Harbor dis- 
trict is also producing more shingles. One 
of the large shingle companies is quoting 
$1.50 on clears, which price should interest 
line-yard purchasers. This figure is the lowest 
of the year, and is expected to be maintained 
for the next thirty days. Figures covering 
imports of red cedar shingles from British 
Columbia show that the total in August was 
77,991,000, as against 135,216,000 in August 
of 1929. An inventory of shingle stocks just 
completed shows a drop of 480 cars within the 
last two months, so stocks are at the same 
level as they were on Dec. 14, 1929. In spite 
of this, shingle prices are poorer on account 
of increased production and slight improve- 
ment in demand. Some mills now cutting 
cheap cedar logs are finding it hard to place 
duplicate orders at former low prices, and 
premiums as high as $2 are reported to have 
been-paid. Shingle logs are selling at around 
$12, and cedar lumber logs at $24, though 
small rafts of shingle logs have gone as low 
as $9. Log buyers report a great variation 
in the grade of cedar logs, and consequently 
a wide spread in prices exists. 

Douglas fir logs are in a little better po- 
sition. Some logs in the water are going 
at $11, $17 and $24, or $1 under list. Few 
sales are being made at list. Hemlock logs 
continue strong, many operators holding for 
$11 and $13, at which figures some sales have 
been made. More hemlock logs are going at 
$10 and $12. 

Ninety-four percent of the Washington and 
Oregon ‘shingle industry was represented in 
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the 1929 production of shingles by grades, 
according to a report which has been mailed 
out by the Washington & Oregon Shingle 
Association to all reporting shingle mills. 

The Bratlie Bros. Mill, at Ridgefield, has 
resumed operation after a shutdown of sev- 
eral weeks. The M. R. Smith Lumber & 
Shingle Co.’s Mineral mill closed Sept. 30, 
and will not resume operation until the early 
part of 1931. The Hammond Cedar Co., of 
New Westminster, B. C., closed its mill on 
Oct. 1 and plans to be inactive until Feb. 1. 

L. T. Murray, president West Fork Logging 
Co. of Tacoma, has purchased an interest 
in the Eatonville Lumber Co., at Eatonville, 
and will supply it with logs from the West 
Fork operation. 

Charles Putman and C. V. Gray, of Seattle, 
well known shingle men, have formed a 
company known as the Indore Golf Course, 
located in the basement of the old Bon Marche 
Building. 

E. M. Dearing, former secretary of the 
Consolidated Shingle Mills of British Colum- 
bia, has been appointed sales manager of 
the Mackie-Robertson Mill Co., of Vancouver, 
B. C. 

W. B. (Billy) Mack, who has charge of the 
Eastern Terminal Lumber Co., at Wilming- 
ton, Del., was in Seattle last week calling on 
old friends. Mack is widely known and ex- 
ceedingly popular on the Coast. He was for- 
merly with the Slade Lumber Co., at Aber- 


deen. 
Kansas City, Mo. 


Oct. 14.—According to statements made by 
a number of mill sales managers, volume of 
lumber business in this market is running 
from 50 to 55 percent of what would be con- 
sidered normal. These same sales managers 
were agreed that there was little probability 
that the market would get out of the rut until 
after the holidays at the earliest. Some of 
them thought demand might not show any 
increase before early spring. Buying is being 
held down to immediate requirements by 
practically all yards, and salesmen report that 
borrowing of stock is frequently resorted to, 
especially of items not heavily in demand. 
The mills generally are sticking to their lists. 
These lists vary somewhat from mill to mill, 
but average about the same, so that mixed 
car buyers do not find it worth while to shop 
around very much, and mixed cars make up 
the large bulk of current yard business. 


Minneapolis, Minn. 


Oct. 15.—The Twin City lumber demand is 
fairly active, particularly that for northern 
white cedar and millwork. Trade in the coun- 
try districts continues satisfactory, althoug 
in the larger cities there is considerable room 
for improvement. 

The sash and door market is being greatly 
aided by the approach of cold weather, storm 
doors and similar commodities moving well. 

There continues to be a good demand for 
white cedar posts, and the call for larger 
sizes, for guard rail purposes, will probably 
continue until the ground freezes. Smaller 
posts also are moving in fair volume, partic- 
ularly for use in fencing in North and South 
Dakota and Montana. Long poles are not in 
great demand, but a few of the smaller sizes 
are being shipped for rural power and tele- 
phone repair work. 

While northern pine dealers and manufac- 
turers report a fair demand for this time of 
year, most of them are making special efforts 
to obtain business, and some are succeeding 
in keeping sales and shipments nearly on a 
par with those of last year. Members of the 
Northern Pine Manufacturers’ Association re- 
port to W. A. Ellinger, secretary, that stocks 
are normal or nearly so. In no case are 
orders now on hand sufficient to keep shipping 
departments busy for more than a_ week. 
Northern pine stocks in surplus at most mills 
include No. 5 boards, 4-inch barkies, 4- and 
6-inch B&better siding, 4-inch C D & E sid- 
ing, 4/4 shop common, 4-inch No. 3 Norway, 
1x4- and 6-inch No. 3 common, 2x4-inch No. 1 


ricas Lumber Centers 


Norway, and No. 2 dimension. In short supply 
at some mills are 8-, 10- and 12-inch Nos. 1 
and 2 boards, 10- and 12-inch selects, 6/ and 
8/4 shop, 1x10- and 12-inch No. 3 common, 
10- and 12-inch No. 2 common, and 12-inch 
No. 2. 

Plans for the annual convention of the 
Northwestern Hardwood Lumbermen’s Asso- 
ciation, to be held Dec. 2, were discussed at 
its last regular monthly meeting. D. F. 
O’Leary was elected treasurer to succeed J. 
M. Okoneski, who died recently. T. T. Jones, 
of the T. T. Jones Lumber Co., reported on 
the annual convention of the National Hard- 
wood Lumber Association held recently in 


Toronto. 
Macon, Ga. 


Oct. 13.—There may have been a slight im- 
provement in the roofer market last week, but 
it was hardly noticeable. Manufacturers not 
now operating insist that they will not re- 
sume production until there is a marked im- 
provement in demand. A lot of construction 
work is being done in southern territory, es- 
pecially remodeling, and it provides a good 
outlet for roofers. There is a light movement 
to the East and North. 

Railroad orders for longleaf are lacking.: 
Shipments of small lots are being made to 
the North and East. Many longleaf mills are 
still idle, hence stocks are getting lower every 
day. 

The hardwood market was moré than hold- 
ing its own this week. Business has been 
picking up. Mills, however, have not started 
up again, except in a few instances, so stocks 
on yards continue to be reduced, and are the 
lowest in years. Reports from the southern 
part of the State indicate that conditions are 
improving so much that sawmills and planing 
mills that have been closed down probably 
will resume operations some time in Novem- 
ber. Manufacturers say that there is an es- 
pecially strong demand for red gum this week, 
but that it is not easily bought. 


Jacksonville, Fla. 


Oct. 13.—Sales by southeastern mills and 
wholesalers the first ten days of October were 
slightly greater than for the same period in 
September, with prices on practically all items 
remaining at the same level. 

Southern pine items are moving fairly well, 
mostly in mixed cars. Nos. 1 and 2 common 
flooring, No. 2 ceiling, Nos. 1 and 2 siding 
and Nos. 1 and 2 boards are most in demand, 
there being very little call for items of shed 
stock other than the above. A considerable 
amount of No. 2 and better framing moved 
last week at fair prices; also some No. 1, 
4-foot lath. Several orders have been placed 
by the railroads for late fall delivery, cover- 
ing a number of car material items such as 
siding, flooring and lining. Prices received 
were about in line with those on similar or- 
ders placed last year. There are a few in- 
quiries out for large construction timbers to 
be creosoted, but the quantities are compara- 
tively small. Only a limited amount of ex- 
port stock is moving to Cuba and other 
islands, but business from Europe has shown 
a decided improvement during the last thirty 
days, several cargoes and a number of lots 
up to 50,000 feet having been sold. Air dried 
roofers continue to move slowly. Few price 
concessions are being made, and stocks con- 
tinue to accumulate at mills that are operat- 
ing full time. 

Cypress sales volume and prices are un- 
changed. The lower grades continue the best 
movers, with pecky, No. 3 common and box 
leading. Mills in the South and central part 
of the State report a shortage of 10- and 12- 
inch pecky, especially the former, which is 
being taken as fast as produced for cucum- 
ber troughs. The movement of the factory 
grades is fair, as is also that of lower grades 
of finish. Practically no high grade finish 
is selling. Inquiries are starting to come in 
for 6/4 and thicker tank and FAS for De- 
cember and January delivery. The mills are 
carrying good assortments of dry stocks in 









Solves Your 
Conveying 
Problems 





Note the 

Superior 
Underneath Standard 
View Construction 


Years 
of Service 


For year after year, Stand- 
ard Conveyors go on deliver- 
ing the service that has made 
the profit sheets of hundreds 
of yards more interesting. 

There’s nothing delicate 
about Standard. Of course it 
never gets tired or temper- 
mental. It’s always ready to 
handle lumber, shingles, lath, 
tile, cement quicker and 
cheaper than you can move it 
by manual labor methods. Ask 
for specific recommendations 
for your individual needs—the 
result of the combined experi- 
ence of large and small yards 
everywhere. 
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Atlanta Office, 712 Flatiron Bldg. 
Baltimore Office, 15 W. Franklin St. 
Rooument, Fez. Cates, ee Box 402 
irmingham ce, 1116 Martin Bldg. 
Boston Office, 755 Boylston St. 0 


B ffice, 406 Court. Exch. 
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bide. Office, 908 Ellicott Square 

Butte, Mont. Office, 51 E. Broadway~ - 

Chicago Office, 400 Ww. Madison St. os 

Cincinnati Office, 1106 Ingalls Bldg. 

Cleveland Office, 5005 Euclid Ave. ‘ 

Dallas Office, 302 So. Houston-Scott Hotel 
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etroit ce, 420 U. S. Mortgage Bldg. 

Evansville Office, 20 Furniture Bidg. 

Ft. Wayne Office, 816 Kinnaird Ave. 

Grand Rapids Office, 533 Mich. Trust Bldg. 
Harrisburg Office, P. O. Box 83. 
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Babcock Lumber Co. 


PITTSBURGH, PA. 


Manufacturers and Wholesalers of 


“keri” Hardwoods 


Kentucky and 
West Virginia 
White and Pondosa Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock 


BRANCH OFFICES 

New York City, 415 Lexington Ave. 

South Bend, Ind., 511 Pythian Bldg. 
Providence, R. I., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Bldg. 

Detroit, Mich., 2-219 General Motors Bldg. 
Johnstown, Pa., Title & Trust Bldg. 
Seattle, Wash., 5525 White Bldg. 

Cincinna 711 Traction B 

















Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 


























GOLDSBORO 4 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 








JOHNSON & WIMSATT 


WASHINGTON, D. C. 








Curtis Specialties 
INCREASE ALL WOODWORK SALES 


Curtis dealers attract new business for all Curtis 
Woodwork through sale of popular, nationally 
advertised Kitchen Unit line and series of Early 
American and European reproductions of mantels, 
entrances, stairwork. Write Curtis Companies 
Service Bureau, 348 Curtis Bldg., Clinton, Iowa. 











Lumbermen Enjoy 
Reading “TOTE-ROAD 
and TRAIL” 








N TOTE-ROAD By DOUGLAS MALLOCH 
“T ote-road and Trail,” 

is the most important and 

, entertaining that has 


come from his pen. It 
represents the ripe gen- 
ius of nearly forty years’ 
association, as boy and 
man, with the lumber 
business. 

No book of verse will 
afford a lumberman or 
logger greater joy, or 
serve as a more welcome 
gift to his friend. 


AMERICAN 

















Bound in Cloth, 
Gold stamped with 
gilt top. 
Illustrations in 
full color, from oil 


inti b 
P= sy eel LUMBERMAN 
Postpaid, 431 South Dearborn Sv. 
$1.50 CHICAGO, ILL. 


all grades and thicknesses in specified widths 
and lengths. No. 1 4-foot cypress lath are 
in good demand, but there is no shortage of 
them. Some inquiries are coming in from 
the railroads for trunking and capping. A 
considerable amount of cypress has also been 
sold for export. 

‘The local demand for small lots of mixed 
items, including shingles, lath and roofing to 
be used in repair and remodeling work, con- 
tinues brisk, with most property owners pre- 
paring for the early influx of winter visitors. 
September was an unusually good construc- 
tion month, and the number of permits already 
issued indicate that October will be as good 
if not better. Several large building projects 
costing a total of more than half a million 
dollars are in sight for this year, and the 
outlook from the viewpoint of the _ retail 
dealer is brighter than at any time since the 
fall of 1928. Intelligent merchandising and 
“super-service” are combining to bring to the 
retailers of Jacksonville much business that 
for several years has been diverted to other 


channels. 
Bogalusa, La. 


Oct. 13.—The Gulf Pacific 
and the Redwood Line, which are used to 
bringing redwood cants from California to 
New Orleans for the Great Southern Lumber 
Co., have announced a merger, effective Nov. 
1. Headquarters will be in New Orleans, with 
offices in several of the larger cities through- 
out the United States. 

Col. D. T. Cushing, of the Great Southern 
Lumber Co. and commissioner of finance of 
Bogalusa, in addition to his many other duties, 
served as mayor of this city most of last week 
during the absence of Mayor Cassidy, who 
was attending court in Jackson, Miss. 

Col. A. C. Goodyear, president, and C. W. 
Goodyear, treasurer, of the Great Southern 
Lumber Co., have returned to their homes in 
Buffalo, N. Y. 


Steamship Lines 


Shreveport, La. 


Oct. 14.—Southern pine orders are coming 
in slowly. It would not take a very strong 
demand, because of continued curtailment, to 
give the market stiffness, and there would be 
an almost immediate upturn in prices. South- 
ern Oklahoma and Texas yards usually are 
obliged to do a little stocking up late in the 
fall, and if demand from the North is but fair, 
the market will soon improve. Most of the 
small mills that have depended on straight 
ear orders are just about out of business. A 
few of them have carefully covered their piles 
and await an advance in prices. 

Hardwood demand is very slow and prices 
show practically no change. 

All officers of the Frost-Whited Investment 
Co., operated by lumber interests here, were 
re-elected at its recent annual meeting. Presi- 
dent George S. Prestridge says business has 
been satisfactory but not as large as usual. 


Birmingham, Ala. 


Oct. 13.—Last week’s building permits were 
about 50 percent larger than the preceding 
week’s, and about the same as those of a 
year ago. For the first time in more than 
a year, most of them were for residential 
construction, and a good deal of the work is 
repairing and remodeling. Collections are 


low. Industrials that had been paying cash 
less 2 percent ten days, are now using 60 
day net terms. Some have been receiving 


3 to as high as 7 percent for cash, for ma- 
terial figured closely. Collections on old ac- 
counts with contractors and builders have 
been pushed by most dealers, but little head- 
way is being made. Individual and bank 
loans have about ceased, and building and 
loan associations went out of the market 
more than a year ago. Several insurance 
companies, handling monthly repayment 
loans, are again offering to finance homes, 
but loans are being used largely to purchase 
old buildings offered much below cost. One 
large realty concern recently took over 97 
residences. Retailers state frankly they are 
not making any money on present business, 
concessions from list being sharp, and that 
they are unable to reduce overhead further. 
But buyers expect further reductions. A good 
number of mills are selling direct to the con- 
sumer. Wholesalers are watching the market 
closely, but declines in prices discourage them 


rr, 
from purchasing for future sale. Many manu. 
facturers made further reductions last wee; 
No. 3 flooring, 1x4-inch, sold as low as $6.59 
and No. 3 ceiling, %x4-inch, at $6, whil¢ 
No. 3 common, 1xé6-inch, sold at $7.50, ang 
No. 3 shiplap, 1x8-inch, was listed at $8 
Large timbers brought low prices. Offers 
for car decking were so low that mills re. 
jected many of them. 


St. Louis, Mo. 


Oct. 14.—There are some reports of an in- 
creasing demand for southern pine, and of a 
slight improvement in prices. These, how- 
ever, are not general, but are encouraging, 
As to hardwood several reports stated that 
some improvement in sales had taken place 
but volume is not much larger. Beech ang 
ash were in best demand. One concern re- 
ported the sale of ten cars of 2-inch beech, 
Cypress, magnolia, oak, maple, elm and thick 
gum were slow. Automotive plants not buy- 
ing to any extent. Prices are considered 
very low, and are holding at the levels that 
have prevailed recently. West Coast items 
are very quiet; orders are few and prices un- 
settled. Ties are also quite slow. 

J. H. Foresman, vice president Long-Bel] 
Lumber Co., Kansas City, was a recent visj- 
tor in St. Louis. 


Laurel, Miss. 


Oct. 14.—Southern pine mills in this sec- 
tion are still curtailing. No mills are run- 
ning more than two-thirds capacity, while 
a great many are curtailing as much as 50 
percent. Shipments are in excess of pro- 
duction. Sales managers are fighting hard 
for business at acceptable prices. Prices re- 
main about the same, but seem to be just a 
little firmer. The export market is a little 
stronger. A good many comparatively large 
foreign shipments have been going from 
local mills. Kiln dried saps, which have been 
rather weak, are showing some strength. 

Automobile body, furniture and radio cabi- 
net manufacturers are ordering out some 
stock. Shipments are exceeding production 
slightly, and prices are firm. 


Norfolk, Va. 


Oct. 13.—During the last three or four days 
there has been a slight improvement in de- 
mand for North Carolina pine, and it is prob- 
able that October business will equal Sep- 
tember, although that will not be anything 
to brag about. There are many rumors of 
low prices, on “distress cars” being sacri- 
ficed. Naturally buyers try to establish the 
market on such basis, but without success, 
for millmen are not burdened with much 
surplus, and most of them are not adding 
a foot to their stocks. 

Demand for edge 4/4 No. 2 and better, 
both band and circular sawn, has been very 
light. The yards show little interest in edge 
lumber, and export demand has fallen off 
because of unsettled conditions in European 
countries. In the South, a little interest is 
being taken in No. 3 edge 4/4, but the price 
is very low. No. 2 and better 4/4 stock 
widths have been in good demand in straight 
cars of one width, by domestic yards and for 
export. Prices are holding firm all along 
the line. Mixed cars of stock widths are not 
moving so well, for yards want only certain 
widths and will not buy anything else. No. 
3 stock widths, 4/4, are also moving better, 
both rough and dressed. No. 2 and better, 
5/4 and thicker, has been quiet, and the 
same is true of 4/4 barkstrips and miscuts. 

There have been one or two sales of 
150,000 feet each of rough No. 1 edge box, 4/4, 
but for the most part box makers take very 
little interest. A little good air dried edge 
box is being bought in the South, but north- 
ern buyers have held up shipments on this 
also. There is practically no demand for 
dressed and resawn 4/4 edge box, either 
kiln dried or air dried. Very little No. 2 
edge box, 4/4 has been sold. There has been 
a pretty good demand for 4/4x12-inch No. 1 
box, rough and dressed, but other widths 
have been quiet. However, not much 4- and 
5-inch box is to be had, and rough 6-inch 
is not so plentiful. No. 2 box, 4/4x12-inch, 
dressed, has also been moving somewhat bet- 
ter, some buyers taking this when unable 
to get No. 1 box. Edge box, 5/4, dressed and 
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GENERAL Morors [TRUCKS 





PRODUCT 


A Fast, PoweErRFUL TRUCK 
WIDELY RESPECTED in the 
LUMBER INDUSTRY! 


4-TON RANGE 


53945 


Model T-82D . . . 22,000 Ibs. “‘Straight 
Rating”’ (total gross weight, including 
load) . . . 4 chassis and 12 types . . . price, 
chassis only, f. o. b., Pontiac, Michigan 


Assiity to make good time with heavy 
tonnage—and ruggedness that keeps the truck 
on the job day in and day out—are the keys to 
the wide respect which the lumber industry 
accords this model. In logging operations, 
and in delivery of lumber and materials to 
construction jobs, it has established and is 


establishing work records as a tractor and as 


a standard truck that merit investigation. 


The modern 6-cylinder engine has the tre- 
mendous tractive-ability needed in logging 
operations over tortuous mountain roads with 
long stiff grades and hard going. The trans- 
mission has five speeds forward and two in 


reverse. 


In city and suburban delivery this engine 
turns in plenty of safe speed that cuts down 
the running time on every haul. It is capable 
of more speed, in fact, than you’ll ever use or 
need. 

Throughout the chassis there is the brute 
strength and ruggedness that a lumber truck 
must have to stand up under the punishing 
work it handles. 

Get full facts about this great performer— 


today! 


TIME PAYMENTS, on any General Motors Truck, are financed at lowest rates 
available anywhere, through our own Yellow Manufacturing Acceptance Corp. 
GENERAL Morors TRUCK Co., Pontiac, Michigan (Subsidiary of Yellow Truck 
& Coach Mfg. Company) GENERAL MoTors TRUCKS... YELLOW CABS... COACHES. 
Factory Branches, Distributors, Dealers—in over 2000 principal cities and towns. 


MOTORS 


0 F Gi 


ENERA L 
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CI CALIFORNIA Co 





Sugar Pine 
California White Pine (72 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 

















California Sugar 


and White Pine 
California Redwood 


WENDLING - NATHAN CO. 
Established 1914 
Lumbermen’s Bidg., 110 Market St., 
SAN FRANCISCO, CALIF. 














PACIFIC COAST C3 


KLAMATH 


IS THE HOME OF 
FINE QUALITY 


California White Pine 


The timber from 
this district has 
exceptionally fine 

quality and texture. 
It cuts with a good 

percentage of high 
grade lumber. 


Our No. 2 Common and 
Better lumber is very much 

in demand by buyers who 
are seeking real values. 











AA 











SELECTS 
AND 
COMMON 


S4S or 
ROUGH 


| 


SHOP 
AND 
BOX 


Write now for quotations on 
any lumber you may need. 


Crater Lake = 
Lumber Co. = 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 














_BOOKS FOR LUMBERMEN— 


We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 





resawn, shows some signs of again coming 
to life, but rough edge box 5/ and 6/4 is 
hard to sell even at very low prices. Box 
bark strips, 4/4, have been moving a little 
better dressed, but rough strips are dull. 

A little improvement has been noticed in 
demand for flooring, thin ceiling, bark strip 
partition, dressed finish, roofers etc., but 
total sales are still very small. Prices of 
flooring, ceiling, and kiln dried roofers are 
weaker, but prices of finish, which is not 
very plentiful, show no change. Air dried 
roofers have been quiet, but are unchanged 
in price. Prospects are good for better sales 
of mixed cars of roofers. 


Baltimore, Md. 


Oct. 13.—Baltimore demand for Douglas fir 
and other West Coast stocks continues mod- 
erate. Quotations are higher, primarily be- 
cause of the marking up of steamship rates, 
which range from $9 for October to $10 for 
November. The previous exceptionally low 
rates, however, caused some contraction in 
offerings of tonnage, several steamship lines 
having taken off vessels, while the volume of 
other freight has increased as a result of 
the seasonal movement of canned goods and 
even hay. Some lumber distributors have 
been compelled to charter boats, and bottoms 
which had been laid up have been put back 
into service. Certain shippers are paying 
anywhere from $10.60 to $11.80 per tor for 
space. 

The advance in fir enables producers of 
southern pine to capture business. Trade in 
southern pine, both longleaf and shortleaf, 
in consequence of the intercoastal freight 
situation, has gained appreciably, with the 
returns rather better than they have been. 
According to some members of the trade here, 
the big mills, such as those of the Great 
Southern Lumber Co., are now able to market 
their production at a fair margin of profit. 

Fir lath are now held at $7 a thousand, 
against the low figure of $4 or less that was 
market some time ago. 


Boston, Mass. 


Oct. 14.—Two holidays last week interfered 
considerably with trade. Many wholesalers 
and some retailers enjoyed a three-day rest 
from Friday until this morning, and there 
was a special holiday a week ago for the 
great parade of the American Legion. 

Only two real frame mills are still in opera- 
tion in northern New England. The Blue 
River mill is accepting no more ordetfs fHiis 
year. Just when the new mill of the Mada- 
waska Lumber Co. will be sawing is still un- 
certain. 

Several large construction firms here are 
emphasizing the advantages and economies of 
winter construction 

The Blacker & Shepard Co. sold about 600,- 
000 feet of eastern spruce and Douglas fir for 
the huge grandstands built for the American 
Legion parade last week. 

Eastern wholesalers of Pacific coast soft- 
woods, are experiencing great difficulty in 
finding cargo space because the reduced num- 
ber of intercoastal steamships are being used 
for other freight. For November shipment 
$11.50 has been paid by non-contract shippers, 
and an increase to $12 is expected. Current 
prices run from $8.50 to $10 off page 11%, 
Atlantic differentials, for Douglas fir. Orders 
for mill shipment are not numerous. 


New York, N. Y. 


Oct. 14.—The consensus of wholesalers and 
retailers is that business conditions are very 
slowly improving. Some of the retailers say 
that they have their good days, which are 
sandwiched in with poor ones, and that the 
average is therefore kept down. 

Prof. Samuel Record, of Yale, addressed 
a capacity meeting of the Nylta Club last 
Friday night. Joseph E. Cashin presided, and 
a cup was presented to Louis F. Kreyer, of 
the Dykes Lumber Co., winner of the identi- 
fication contest conducted by the club last 
spring. 

Charles F. Grosskurth, president A. P. 
Bigelow & Co., returned from Europe last 
week. Mr. Bigelow spent several months in 
Germany. 

Conrad Pitcher, of the Wright Lumber Co., 
is planning a trip to the West. 

Joseph F. Murphy, retired retailer, has just 


endl 
returned from an extended trip to the West 
Coast. It is reported that he intends to re. 
enter the lumber business. 

The -Carpenter Millwork Co., representing 
interests in the Carpenter Lumber Co 
Newark, N. J., will distribute the Wester, 
Pine Manufacturing Co.’s frames, Sash, trim 
and millwork. The company recently es~ 
tablished substantial warehousing facilities 
at Woodbridge, N. J. 

J. F. Carter, promotion manager of the 
Southern Pine Association, New Orleans, will 
be the chief speaker at next Friday’s meet. 
ing of the Nylta Club. 

Harry 8S. Smith has been elected treas- 
urer of the Westchester Building Materia) 
Salesmen’s Club, to succeed Al Steffens, re. 


— oe 


Oct. 13.—The regular fall meeting of the 
Philadelphia Wholesale Lumber Dealers’ As- 
sociation will be held on Thursday, Oct. 23, 
at the Manufacturers’ Club. Dinner at 6:39 
will precede the meeting. 

The proposed boat trip to inspect the Port 
of Philadelphia, under the auspices of the 
Philadelphia Lumbermen’s Exchange, has 
been postponed to October 24. Warren D. D. 
Smith, president, and Charles F. Kreamer, 
chairman of the club’s entertainment com- 
mittee, are in charge of preparations. 

J. N. Arbuckle & Co., Fort Washington, Pa., 
have gone through a process of reorganiza- 


tion. The business is now under the name 
North Penn Lumber & Supply Co. The offi- 
cers are Lester B. Johnson, president; 


Thomas M. Gillingham, vice-president; John 
F. Keator, jr., secretary and treasurer, and 
H. R. Gerhart, sales representative. Mr, 
Gillingham was with the Gillingham Lumber 
& Woodwork Co., Paoli, of which his brother, 
Frank K, Gillingham, is assistant treasurer. 

Two nephews and a brother of the late 
George Kyle are continuing the business of 
George A. Kyle (Inc.). Joseph F. McMahon 
is now president; William F. Kyle, vice 
president, and George A. Kyle, secretary and 
treasurer. Another nephew, William J. Kyle, 
is also connected with this business. The 
firm’s new offices are at 73rd and Gray’s 
Avenue. 





TRANSPORTATION 











Export Weights and Rates 


MEMPHIS, TENN., Oct. 13.—According to an 
announcement made by J. H. Townshend, sec- 
retary-manager of the Southern Hardwood 
Traffic Association, minimum weights for 
hardwood for export will remain at 30,000 
and 34,000 pounds. The traffic association won 
its fight for the lower weights, as minima. 

A reduction of 5 cents per 100 pounds in 
the ocean rate on hardwood lumber from the 
tulf to Glasgow was announced this week by 
the American Overseas Forwarding Co. The 
rate, 25 cents on heavy hardwoods and 35 
cents on light hardwood is good for October 
only. The rate on logs to all ports of regular 
call in the United Kingdom was reduced to 
the lumber basis, which is 30 cents on heavy 
hardwoods and 40 cents on light. Further 
changes are expected, due to charter compe- 
tition. 


Week’s Revenue Freight Loadings 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
Oct. 4, 1930, totaled 974,492 cars, as follows: 
Forest products, 41,552 cars (a decline of 607 
cars below the week immediately before); 
grain, 42,620 cars; livestock, 30,079 cars; coal, 
169,413 cars; coke, 8,654 cars; ore, 41,430 cars; 
merchandise, 244,855 cars, and miscellaneous, 
393,889 cars. 


Profit in Yew Wood 


Ocpen, Uran, Oct. 11—Commenting on the 
price of yew wood bow staves in the rough, 
a local forester suggests that if interest in 
archery continues a yew plantation should prove 
profitable. These staves, 2x2 inches 6 feet long, 
sell for $10 each, or at the rate of $5,000 per 
1,000 board feet. 
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Here’s Chief Chinook! 
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Business Changes on the stenion oF & Gunter matte ae He stands for our | 
CALIFORNIA, San ranclacoPlywood, Pro. Horner Mooring Cm, fap fat Sy 0, and including Soft Textured, cor i 
ame Oe, meving rom 123 Shipley St. to 937  fooring mill, with boiler house and fuel shed. rectly made 14 
GEORGIA. Savannah—The stockholders of the WASHINGTON. Seattle—The Washington Fur- H 


' iture Mfg. Co. will build an addition to the fac- 
‘aval Stores Marketing Corporation will meet in re “ 

jacksonville, Fla., Oct. 21, at which time they will {ory at 1964 4th Ave. 8. F. Clyde Lamb, general 
approve a new charter and ratify action of officers. Spokane—Furniture Corporation of America, fur- 
ag wh pees to Gum-Turpentine Market- iture manufacturer, will erect a factory here. 

in ‘ : 


Pondosa 
Pine | 





LLINOIS. Rockford—Ekstrom Sash, Door & ‘ 
nisture Co. sold to Rinehimer Bros. Mfg. Co., of Casualties ind 
Elgin, Ill. R. E. Rinehimer will have charge of : window and door 
sales for the Rockford branch and Charles A. Rine- CALIFORNIA, Antioch—Antioch Lumber Co., frames, lumber and 
himer, treasurer and general manager, will spend small fire loss in office. mouldings ! 
part of his time at Rockford. FLORIDA. Molino—Jacobi-Matthews Planing 

IOWA. Ely —Joseph Becicka succeeded by Co. plant and planer damaged by fire; loss, $30,000. You'll like & and " 
Edwin Vavra in the retail lumber business. INDIANA. Winchester—Stormes novelty plant oull tke our stock a service! 


MISSISSIPPI. Brookhaven—J. C. Burgess now destroyed by fire including machinery and equip- 


operating as Burgess Lumber Co. ment, office and lumber; loss $10,000. 
MISSOURI. Fair Play—J. H. Jarnagin sold to MAINE, Portland—N. T. Fox Co., loss by fire HINOOK UMBER & 
Charles C. Meek Lumber Co, in storage shed filled with box shooks. 
Turney—Van Williams lumber yard sold to Cous- 


ins Lumber Co., which will continue the business MICHIGAN. Montgomery — Munger’ sawmill MANUFACTURING ‘0 

with Dick Hardesty in charge. burned to the ground with contents. The mill had * 
- J : been used for making crates. 

NEW YORK. New York—Orrin 8S. Good Lum- . 

ber Co., headquarters moved to Port Newark, N. J. NEW YORK. Brooklyn—Humboldt Lumber Co., Spokane, Wash. 


. " loss by fire in yard, $5,000. 
OHIO. Warren—Haines Walker Lumber Co. 4 ° , 
changing name to Warren Lumber Co. Brooklyn—Flushing Lumber Co., loss by fire. 


Capacity—frames 1200 per shift—lumber 

















7 OHIO. Ravenna—J. C. Yeend’s planing mill de- 7 
OREGON. Lebanon—Gleason Lumber Co. has a. ‘ tet 
waved its sawmill to the Canyon Lumber Co. stroyed by fire; loss, $3,000. 150 M. per shift box shook | car per 
North Bend—Empire Forest Products Co. (Inc.) SOUTH CAROLINA. Pickens—National Lumber shift—mouldings | car a week. 
reported to have sold its sawmill to W. A. Sea- Co., loss by fire, $10,000. . ' 
man. TE ; : ‘ ' Prompt shipment guaranteed! All trans- 
; : INNESSEE. Nashville—J. O. Kirkpatrick & . il d 
SOUTH DAKOTA. Bristol—Lambert Lumber Co. Sons Co., loss by fire, $45,000; plant destroyed with continental railroads to serve you, 
has purchased stock of the Butler Hardware Co. dry kiln and contents, planing mill and lumber 
and moved it to the Lambert yards. yard. 
° WEST VIRGINIA, Spencer—Builders’ Supply 
Incorporations Ca. lost planing mill and machinery by fire; loss, 
25,000; Arthur Thoasson, manager. : 
ALABAMA. Birmingham—Headland Lumber Co., KILN DRIED 
incorporated; capital, $2,000; C. R. Farmer, 4127 New Ventures 
3d Ave. S. . 
CALIFORNIA. Pico—Pico Salvage Lumber Co. CALIFORNIA. San Francisco—The Condor Co., Old Gr wth Yellow 
(Ltd.), incorporated; capital, $24,000. building materials, has opened a sales office at 116 
MISSISSIPPI. Ripley—J. W. Wardlow, incor- New Montgomery St. 
porated; capital, $50,000; old concern, lumber and Putnam Hall—Putnam Hall Timber Co. (Inc.) . 
sawmill. has started a sawmill, ir ommon 
MISSOURI. 3ismarck—Ozark Oak Flooring Co., MICHIGAN, Detroit—Chambers Lumber Co. has 
incorporated; capital, $20,000; M. E. Reble. begun millwork manufacturing business. 
” 
NEW YORK. Kings—Nyack Lumber Corpora- MINNESOTA. Elba—George N. Arnody has ALL 1’ and 2’ Dried Rough 
tion, incorporated; capital, $20,000; Oscar A. Katz, opened a new yard. Before Surfacing 
5 Beekman St., New York City. Grand Rapids—Frederick Mills Lumber Co. has 
Kings—Kesko Corporation, incorporated : capital, opened a new yard. oe Ww 
ee LAfshits, 1706 MISSOURI. Hickman Mills—R. C. Kunkel Lum- 
Hempstead—Safe. Lumber Co., incorporated; ber Co. recently began retail lumber business, STRAIGHT CARS 
capital, $10,000; Christopher Harmse, Baldwin NEW MEXICO. Hobbs—Fox Rig & Lumber Co. 


Harbor, N. Y. ; recently started a retail business here; headquar- 
Port Chester—State Line Lumber & Mill or ters, Ardmore, Okla. Soft Old Growth 
: : : . 9 ‘ 
2 SS NEW YORK, New York—D. D. Lawton recently 
ew he beens oe began a commission lumber business with office at 


2 
NORTH CAROLINA. Goldsboro—The merger is 1714 Grand Central Terminal. y ilo F U 
reported of the W. P. Rose Builders’ Supply Co. e We ir ppers 


6 C i 50,000. OHIO. Liberty Center—Gordon Lumber Co. has 
gn bai Mstoar a iggy ag odin Co opened a branch store in the Rigal Block under 
e >| — . 4 ” ‘ WwW 
incorporated; wholesale and a panna: ype ee ~— as ¥ 
St. Clairsville—Community Lumber Co., incorpo- ; b an—E, . edbetter ons 
rated; capital, $25,000. will open a lumber yard, MIXED CARS 


OREGON. Eugene—West Side Logging Co., in- = —— 
corporated; capital, $10,000. ‘ “Everything from Soup 
Eugene—Firland Saw Mills, incorporated; _in- Ti b Bo d P ° ” 

creasing capital to $20,000. Im er n rices to Nuts in 

TEXAS. Houston—Pine-’o-Pines Co., incorpo- 


rated; pine oil products; C. E. Lawhon, 1208 Algoma Lumber Co. 6s ee, — Dry Old Growth Yellow 








Pease St. 
to am ’ > a inc i i Bloedel Donovan Lumber Mill 6 
S Teer, Member Tambor Cn tncrensing capital BESS Benes Lanter Mie of, 6 6 oo on — Ore — 
WASHINGTON. Acme—Marona Mill Co. in- W.F. Brown & Sons Lumber Co. 5%% |. Mouldings—Bevel Siding— 
creasing capital to $20,000. 2 S eveeesesersesecses Sees eeree 72 3 % 
Chehalis—Brown Etheridge Lumber Co., incor- Carlisle Lumber Co. 6s 1937........... 95 98 Shingles etc., etc. 
porated; capital, $5,000; sawmill; M. G. Brown, Connor Lumber & Land 6s 1941...... 94% 97% ’ 
incorporator. Dierks Lumber & Coal Co. 6s 1941.... 94% 97% 
e | d ° t W. F. Ingham ist 6s 1936............ 96% 98% 4 wv 
New Mills an Equipmen Lamar Lumber Co. 6s 1934........-++. 97 100 
McGowin-Foshee Lumber 6s 1938...... 94 97 
etlABaMa. Densemper—-Griee jane a re- clayton & Anson Mark es 1008 oe Bd. KILN DRIED HEMLOCK 
ailer, who has operated a planing m n con- x oe Common ppers 
nection with the yard business, has completed a Munising Paper Co. 5%s 1939......... 91 94 an 
10,000 capacity sawmill and will start sawing pine Oregon White Cedar Co, 6s 1933...... 98 100 - WwW 
and hardwood at the yard. Owen Oregon Lumber 5%s 1940....... 88 92% 


Elrod—Pioneer Lumber Co. has installed end- Saginaw & Manistee 6s 1936... 


ccocess OD 97% 
matching equipment in the planing mill. M A W 4 b Co 
Tuscaloosa—Bridgers-Tidwell Lumber Co. adding Trask Timber Co. 68 1936........ . 95 98 s s yman um er * 





electrically-driven machinery in connection with Virginia Hardwood Lumber Co, 6s 1941 93 96 
the yard and will finish own stock. Western Timber Co. 68 1938........... 93% 97% 908-9 White Bldg. Seattle, Wash. 
CALIFORNIA. Maywood—Wm. J. Jaeger Furni- Note: The above securities maturing within two 








ture Mfg. Co., of Huntington Park, is having plans years are offered to yield 5% to 6 percent, bid 6% 
Prepared for a new furniture manufacturing plant per cent basis or better. 
to be erected here. ( ted by Bak 

Redwood City—The Sudden Lumber Co. is tak- Quoted by Baker, Fentress & Co., Oct. 3, 1930) 


ee 
ing bids on erection of a warehouse to cost about Lo By 
$10,000 at 1601 El Camino Real. Ralph C. Bryant 


San Dimas—Plans have been made and work 











started on an additional building for the Long-bell _. LEN MILLION walnuts have been donated by Have you a problem to solve in logging, log 

Lumber Co. that will double the capacity of the Frank S. Betz, Hammond, Ind., to the Indiana transportation or t tan bark and 
ain planing mill situated on the uthern Pacific ; : . 

tracks. The building is to be 50x400 feet. pre hg ps sla to distribute to — . tuppentine econemicany’  Laeeee 
FLORIDA, MacClenny—J. N. Bray Co., of Val- 2nd girls, sportsmen and civic organizations for for timber owners, 


dosta, Ga., is building a small mill at MacClenny; planting on abandoned land throughout Indi- etc. 
new company has been incorporated under name ana, it has been announced by Richard Lieber, 3 ‘ _— “al Go. Dearborn St. 


of MacClenny Lumber Co. to operate this mill, 7 
Which will have a capacity of 20,000 feet a day. head of the conservation department. 
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Let Us Tell You About These Ladders 


Write for our latest Booklet and 
Price Sheet. 


W. W. BABCOCK CoO. 
BATH, N. Y. 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 








W. H. Hoover, of Vancouver, B. C., man- 
ager of International Lumber Sales (Ltd.), 
called on Chicago lumbermen Wednesday. 


Arthur B. Ransom, of the Ransom Hard- 
wood Lumber Co., Nashville, Tenn., was a 
caller at Chicago lumber offices the latter part 
of last week. 


Mr. Peters, of the Fender Lumber & Box 
Co., Twisp, Wash., was in Chicago several 
days the early part of this week, to call on 
local lumbermen. 


A. G. Cleney, of Henry G. Brabston & Co., 
Birmingham, Ala., was in Chicago from last 
Saturday to Tuesday, to call on his company’s 
sales representative, the Nat F. Wolfe Lumber 
Co., and others in the local trade. 


The Ford RoofingProducts Co., of Chicago, 
has moved its headquarters from 529 South 
Franklin Street to more commodious offices in 
suite 1303 Conway Building, at 111 West 
Washington Street, which by its Loop location 
will be more convenient for the company’s 
friends to visit. The new phone number is 
Franklin 9884. 


Ralph H. Waring, of Chicago, the Lumber- 
men’s Credit Association’s city reporter, re- 
turned home last week from a combined busi- 
ness and pleasure trip in southern Illinois and 
Indiana which took him as far south as the 
Ohio River, and he also had an opportunity to 
see one of the world’s series baseball games in 
St. Louis, Mo. 


H. F. Grobe, of Rich & Grobe (Inc.), Chi- 
cago, returned Monday from Tulsa and Okla- 
homa City, Okla., where he had been spending 
five days on business. Near the latter city he 
visited what is said to be the largest oil field 
in the world. Business conditions in the oil 
territory are good, Mr. Grobe reported, with 
plenty of building necessary. 


An announcement of interest has been made 
by the Stoltze Manufacturing Co. (Ltd.), of 
Vancouver, B. C., to the effect that it is seeking 
responsible wholesale connections to sell Rus- 
kin Brand British Columbia red cedar shingles 
in straight and mixed cars. Wholesalers inter- 
ested may find it desirable to write to this com- 
pany for particulars of an attractive selling 
proposition. 


Harvey W. Gilbert, of Beaumont, Tex., was 
in Chicago a few days ago, en route home after 
spending two or three weeks in New York City. 
Mr. Gilbert, who has been connected with the 
lumber business practically all of his life, is 
planning to establish a distributing center for 
Pacific coast products in Beaumont. Shipments 
of lumber and other forest products from the 
Coast would come around to Beaumont via the 
Panama Canal. With its unexcelled facilities 
for shipping both by rail and water, Beaumont 
is a strategic location for the wide distribution 
of Pacific coast lumber. 


L. J. Heatherly, of Yazoo City, Miss., sales 
manager of the Gooch Bros. Lumber Co., ar- 
rived in Chicago last Saturday and stayed until 
Wednesday, calling on friends in the trade. and 
he dropped in at the Boston Oyster House 
Monday noon, to lunch with the members of 
the Chicago Wholesale Lumber Association at 
their weekly meeting. He had been on a tour 
of several cities in the South and East, and 
from here expected to visit Milwaukee, Wis., 
and St. Louis, Mo., before returning home. Mr. 
Heatherly reported that he has been finding 
some business, in both hardwoods and cypress, 
but mainly the former. “Of course,” he said, 
“the price is low on everything. but the sales 
volume is getting better. I look for better busi- 
ness conditions about next spring, at least.” 


el 


Mr. Heatherly was piloted over to the luncheon 
meeting by A. J. Walker, of Memphis, Tenn, 
sales manager of the C. M. Gooch Lumber Co. 
who has been calling on the Chicago trade for 
a week or so. 

Earle Williams, of Bogalusa, La., assistant 
sales manager of the Great Southern Lumber 
Co., in charge of the firm’s redwood sales, was 
in Chicago this week to confer with his com. 
pany’s local sales representative, the George 
M. Coale Lumber Co., and to call on others in 
the lumber industry here. Thursday he visited 
at the offices of the AMERICAN LUMBERMAy, 
Mr. Williams made it plain that the Great 
Southern company is in the redwood business 
to stay, that the mill is cutting redwood and 
will continue to do so, for the retailers are 
finding convenient indeed the mixed cars of 
redwood and southern pine which the Bogalusa 
company is able to provide, and are responding 
to the opportunity to avail themselves of this 
service. 





What the Economists Think 


At a largely attended conference held in Chi- 
cago last week, members of the Babson Statis- 
tical Organization gave their views on business 
conditions, present and prospective. Speaking of 
the lumber situation, H. C. Baldwin, economic 
engineer of the organization, said: 

“Oak and other hardwoods are on the bar- 
gain counter. Buyers should purchase hard- 
woods moderately ahead. Softwoods are in a 
similar condition and like hardwoods should be 
bought ahead in moderation.” 

He also said that lumber has been one of the 
two or three industries hardest hit in the busi- 
ness depression that has prevailed. 

Leroy D. Peavey, president of the Babson or- 
ganization, said that agricultural commodity 
prices are tending to strengthen, but he believes 
that industrial commodity prices will have a 
tendency toward further slight declines. He 
gave it as his opinion that lumber has reached 
the bottom of its decline in prices. Regarding 
the construction industry, Mr. Peavey said: 

“We have been experiencing a serious decline 
im construction activities. This is creating a 
vacuum which will have to be filled in the near 
future.” 

He gave it as his opinion that the country 
has completed 40 percent of the readjustment 
period; that in readjustment periods business 
always declines sharply and ascends to periods 
of prosperity on a more moderate curve. Thus, 
the 60 percent remaining of this adjustment pe- 
riod is represented by a moderate curve upward. 
In other words, he feels that the bottom of 
the readjustment period has been reached and 
passed. 


Returns from European Trip 


H. Neubert, of Seattle, Wash., president of 
the Hartmann-Neubert Lumber Co., was in 
Chicago a few days this week visiting relatives, 
and Wednesday called on his old friend, A. 
Trieschmann, one of the Crossett Watzek 
Gates executives. Mr. Neubert, who, said Mr. 
Trieschmann, “to my knowledge has been in 
the lumber business for thirty-five years,” had 
just returned from spending four and a half 
months in Eutope, accompanied by his wife, 
and was on his way home. Among the places 
visited abroad was his birthplace and childhood 
home, near Hamburg. Germany. 

The trip was mainly, almost entirely, for 
purposes of pleasure, and Mr. Neubert did not 
visit any lumbermen. He did, however, take 
note of the economic and political situation. 
His native land is torn by dissension, wi 
twenty-four political parties striving for con- 
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trol. “How,” asked Mr. Trieschmann, “can 
anybody invent that many different platforms ? ' 
“They can’t,” was the reply. “They are mainly 
opposing each other, in many cases. It gives 
the communists a chance to work, when it’s 
like that. And the unemployment problem 
there is worse than it is in the United States, 
for they've had it longer. There hasn’t been 
anybody to oppose the communists, but now 
the Hittler party is doing that, and it seems 
to be gaining strength. There is a new spirit 
in Germany.” ; 

“Is there ever any talk about getting the 
kaiser back?” inquired Mr. Trieschmann, and 
his caller responded with vehemence, “That is 
absolutely dead. Nobody wants the monarchy 
again. It is out of their minds entirely. A 
new generation is coming up, a generation that 
never knew what the monarchy was like, and 
the old men are passing away. And Hinden- 
burg killed the monafchy’s chances of ever com- 
ing back when he became president and lived 
up to the republican idea of government. He 
was the real brains of the military government. 
When he went over to the other side, the other 
men saw it was no use and they changed, too.” 

The Seattle man continued his discussion, re- 
marking that there is “lots of distress,” espe- 
cially in Germany and England. The dole 
system in England is not satisfactory, he said, 
and the English themselves evidently are dis- 
satised with it. They are seeking after some 
better plan. Yet Europeans are not forgetting 
the United States, either. “On our boat com- 
ing back,” Mr. Neubert said, “was a Russian 
princess who was coming to America for the 
purpose of helping to drive out communism. 
Over there they know what it’s like.” 


Lumberman in Fatal Accident 


MeEMPHIs, TENN., Oct. 13.—C. B. Russell, of 
Chicago, president of the Illinois Interior Finish 
Co. is in a Memphis hospital suffering with a 
dislocated shoulder blade and a broken collar- 
bone, and Mrs. Russell sustained broken ribs 
and possible internal injuries, caused by an au- 
tomobile accident in which Mr. Russell’s cousin, 
M. White, of Meadville, Pa., was killed and 
Mrs. White sustained a fractured leg. The 
four had been to Springfield, Mo., to take Mr. 
Russell’s mother there to visit relatives, and 
were headed for the South. On the highway 
near here their car left the road at a sharp 
turn; it was about 10 o’clock at night. 








Injured in Auto Crash 


A. A. Henry, of Chicago, president of the 
Metropolitan Lumber Co., sustained severe 
bruises and lacerations, and his back was 
sprained, and Mrs. Henry, who was riding with 
him, was even more seriously injured, when 
their car turned turtle into a ditch near Lake- 
side, Mich., Tuesday. Both are in the Clinic 
Hospital in Michigan City, Ind., and will re- 
main there for about a week. Although their 
injuries are painful, complete recovery is ex- 
pected; an X-ray examination revealed no 
broken bones. 

Mr. and Mrs. Henry were on their way to 
Chicago from their cottage at Castle Park, 
Mich., when the accident happened. Mr. Henry 
turned out to pass a truck, and as his car 
swerved, a left wheel broke and the car exe- 
cuted a double somersault into the ditch. They 
Were taken at once to the Michigan City hos- 
pital. Harold Elliott, secretary of the Metro- 
politan company, who went there to see them, 
told of the mishap. 

He also mentioned the fact that there now 
are three Elliott brothers connected with this 
company. He has been with the firm five years, 
his brother Leo for two years, and just this 
year the youngest of the trio, Marsten, joined 
the sales staff, covering the northern Illinois 
territory, after a year spent at the Red River 

mber Co.’s mill at Westwood, Calif. Mr. 
Elliott reported that the recent adoption of the 
irm price policy by the manufacturers resulted 
Ma stimulation of trade for about ten days, 
especially among industrial plants seeking to 


cover their lumber requirements before such a 
system could be put into effect. “We have sold 
twenty or thirty cars of lumber since the firm 
price policy was adopted,” he said, adding 
proudly, “and not one of them at less than 
market price. It is not selling more lumber, 
but lumbermen certainly are getting more 
money for what is sold. There is a decidedly 
better tone to the buying.” 





Will Distribute Calendars 


CLEVELAND, Outro, Oct. 13.—One of the more 
recent developments in uses for “Cletrac” 
crawler type tractors is depicted in an interest- 
ing picture on the thousands of new calendars 
just prepared by the Cleveland Tractor Co. The 
calendars now are being sent to the company’s 
many distributers and dealers throughout the 
country, and within a few weeks will be avail- 
able to anyone who will write either his dealer 
or the factory direct. 

The picture shows a huge dirigible, securely 
anchored to its mooring mast, which is being 
pulled out-of the hangar by a Cletrac tractor 
hitched to the mast. The picture on the calen- 
dars is in colors, and is a reproduction of a 
photograph. Officers and others are shown 
watching the moving of the airships. 


Growing All the Time 


Nearly nine and a half million dollars in in- 
vested assets, with increases in both assets and 
premium income the first half of this year de- 
spite the unsatisfactory general business situa- 
tion, were reported to the Lumbermen’s Mutual 
Casualty Co. by James S. Kemper, president of 
the organization, in his recent financial report. 
“We will complete the year with very satisfac- 
tory results,” he said. 

The invested assets tofal $9,416,988, of which 
8.3 percent is in Government bonds; 42.2 per- 
cent in State, county, province and municipal 
bonds; 0.6 percent in public utility bonds; 8.5 
percent in insurance and bank stocks; 11.7 per 
cent comprises collateral loans secured by State, 
county and municipal bonds; 23.2 percent con- 
stitutes mortgage loans on real estate; and 5.5 
percent is represented by savings accounts in 
banks. Mr. Kemper added: 

Cash returned to “L-M-C” policyholders 
since organization of the company in 1912 now 
amounts to $36,633,251. These figures include 
losses paid and dividends returned to policy- 
holders which now number over 200,000 in all 
lines. Dividend savings returned to policy- 
holders during the first half of the year ex- 
ceeded one and a quarter million dollars. 


Closes One, Opens Another 


St. Paut, Minn., Oct. 13—The American 
Hoist & Derrick Co., of this city, has announced 
the removal of its Dayton office to Indianapolis, 
Ind., the Dayton office at 254 Fourth Street 
Arcade having been closed and a new office 
opened in Indianapolis at 703 New City Trust 
Building. I. R. Bailey and William M. Schoen, 
who have been stationed at Indianapolis for 
many years, will be at the new office, the former 
in charge of “American revolver” sales and the 
latter representing the entire “American” line 
of hoisting machinery. 

The company also announces the addition to 
its sales staff of J. T. Connors, formerly dis- 
trict manager in Detroit of the Thew Shovel 
Co. Mr. Conners will have charge of “Ameri- 
can Gopher” sales in the field. 


Lumberman May Be Governor 


MEMPHIS, TENN., Oct. 13.—As election day 
draws nearer the stronger grows the probability 
that a lumberman will be the next governor of 
Tennessee, for the Republican candidate is C. 
Arthur Bruce, of Memphis, vice president of 
the E. L. Bruce Co., and political dopesters are 
according him an excellent chance of going to 
Nashville. He has been making a tour of the 











eastern part of the State, which always goes . 


Republican, but next week he. will commence 
a strong campaign in the eastern half, which is 
a Democratic stronghold 
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For Big Values in 
HARDWOOD LUMBER 


Send your orders to 


Maisey & Dion 


CISAR BROTHERS 


2357 South Loomis St., CHICAGO 
Telephone, CANal 1830, 1831, 0118 


WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO 
Phone Randolph 1069 

Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, Redwood, old growth Yellow Fir, 

r, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 

“Soo Brand’ Maple and Birch Flooring. 
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A New Book 


== et eer 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and» gives 
simple rules for deriving other informa- 
.tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 





2%”"x5%", vest pocket size. 


$3.00 Postpaid 
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This Week’s Lumber Prices 





SOUTHERN PINE 


Following are f, o. b. mill sales prices as reported from Kansas City, Mo., for the week ended Oct. 11: 


Flooring Finish, All 10-20 Fencing, S18 ste. 2 Miecnnten No. 2 Shortleaf Shiplap 
1x3” E.G.— B&Better Rough: 10-20 S1S1E Dimension S1S1E No. 1 (all 10-20’: 
B&Btr, 10-20’... .$63.70 Mt siwetees A ho dae Short- Long- | 2X 4”, 1...... Yd a eee 28.47 
No. 1, 6-20’.... 50.25 ieee 41.00 ay eeeRer ss 29:66 leaf leaf a 17.70 re o™t? wees e ee 8155 
No. 2, 6-20’.... 35.50 ix5 and 10”.. 41.00 | >. "°°" wy | 2x 4”, 107. .20.13 22.80 16’...... ed es Aca” 
1x3” F.G.— 1x12” 41 00 No. 2— ; 12’ 20 08 22 15 18&20’ eeeeee 19.04 = oo ee 15.69 
eater. ae A . 20.08 22. ~ 15.73 
B&Btr, 10-20’... 36.33 5/4x4, 6&8”... 59.00 5 14.18 16’..21.09 24.84 | 2x 6”, 10’...... 13.63 | No. 3 (all 6-20’): 
No. 1, 10-20’... 30.96 5/4x5, 10&12”. 60,00 | _ 16" -------- $8.98 18&20’. .22.05 28.00 12°...... 14.60 I veencezt 10.18 
No. 2, 6-20’ .... 18.38 | Bebetter Surfaced: = 2x 6”, 10’..16.81 20.24 Tin aan 13.91 Seer ‘es eons 11.85 
1x4” E.G.— 1x4” 39.09 Dn” \égeveees 9.15 12’. .16.90 19.57 18&20’ 15.25 Longleaf Timbers 
B&Btr, 10-207 .. 67.85  embreaillad os BP chsdadan 9.64 16’..17.52 21.27 | ox "10"... 16.50 | No.2 Sa, Bes 
\G.— ” ; : 9 2 cecces ° Ss, , an 
B&Btr, 10-20... 33.66 | 1x5 and i0*1: 4286 | Boards, 818 or 28R90'..29.85 38.68 16.50 | under: “"™* 
No. 1, 10-20’... 30.53 abate 57.60 | No. 1 (all 10-20’): 2x 8”, 10’..18.09 22.00 | eee 16.87 _ ae 25.04 
No. 2, 10-20’... 19.83 5/4x4, 6&8". . 58.05 EP 28.90 12’. .17.94 20.10 18&20’...... 16.84 ba weet eens 35.50 
Ceiling eek yo 66.11 ae 32.83 16’..18.48 23.00 | 2x10”, 12’...... 16.86 | OP or eeevess 42.49 
%x4”, 10-20'— ma * 58.01 SO” edscaes 47.35 18&20’. .20.47 24.00 “eee 18.50 Plaster Lath 
B&Btr. ... . 25.86 | C Surfaced: No. 2 (all 10 to 20’): | 2x10”, 10’, .25.08 27.83 18x20’...... 18.32 = 1, eee’ 4 2.40 
_ ae eae 24.65 1x8° $2.75 BN snapieds 16.11 12’..24.51 27.75 | o,10” 40° 21.50 a As 
RT CRS: Sayre = SPROS ERD ' TT es 17.81 16’. .24.49 30.90 ene e144 Car Material 
Drop Siding Casing and Base SMOR” occas 21.35 18&20’..24.89 .... 18&20’... 25.94 | (All 1x4 & 6”): 
1x6”. 10-20°— Babetter: No. 3 (all 6-20’): 2x13", 10’..39.00 82.75 | |. °°°°*" ; ~ o- a 
B&Bir ........ 33.32 4 and 6”..... 47.09 | 1x8” ........ 10.87 12’. 28.05 32.75 we, S Bimension 10 & 20" 2217! He 
Bh Ni Gextacons 31.60 ge 47.19 | _1x10” ....... 10.75 Se Gund GMM tankeaweus 11.50 12 & 14 .. 2.) 31.75 
EE sikisenas 21.31 5 and 10”.... 52.50  aersreriy 18&20’. .32.91 Se iodanaceae 10.03 | No. 2 random.: 15.7% 




















NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Sept. 1 to 


30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
ED eased dune dees Aale de wee Seiad $41.90 
i ath a Sy Shite di Wi es rte Ge eee ermled e 28.25 
TM Mw idk se eis asiesieigciecirn oilacened Madge 19.70 
SEE ihe thon b> didmn ede awe a davxmwee in 16.95 
No.1 No.2 
Bé&better No.1 box box 
Meroe 42.80 —— wees eon 
ae Sees se 42.95 <sine cies oe 
2 pare 43.15 $33.60 $23.15 $18.20 
a wane chews 45.75 onus kone coos 
8 _ 45.50 34.40 24.35 19.15 
ee” so ,ee Sewn 49.20 36.90 23.60 19.75 
Geta a 63.00 44.75 27.10 20.50 
Edge, B&better— 
ea aii eke a ood Me de aie ea oe bacee 0a 48.0 
he arn ek ae ase tink dow aw dae See att 
AIEEE Aes aie PRES ia 66.50 
Te Si ee hcaih Ge, elena han hh We Ok bw ke ws % bw ee 44.40 
Bark Strips— 
NS ie bn ahead anid dae ma ded ed melee d $29.85 
ET ae ira a wikd bebe HN aaa alee k dna 15.2 
Dressed 2%” 3” & 
Flooring— Wide Wider 
EB eer rere $39.80 $39.10 
No. 1 common, it. = ae cite 36.20 33.85 
No. 2 common, Pveweeh 25.05 25.40 
23%” 3y” 
ee 38.45 37.00 


Bé&better, bark strip partition.......... $32.25 
Box bark strips, dressed 


iweadenwesancede 15.75 
No. 2 Air 

Roofers dressed dried* 

lg FS AE AS Sp Pe! $23.85 $14.40 

Eile OE EEA RR aI 24.30 15.05 

IRE EE er ane ae 24.40 15.45 

ia hin dw Sie ret Billa Be 27.70 16.05 


*F. o. b. Macon, Ga. 


WISCONSIN HEMLOCK 


Following are f. o. b, Wausau, Wis., prices: 
Mo. 1 Hemlock Boards, 818— 





8’ 10,12&14’ 16’ 

i. tsevbetdcebosaan $25.50 26.50 $27.50 
a usadeecededou dail 29.00 30.00 31.50 
i bhéxeenad etancnel 30.00 31.00 32.50 
RT Senin ont teenie 32.50 33.50 35.00 
i. .*onedtanmnd eae 33.50 34.50 36.00 

For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 
Mo. 1 Hemlock Dimension, 8151E— 

8 10’ 12” 14’ 16’ 
2x 4” ...$30.00 $30.00 $30.00 $30.00 $31.00 
2x 6” ... 28.00 29.00 29.00 29.00 31.00 
ah 29.00 30.00 30.00 30.00 31.00 
2x10” ... 29.00 32.00 33.00 33.00 32.00 
3x12” ... 29.00 33.00 33.00 33.00 33.00 

For No. 2 dimension, deduct $2.50° from 


price of No, 1. 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., Oct. 15.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Oct. 15. Reports of prices shown 
on S2S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an 82S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 
specified lengths are called for. Quotations 
follow: 


Pondosa Pine 


INCH SELECTS AND ComMMoN, S2S— 
a 8” 10” 12” 

C selects RL..... $44.14 $44.39 $48.63 $74.38 
D selects RL..... 28.05 29.62 36.08 59.94 
No. 1 common AL 31.80 31.00 40.00 .... 
No. 2 common AL 24.06 21.67 22.29 25.85 
No. 3 common AL 16.14 16.24 16.37 16.17 

Suop, 5/4 anv 6/4, S2S— 

No. 1...$24.86; No. 2...$15.50; No. 3...$10.50 

SELEcTs S2S, 5/4 aNpD 6/4, 4” AND WIDER— 
C select RL...$50.00 D select RL...$40.00 

cn eran nddenaéeean eee 25.49 

No. 4 Common, 82S RW RL 


ee 


Idaho White Pine 
INCH SELECTS AND COMMON, S2S— 


, ww 


C selects RL....$65.00 $65.00 $75.00 $108.00 


D selects RL.... 40.37 41.57 48.84 81.50 
No. lcommon AL 39.06 41.12 46.87 70.00 
No.2common AL 30.48 30.41 30.41 38.62 
No.3common AL 20.81 21.69 21.82 25.58 


Se.ects, S2S, 5/4 AND 6/4, 4” AND WIDER— 
C select RL...$80.00 D select RL...$65.00 


No. 4 Common, S2S RW RL........cee0. 13.50 
Larch and Fir 

Me. 1 Geeta. Se O 26" geo cdvcceceess $14.18 

Bie. 1 Ginemeton, .BEIe" 367 +s. cccvecssen 12.71 

Vert. gr. flooring C&btr. 4” RL......... 34.70 


Drop siding or rustic, C&better, 6” RL.. 24.75 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the two weeks ended Oct. 4 and 11: 


Plooring 

1x3” 1x4” 
Edge grain—Bé&better ........ $60.00 $58.25 
Flat grain—Bé&better ........ Givacark 35.75 
DR vhindowks 23.00 

Partition and Siding 
Boston partition, B&better 1x4-inch..... $34.25 
Drop siding, B&better, 1x6”............ 35.25 

Finish and Moldings 
Pe, De ccctpeéns bee8 semenes $53.25 
I, 5 6s n'a win geese weeed 74.00 
Cee Oe SN, BE cc ointceenenan esas 57.00 
Discount on moldings, 1%” and under.. 44% 
1%” and over... 40% 


Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”........ $31.00 


Boards, No. 2, 1x12”, 10, 18&20’......... 20.25 
Ph oe oe ee” cLemearekbenknee ene 15.50 
Dimension 
We: 3, eS . Be BI I oo ven divediwecaes $17.75 

ke re ES Se ere 21.25 

Og SO” = ae eer 29.75 

pe eS ae Se Pee 17.00 
Lath 

Pe Se) MB cnnatadeviwtb haw oe dann $2.55 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 

Inch— 4” 6” gS” 10” ” 
ee 6-16’.$47.00 $51.00 $51.00 $67.00 $82.00 


No. 
btr.,* 6-16’. 46.00 50.00 62.00 77.00 
No. 1, 6-16’.. 45.00 48.00 
No, 2, 8-16’.. 40.50 38.50 
No. 3, 8 20’.. 31.50 34.00 
No. 4, 4-20’.. 30.00 32.00 32.50 32.50 32.50 
5&6 /4— 4”"&wdr. 4,6&8” 10” 12” 
D&btr., 6-16’ ...$66.00 $68.00 $71.00 $81.00 
60.00 62.00 65.00 75.00 


No. 1&btr., 6-16’. 
es ty OEE ccse. 58.00 60.00 63.00 73.00 


For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, 8- and 16-inch, add $7.50; 
12-inch, add $8; No. 4, $4 

§Furnished when available. 

*Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 


Bevel siding, %4-inch, odd lengths, 3- to 20 
Pw _ not over 20 percent shorter than 
-foot: 


Dé&btr., 4-inch..$28.00 5, 


4-inch...... $18.00 
6-inch.. 31.00 


21.00 


6-inch 
— spruce and pine, 4-foot; No, 1, $7.45; No. 
2, $6.45. 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Oct. 14.—F. o. b. mill prices 
on actual sales of fir, Oct. 10, 11 and 13, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Plooring 





B B&btr Cc D 
A $32.00 ig sence ae 
ae sd 
Plat Grain Flooring 
oS COL. ee 19.25 17.75 
rrr nai 25.00 21.50 
Mixed Grain Plooring 
.. io ee eoce $13.25 
Ceiling 
"<r ‘een 18.25 16.00 
See: ett 18.25 15.00 
Drop Siding, 1x6” 
are eas 22.50 19.25 ‘ 
are joa ts 20.75 20.00 donate 
MD seseeeews 14.25 
Finish, Kiln Dried ‘and Surfaced 
1x6” 1x8” 1x12” 
MORO .ccvannedean $39.75 $38.00 $49.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
i ree $12.00 $13.00 $13.50 $15.00 
SS arr 8.75 9.00 9.25 10.50 
Se ca nere 4.00 5.25 5.25 wees 
Dimension 
12’ 14’ 16’ 18 20’ 22&24’ 26-32’ 
No. 1, 2” thick— 
4”.$12.50 $12, 50 $14.00 $15.25 $15.00 .. 
6”. 12.00 12.25 13.50 13.75 13.50 $17. 00 $18. 165 
8”. 12.25 12.25 13.50 14.00 14.00 16.75 19.00 
10”. 13.56 13.50 14.00 14.50 14.25 15.75 19.00 
12”. 14.00 14.25 15.00 15.00 15.25 18.00 18.50 


2x4”, 8’, $13.00; 10’, $13.25; 2x6”, 10’, $12.00 


Random— 2x4” 2x6” ‘2x8” ‘2x10” 2x12” 
BRR $6.00 $8.50 $7.50 $9.00 $7.50 
No 3 pba amon 4.00 fee laa ree 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced.......... $16.50 
ae GO Dien SO OP. WE cc cccescacve 13.75 
5x5 to 12x12” to 40’, surfaced.......... 15.75 
Pir Lath 
ORB a ON SR ee $2.50 
B&better, Flat Grain Car Siding, 9 or 18’ 
OE ios bee aera dae ee a ae es ea Bn $27.75 
REE, ‘ans k: we sais an chalet de At Gig aRes Wicitiok ex aaa Siase Sec SN 26.00 





RED CEDAR SHINGLES 


Seattle, Wash., Oct. 11.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 


Mn Ml. nce ag Measles oe oe $1.40@ 2.35 
ER geno ek set te iiauan 1.50@ 2.20 
Re Cae ee. ie oe 2.25 3.25 
Eurekas, CT ES Pee 2.35 2.95 
IE gn let Se aia lass lanl 3.25@ 4.25 
ee ee eee 7.00@ 8.00 
Dimension, | ea ree oe 2.15@ 2.25 


First Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....... $1.50@2.35 $1.65@2.35 
Extra clears........... 1.60 @2.20 1.65 @ 2.30 
1 6? *) pe 2.25 @2.35 2.20@3.25 
ena 2.75 @ 3.00 

PUPEOOUIOME 6. .kcccccecs 3.25 @4.25 3.55 @ 4.25 


Royals, 24”, A grade. : 7.75 
Dimensions, 5/2, 16”... 2.40@2.60 


Pirst Grades, Rite-Grade Inspected Stock 


Me.  bccacnceneunaunees $1.55 @1.60 
Extra clears: 


75% premium clears............ 2.40@3.00 © 

50% premium clears............. 2.00 @ 2.25 
XXXXX (5/2 perfects)............ 2.55 @3.25 
Burekas (75% vertical grain)..... 3.50 
NIE sa cna adaccww quer ase waa 3.75 @4.25 
INS ean ug dangle ane camaiecktaaale 7.50 
Second Grades, Standard Stock, Straight Cars 
CMeemeon stare, 6/3... <cccvscsccccvs $1.05 @1.25 
Pennem Geek. C78... cvcciccovccuns -90@1.50 
Common clearS .........cceceecece 1.40@2.00 
2D ee ees 5.50 
NG. 3 POPUOCTIONG. 60.0602 cc cedeccces 2.05 @2.50 


Second Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 

cedar lumber fir lumber 
Common stars, 6/2 - re $0.90@1.25 
Common stars, 5/2.. 1.10@1.50 1.50 
Common clears ....... 1.45@2.00 1.45@2.00 
No. 2 perfections ..... 2.25@2.50 2.50 


British Columbia Stock, Seattle Market 


a British Columbia stock, with or without 
‘Edgwood” mark, is being sold “to meet com- 
Petition.” 


AMERICAN LUMBERMAN 
CALIFORNIA PINES 


San Francisco, Calif., Oct. 11.—The follow- 
ing average wholesale prices f. o. mills, 
those on commons covering 1-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association for the pe- 
riod ended Oct. 9: 


California White Pine 


No. 1&2-clr. C sel. D sel. No. 3 clr. 
All widths— 





__ BREShr $59.30 $55.55 $38.45 $27.60 
on, SE cee 57.50 55.15 34.75 41.40 
ee 6eahe anes 57.65 45.65 32.15 42.40 
Se iaenes cede 67.85 61.05 36.65 52.95 

California Sugar Pine 
a ee 91.70 77.60 59.75 37.50 
|” meee cee 83.30 70.45 52.35 53.95 
| rrr 83.30 59.60 40.50 53.25 
Be évecasuue 93.75 76.05 62.05 65.80 

White Pine Shop Douglas Fir 
Inch common ..$21.15 C&better ...... $33.85 
No. 1, 5/4 xa.w. et Dimension ..... 13.10 
No. 2, 6/4 xa.w. 17.35 
Panel, C&better . Mixed Pines 

Ye" XA.W....-. Com.— No.2 No.3 


Sugar Pine Shop — ‘ : 
Inch common. .$28.00 8” wee 24.85 17.40 


No. 1, 5/4 xa.w. 35.60 10” .... 23.50 15.20 

No. 2, 6/4xa.w.. 23.45 = +++ 26.35 16.30 
White Pi ox— 

to ee eee $20.45 

C&btr, all sizes. $43.15 No. 2 17.50 

eo, tee... ae «sn . 

No. 2&btr. dimen., >, eee 25.85 

1-9/16 xa.w... 10.95 Bev. Siding, ob 

Mixed pins—  «ss—« © veeeeeeeeee 33.75 
4/4 2B. once $42.75 sae 

B/4 BAWs ccces 51.60 NN Ts 2 $2.95 

OFS DOW ceive 41.05 NS a 2.05 

S/S SRW... < sss 44.25 Bes ee .70 

Cedar No. 1 dim,, 
Pencil stock ...$26.00 1-9/16x4” $19.70 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 11.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f.o.b. mill, are: 


Bevel Siding, 42-inch 





Clea os ae “SB” 
ER re $30.00 $27.00 $20.00 
EE eatnnsne cee 31.00 28.00 23.00 
DE <aeseaeecks 33.00 29.00 24.00 
Clear Bungalow Siding 
%-inch %-inch 
SNEED. «ih a wiave eo ati ae oes eon $47.00 $33.00 
PE Osbtackndexcexe eee 56.00 43. - 
CEPR wie hasasecen kee cee 65.00 
Finish, B&better 
82S, S4S 
or Rough 
DME eis dadeds Khcns cawuee ee bea aeen $ 60.00 
ES, “th 4:5 ath ad wl > HA a ele a 65.00 
Ee a's int inid x aa. dice Sg Aa RR RAC RT aa 75.00 
ES! wea deak Meek akwe aeaa erase 85.00 
SE Pialh aia BME Wane ool ae eae ee 90.00 
lat SEE RE RE ee ee eee RE RE 95.00 
or ii a erecta ea as arate: aici to a dc a 100.00 
I ii als cata o aaa ene 105.00 
Clear Ceiling or Flooring, One Side V or B 
Ss, BS OD Be eek bw ined chadieseesavevess $45.00 
ee a Oe Pi oe sib tCiensbokeacaekalnuns 50.00 
Discounts on Mouldings 
Made from 1x8” and under.......cccceces 50% 
Made from other sizesS.....c..cccccscccecs 40% 
For 50,000 feet or more, additional dis- 
CE Ns karwteida ew deveae een aes 5% 
Clear Lattice, S4S, 4 to 16’ 
100 lin. * 
Be Cb kand cht neha ea COW Nek bade kowame $0.3 
EES RFs LORE AS Det eee 40 
SET Sap eos vies uacie ahechala is woe acacia Secs Whaler al oueiata .50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 
Portland, Ore., Oct. 14.—The following are 
prices for mixed carlots prevailing today: 


$55@63 Factory stock— ‘ 

is ieati 4/4 ...$26.00@27.00 

1x4—10” ... 45@50 5/4 ... 30.00@35.00 

Bevel me 6/4 ... 34.00@38.00 
%x $24.00 -. 34.00@38.00 
Bxe>, Flat gr. 26.00 


ba cits 3.00 
Vert. gr. 28.50 Green box 16.00@18.00 


WEST COAST LOGS 


Everett, Wash., Oct. 11.—Log quotations: 
Fir: No. 1, $25; ‘No. 2, $18; No. 3, $12. Few 
sales at list; logs in water are $1 less. 


Cedar: Rafts of shingle logs only, $13; lum- 
ber logs, 


Hemlock: 
Spruce: 





No. 2, $12@13; No. 3, $10@11. 
No. 1, $25; No. 2, $18; No. 3, $12. 








NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b. Wausau, Wis.: 


AsH— 

FAS Sel. No.1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 48.00 $ 37.00 $ 22.00 
5/4 ... 75.00 65.00 60.00 41.00 22.00 
6/4 ... 90.00 75.00 60.00 41.00 22.00 
8/4 ... 100.00 85.00 70.00 45.00 22.00 


BircH— 


4/4 ... 87.00 67.00 42.00 28.00 21.00 
5/4 ... 90.00 70.00 48.00 35.00 21.00 
6/4 ... *93.00 *73.00 56.00 37.00 21.00 
8/4 ... 97.00 77.00 68.00 44.00 23.00 
10/4 ... 107.00 97.00 88.00 59.00 eccee 
12/4 ... 112.00 102.00 93.00 59.00 
16/4 ... 157.00 142.00 128.00 one 6 © ose 
5/8 ... 1738.00 58.00 32.00 23.00 ..... 
3/4 ... 76.00 61.00 36.00 23.00 


*Straight cars of 6/4: FAS, $93; sneesin: $73. 

For 5 inch & wdr., 8-foot & lgr., add $2. 

Price of No. 2 and better, 4- and 6-foot 
lengths, $32. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two face 
clear, $80; one and two face clear, $65; 1x5- 
inch, two face clear, $90; one and two face 
clear, $70; run of pile, $68. 

Sorr MaPpLe— 

4/4 ... 65.00 55.00 42.00 26.00 20.00 
5/4 ... 70.00 60.00 48.00 33.00 21.00 
6/4 ... 82.00 172.00 60.00 35.00 21.00 
8/4 ... 87.00 77.00 67.00 39.00 21.00 


Sort EtmM— 
FAS No. 1&Sel. No. 2 No. 3 
4/4 ... 60.00 40.00 25.00 22.00 
S6 .ce FRCS 50.00 28.00 24.00 
6/4 ... 75.00 55.00 28.00 23.00 
8/4 ... 80.00 60.00 36.00 23.00 
10/4 ... 90.00 70.00 40.00 wake 
12/4 ... 100.00 80.00 45.00 enn 
Rock EtmM— 
FAS Sel. No. 1 No. 2 No. 3 


4/4... 80.00  ..... 55.00 27.00 19.00 
5/4... 85.00 ..... 60.00 30.00 20.00 
6/4 ... 90.00 eee 65.00 30.00 *20.00 


8/4 ... 95.00 ..... 75.00 38.00 %25.00 
10/4 ... 105.00 cocoon 85.00 G3.06 § .ncoe 
12/4 ... 115.00 -eeee 95.00 57.00 *30.00 


*Bridge plank, add $4 to No. 3 price. 


Basswoop— 
4/4 ... 70.00 60.00 46.00 26.00 20.00 
5/4... 72.00 62.00 50.00 28.00 23.00 
6/4... 75.00 65.00 54.00 32.00 23.00 
8/4... 83.00 73.00 658.00 34.00 24.00 
10/4 ... 90.00 80.00 65.00 45.00 cccee 
12/4 ... 100.00 90.00 75.00 655.00 ..... 


Keystock, 4/4, $72; or on grades, FAS, $82; 
No. 1, $62; 5/4, $78; or on grades, FAS, $88; 
No. 1, $68. 

One and two face clear, 6- to 16-foot, 1x4- 
inch, $65; 1x5-inch, $70. 


Rep OaK— 
4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 
Harp MAPLE— 
4/4 ... 70.00 60.00 47.00 36.00 15.00 
5/4 ... 85.00 65.00 60.00 38.00 19.00 
6/4 ... 90.00 70.00 55.00 36.00 19.00 
8/4 ... 95.00 75.00 65.00 37.00 19.00 
10/4 ... 115.00 95.00 80.00 50.00 sees 
12/4 ... 130.00 110.00 95.00 652.00 
16/4 ... 175.00 155.00 135.00 a 


HARD MapieE RovGH F.oorine STock-— 
No. 1 No.2 No. 3A 


“ com. com. com. 
S| reer er ere Te $45.00 $35.00 $25.00 
Es eee ee 48.00 $8.00 28.00 
Mt cicecevavievekecee< ates 38.00 28.00 

BrEcH— 

No. 2 and 
better 
Ml ot neswen aed ban eees wae es eeee ae $38.00 
DD 5bst es C6 40Re eben kaa ee onan en eee 47.00 
FAS Sel. No. 1 No.2 No.3 


6/4 ....$70.00 $60.00 $50.00 $35.00 $22.00 


Regular stock contains 50 percent or more 
14- and 16-foot, and the following percentages 
of 10-inch and wider: 4/4, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 


wee 
+1 eet 


jena vile 








86 


AMERICAN LUMBERMAN 





October 18, 1939 





SALES PRICES OF SOUTHERN HARDWOODS 


of southern hardwoods received during the week ended Oct 


Following were sales prices 
4/4 


. 7, Chicago basis: 














5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FIGURED RED GuM— Rep OaAakK— 
i Mids wviseiteetene sedebhisnens 123.50 123.25 Qtd. No.1 & 
ne Te a umwale. adedeabmei A a or ree a pee re ee 
: ad Pin. FAS... 61.00@ 65.25 73.50@ 78.00 80.50 93.00 °°"? 
RED -— ~ or 9: . 
Qtd. _. > ae 107.50 89.25 89.25 + 1&sel. +9 ta DE “Sites s mations 58.25 60.00@ 63.75 
Se SS I ee a ne ee ee ea . a a A ai = a Tac aa a A tad li ede 
Pln. FAS... 83.25@ 92.25 89.25@ 94.75 99.75 105.00 ° PoPLAR— 
No. 1&sel. 44.50@ 51.50 49.50 ee eee Pln, FAS. 78.75 88.75 80.75@ 93.75 
No. 2 SOC ctsheseSech Cisgusbaness ‘xemken sake ck Saps COTE G4.00  oicicsccvccs 57.00 ‘ 
, : Saps&Sel. 49.50@ 52.25 55.75 55.75@ 56.75 ........ 6 
Sap GuM— No. 1&sel. 53.00@ 64.00 58.00 | ..-...e.s.e, 77.00 = 
Cee. Pens BOM GEES. ccacviccsc cs 57.00 49.50@ 64.00 No. 1com,. 38.25@ 42.50 50.50 40.00 Ea 
No. 1&sel. 43.50 41.75@ 47.00 42.75@ 50.00 40.50@ 52.00 Bee Sei. . See GO kc cativccces 31.00 
FAS, 13” No, 2-B... 25.00@ 26.75 26.00@ 28.50 ............ 
as onvdnuesanes nO” BO Bee eee, PS stee Se” | MeCN KR KES. WER eERMA EES 
Pin. FAS... 44.00@ 53.50 50.25@ 61.00 54.00 61.25 AsH— 
No. 1&sel. 31.00@ 43.50 37.25@ 45.00 42.50 50.25 FAS 83.00 
No. 2com. 25.00@ 26.50 .........+4. rr eres No. 1@sel... 48.50@ 49.50 12.22.7227! p 
BLAacK GUM— DM SE Rha dck:, stodubee we Rik ae @§@€=6©=——”—~“‘«*S Kw KC SS 
Qtd. FAS... 45.75@ 48.50 52.00 50.25 49.75@ 54.50 MGs. a §§ wniwnbeweEina, acabaeeaieal 
No, l&sel. 35.75@ 38.50 40.50 38.50@ 40.25 39.75 Sort MaPLE— 
i ee gas ehasaeeeudan sabbivaaduaats No, 1&rsel... 2.2... ee ceee cee veececees 40.50 
Pin. FAS. I 9 iri et a 4 aie Aik mibielacid  “apieeatlinnte'a die ee HiIcKOoRY— 
ek hh Cee  -hebminoediewes TE tekst Sees CeRE TOS SeeeRRESHEld * “ewnbaaeaeieds 86.00 
y 9 9 5 9 
No. SB eece 26.50@ Pe Gite Rae ee lati ae maen ea “deine mad eam ae Sort ELM— 
TUPELO— ink, aire ais inane dined dbc eS GL.00@ 55.25 ..00csesecun 
i Cts crekinehiane: ahenenesgens vineresseues 49.50 NO. 1&sel... pos eeeeesee  ceeeeeeerees 37.00@ 46.25 
CE hee aahae- Satebngasens  202bsaeduned 39.50 NO. 2eeeees 20.00 (vane eeeeneee 27.25 
Bam Weiss SECC S750 46.56 8 nWecccteesee eveeeeesnqes No. 3..---- 20.00 eee teen beet eee eens 
a: See Sane £68e éé§$ ==<‘K6bkeeS TEKS Bee ONe eens ee CoTTON WOooD— 
WHITE Oak— —. nt ll Teton aaa: “SIteKNAeeRSS Veswaedrbies 
TN AED -ciiceeicccce vesvedeeenes 19.75 Bo. 2Geel... 39.08 ME gatesresisor. oeensnennede 
wa tee eee ee! ecccese TT neces No. 2 «. +00. oe ae ae Stet enseeeee 
Pin. FAS... 80.00@ 82.50 92.50 = = = = = .ceccccceees 107.25 MAGNOLIA— 
No. 1&sel. 46.00@ 54.75 54.50 58.25@ 69.25 65.50 WEN cxatciesk Cobdsnmlaniasieemals 55.25 54.25 
No. 2.... 43.75 ——_ @438&=«©«©8©braceee eee eters aaa tialearn ee: Ce. Ee Ce eivesrenses? Pebaeeecsace <anciucenel 
I el ee ae i eRe R ee. ee eAStweRed ek Biesikces Se Be. sa eeeresonese 27.25@ 30.00 
No. 3. Pe Ce sxeeeeseees pp eksdorereem vee nnde anes 
Sd. wormy YC ese Nee kaone ene. atpeitnelne awe No. 1&btr ——-_ 8 -é ##=#$ (tte thotteee wtdesseeeee en. fs wedaaeene 
OAK FLOORING APPALACHIAN HARDWOODS § C22stxur— 
— eC CTT ito 80 oe 95 100@105 
Following are carlot quotations, Chicago cinna , . o. 1 com, 5@ 50 4@ 59 60@ 65 
basis, on oak flooring: . . Cin ti, Ohio, Oct. 13.—Average whole No. 3 com. ... 22@ 23 22@ 23 22@ 23 
” ” on ” sale prices, carloads, Cincinnati base, on Ap- Sd. wormy & 
153% 8x1%” %x2 er 
lst qtd. wht....$109.00 $99.00 $91.00 $66.00 | palachian “soft texture” hardwoods: No. 2 com... 30@ 33 34@ 37 38@ 40 
Ist qtd. red..... 81.00 77.00 71.00 +8600 No. 1 & btr. sd. 
and atd. wht... 78.00 67.00 55.00 52.00 PLAIN WHITE OAakK— wormy ..... 33@ 37 35@ 38 40@ 42 
nd qtd. red.... 68.0 . . . 4/4 5x6/4 8/4 PoPLAR— 
int Sin van 7. Taee 680 418s 6h6e | FAB ...---000. 90@ 95 110@115 1200125 Panel & No. 1, 
2nd pin. wht 60.00 56.00 45.00 44.00 ; No. 1 com&sel. 48@ 53 63@ 68 74@ 80 13” & wdr..140 150 160 
; ‘ f | No. 2 com..... 33@ 36 . smsvere + -100@ 105 115@120 125@130 
2nd pln. red.. 59.00 56.00 45.00 44.00 | s & i. 75 80 85 90 100@105 
$rd wht. ....... 19.00 40.00 31.00 30.00 | No. 3 com. 24@ 26 26@ 28 26@ 28 oa, > -+- oy oO . 4 o. con . 
tae 40.00 40.00 31.00 00 | Sd. worm .. 48@ 45 «+5 2 see eeeree 
Fourth ........ 24.00 25.00 15.00 15.00 | 4 e =— eS ee No. 2-A ...... 37@ 40 42@ 45 45@ 48 
%x2” %x1%” | PLAIN RED OAK— No. 2-B ...... 26@ 29 29@ 32 30@ 34 
NN SP rere rr: 96.50 $96.50 | FAS ......... 80@ 85 90@ 95 100@105 MaAPLe— 
I ac ca ie w sade ace ate 94.50 94.50 No. 1 comé&sel. 45 48 52@ 55 58@ 62 PAD ceccecsse TO ae 85@ 90 93@ 95 
PS, Wr ctevcccoreesencess 75.50 72.50 No. Com, ... 34 36 36@ 38 38@ 40 No. 1 com.&sel. ye 4 55 65@ 70 73@ 15 
RE rns 75.50 72.50 No. 3 com. 24qw 26 27@ 30 28@ 30 No. 2 com. 40@ 43 43@ 46 45@ 47 
Pee, c.céteeneeneweenee” 71.50 71.50 
a i a os seen ee wk iio daw 66.50 66.50 
eC cndissereeibessene 63.50 62.50 . 
SE ued: vedecsenteeess 60.50 60.50 ° > 
ry rs 40.50 37.50 
CE OTe Tr re 40.50 38.50 1S Ce S ar e e Or . 
PE: cnt ene a gash beat anes 20.50 20.50 | 


Wew York delivered prices may be obtained 
by adding to the above: For }#- —_ stock, $3; 
for %-inch, $1.50; for %-inch, 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers’ 
Association, averaged as follows f. o. b. cars 








flooring mill basis during the week ended 
Oct. 11: 
First Second Third 
Ete” setae ndeeeed $79.46 $69.09 $44.43 
Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. 1 & sel. 
iD atcb nhs ooneedrn cich wien $115.00 $ 90.00 
Dn steadeeorevesonwebeves 120.00 95.00 
Ct tvcebéavetsunrew eee 125.00 100.00 
Dn schesé-aevedenetaended 130.00 105.00 
tt Gubscesveretoneveunaa 150.00 125.00 
BE ipdcdokecdedecnacenene 160.00 135.00 





BLACK WALNUT 


Cincinnati, Ohio, Oct. 13.—Prices on Ameri- 
ean black walnut, f. o. b. Cincinnati: 


FAS: 6-9%” wide; 4/4, $235; 5/4, $245; 6/4, 
$255; 8/4, $265. 
Select: 4/4, $150; 5/4, $155; 6/4, $160; 8/4, 


$165. 
No. 1: 4/4, $80; 5/4, $95; 6/4, $110; 8/4, $125. 
No. 2: 4/4, $35; 5/4, $40; 6/4, $45; 8/4, $50. 


For Editorial Review of Current 
NORTHERN PINE 


BUFFALO, N. Y., Oct. 14.—Northern pine 
demand is holding up in a fairly satisfactory 
way, and some wholesalers report that they 
did a better business last month than during 
the one preceding. The lack of activity among 
many industrial plants is cutting down sales 
of the low grades to a considerable extent. 
The common grades are reported to be doing 
fairly well. Prices are little changed. 


EASTERN SPRUCE 


BOSTON, MASS., 
ern spruce frames 
but quotations have 
very light production. 


Oct. 14.—Demand for east- 
is showing no more vim 
strengthened because of 

Only two large dimen- 
sion mills are now sawing on the American 
side. Random lengths are very quiet and 
prices are soft. Some matched boards are 
being sold right along, but boards in general 
are very dull in spite of price concessions. 
The lath trade is almost stagnant and prices 


continue very weak. Quotations: Dimension, 
8- to 20-foot, 8-inch and under, $39; 9-inch, 
$40; 10-inch, $41; 12-inch, $43. Random 


lengths, 2x3- and 4-inch, $29; 2x6- and 7-inch, 


$30; 2x8-inch, $34; 2x10-inch, $38. Boards, 
covering, 5-inch and up, 8-foot and up, D1S, 


merchantable, $32; matched, random widths, 
8- to 16-foot, $34; No. 2 matched, random 
lengths, 1x6- and 7-inch, $35@36. Furring, 


1x2-inch, $28@29. 


Lath, 1%-inch, $3.50@3.75; 
1%-inch, $3.90@4. 


Market Conditions See Page 37 
HARDWOODS 


CHICAGO, Oct. 15.—While hardwood de- 
mand and prices continue low, they are not 
so low as they were, several distributers say, 
with radio factories and furniture makers 
doing some buying. There is, however, now 
little talk of any probable definite upturn in 
sales and prices yet this fall; most of the 
local lumbermen believe it is too late to 
expect such change, and are “set” for three 
or four months of business about as it is— 
no lower and but little better. In oak floor- 
ing, }%x2%-inch first quartered red is up $2 
over a week ago, and %x2-inch second plain 
white is up $1. However, both white and red, 
third grade, dropped $2, and decreases of* $1 


were noted in both white and red, third 
grade }#x1%-inch, and third white, %*%x1%- 
inch. 

CINCINNATI, OHIO, Oct. 13.—Very little 
inquiry developed here for southern hard- 


woods this week. Small amounts of sap gum 
and oak were taken, mostly in mixed carlots. 
Oak flooring is very slow. Buyers are in con- 
trol of the market on red oak, ash (except in 
difficult sizes) and lower grades of gum and 
poplar. Stocks here are light. Appalachian 
hardwood sales volume is steady, white oak 
and poplar moving better than other species. 


BUFFALO, N. Y., Oct. 14.—Hardwood de- 
mand has been a little better during the last 
couple of weeks, and the outlook seems to be 
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a 


irly good. Consumers have been carrying 
. 1 stocks for a good while, and are finding 
ae ecensatY to add to them. There is still 
- - room for improvement in volume of 
weniness- Prices are down to a point where 
mills are likely to close down rather than 
make further concessions. Flooring trade is 


more active. 


DOUGLAS FIR 


CHICAGO, Oct. 15.—Several reports here 
indicate that, true to the promise of the 
West Coast mills, they are sticking firmly 
to their prices, for there is word of firmer 
prices in Douglas fir. No change for the 
worse in the sales volume has been reported, 
either, but rather the situation seems better, 
with some industrial buying and the rail- 
roads finding it necessary to purchase car 
materials. 


KANSAS CITY, MO., Oct. 14.—While large 
puyers of Douglas fir have been angling for 
concessions, the smaller retailers apparently 
have accepted the new price policy and are 
puying as they need stock. The volume re- 
mains light, with common grades in heaviest 
demand both in the city and country. 


NEW YORK, Oct. 13.—Demand for Douglas 
fr is a little better than it was in Septem- 
ber, and some wholesalers say that of late 
ithas been fair. The lumbermen all feel that 
fr is working itself on to an advantageous 
footing, and that production curtailment will 
result later in pronounced good. Just now 
conditions in the harbor are satisfactory, 
and prices are holding fairly well. 


CYPRESS 


CINCINNATI, OHIO, Oct. 13. 
ing is at a low ebb and there is little inquiry, 
with prices at rock bottom. A few lots of 
siding and guttering are being sold, and also 
some factory lumber. Stocks are fair, and 
little interest is manifested in filling them out. 


HEMLOCK 


BOSTON, MASS., Oct. 14.—For eastern and 
northern hemlock there is almost no inquiry 
from city yards; shading quotations brings no 
increase. Some small country mills are find- 
ing more or less local demand, however. The 
top price for clipped boards is $29, and for 
random $28. Uncertainties about cargo rates 
are a handicap to distributers of western hem- 
lock, offered for November shipment at $9.50 
@11 off page 11%, Atlantic differentials. 





NEW YORK, Oct. 13.—The hemlock market 
runs along on an even keel. There is a cer- 
tain demand to be supplied, mostly in small 
lots. The yards buy solely to supply cus- 
tomers’ needs. 


REDWOOD 


SAN FRANCISCO, CALIF., Oct. 11.—Total 
redwood business is about the same. A slight 
increase in orders from southern California 
was noted during the week. General retail 
business here is slightly below normal. Prices 
are steady. 


WESTERN PINES 


BUFFALO, N. Y., Oct. 14.—Some Califor- 
nia white and sugar pine are being sold, but 
mostly in badly mixed cars. Buying is for 
immediate needs, but in some localities an in- 
crease in building is recorded. Mills are un- 
willing to accept some of the low priced offers 
made to them. 





NEW YORK, Oct. 13.—Demand for western 
Pines, principally for Idaho, has improved 
slightly in the last fortnight and prices are 
fairly well stabilized. There are still short- 
ages of some of the main items. Pondosa 
Tuns along on about the same footing as 
Idaho. There are no large stocks in the 
hands of local wholesalers. 


SAN FRANCISCO, CALIF., Oct. 11.—There 
was more firmness in pine prices last week, 
orders from the eastern seaboard having in- 
creased substantially. Western business is 
Steady. Retailers here report sales still below 
hormal. 


KANSAS CITY, MO., Oct. 14.—Prices on 
Pondosa pine are firmer, but demand is slow. 
California pine prices remain about the same. 





satisfy you. 


G. S. Patterson, P. O. Box 96, Oconomowoc, Wis. 


=r 





Ready to Serve You 


Our business has been built on two principles: 
herence to quality standards, maintenance of efficient service. 


This is the basis on which we solicit your orders for Craig 
Mountain Pondosa Pine lumber. 
white stock will please you. 


Let us quote on your spring needs. 


CRAIG MOUNTAIN LUMBER CO. 
WINCHESTER, IDAHO 


SALES REPRESENTATIVES: 


Alex W. Stewart, 931 Lumber Exch. Bldg., Minneapolis, Minn. 


rigid ad- 


We know our light, soft, 
We know our service will 


W. J. Schiller, 4347 Benton Blvd., Kansas City, Mo. 











The best demand comes from millwork plants 
and similar industrial consumers. The wants 
of retailers remain small, and their orders are 
for immediate necessities only. 


SOUTHERN PINE 


CHICAGO, Oct. 15.—The southern pine 
market is virtually unchanged, in either sales 
volume or price. Retail buying, especially 
inside Chicago itself, is very quiet; distribu- 
ters tell of dealers preferring to remanu- 
facture present stocks if necessary rather 
than buy new. Stocks in both retail and 
industrial yards remain at unheard-of low 
levels. Lumbermen in all branches, however, 
“keep a-plugging,”’ and one industrious com- 
mission seller of southern pine remarked to 
an AMERICAN LUMBERMAN representative, ‘You 
ean find business nowadays if you’re willing 
to go out and hustle for it. I’ve just been 
doing that, and I’ve got some orders here.” 


NEW YORK, Oct. 13.—Some sales of south- 
ern pine have been reported of late, although 





business is hardly to be called fair. Yards 
have small stocks and make purchases only 
when they must. Good kiln dried roofers are 
scarce and prices are firm. 


CINCINNATI, OHIO, Oct. 13.—Inquiry for 
southern pine is a little more active and yards, 
both local and up-State, are placing small fill- 
in orders. More retailers are receiving orders 
from contractors, because of the excellent In- 
dian summer. Buying is confined to relatively 
small lots of common lumber and finish. Mill- 
work factories are receiving a few orders. 


KANSAS CITY, MO., Oct. 14.—Southern pine 
demand is running along evenly’ with pre- 
vious weeks, and prices seem to be very well 
stabilized. Most of the demand is for well 
mixed cars for immediate requirements. The 
Eastern States continue to buy, and Texas de- 
mand is good. Elsewhere trade continues 
spotty. 


BOSTON, MASS., Oct. 14.—The volume of 
sales of southern pine has beén quite slender. 
Light retail stocks are sufficient. There has 
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is Direct Cause 


for Heavy Fire Loss/ 


on the Wires 


Electric wires carry light, and power—and fire. 
With adequate insulation and proper handling, the 
current is effectively controlled and your plant is 
amply safeguarded against the danger of fire. But 
if insulation becomes worn, if connections are bad 
or if fuses are improperly bridged, fire may break 
loose and ride the wires to bring death and destruc- 


tion. 


Lumber Mutual Insurance is specialized protection 
Its mission is to prevent 
fire if possible, to pay losses fairly and promptly, 
and to reduce insurance cost. That’s just what it 


for the lumber industry. 


does. 


Many serious fires are 
directly chargeable to de- 
fective wires — insulation 
worn by looping over nails 
—wire twisted and worn— 
bad connections—bridging 
fuses—improper wires and 
insufficient insulation. All 
such fires can be prevent- 
ed by adequate equipment, 
properly installed; ap- 
proved fuses; metal con- 
duits; protected bulbs, etc., 
and by regular and thor- 
ough inspections. Keep all 
the current in the wires. 


Any of our companies will tell you why our policies offer maxi- 
mum protection, how our fire prevention service reduces loss and 
how our dividends reduce your cost. 









ye ance Co., of Boston, Mass. 
of Mansfield, Ohio 


tion, of Seattice, Wash. 


Lumbermens Mutual Insurance CO..66 


Northwestern Mutual Fire Assocla-ind 


ASSOCIATED LUMBER MUTUALS 


The Lumber Mutual Fire insur-Pennsylvania Lumbermens Mutual 









Fire insurance Co., of Philadel- 
phia, Pa. 

mtral Manufacturers Mutual tIn- 
surance Co., of Van Wert, Ohie. 
jana _Lumbermens Mutual Insur- 
ance Co., of Indianapolis, ind. 








been some business in air dried roofers at $24. 
Bébetter partition is offered at $40, up to 
$46.50 for nice Arkansas stock. Flooring is 
dull and shortleaf and longleaf 1x4-inch is: 
B&better rift, $67@76; C rift, $54@58; B& 
better flat, $44@47. 


SHINGLES AND. LATH 


NEW YORK, Oct. 13.—Supplies of eastern 
spruce lath are gradually being used up, for 
shipments by rail and cargo are rather light 
for mid-October, and prices are firming up. 
Demand for both shingles and lath is small. 
West Coast lath of nearly all leading grades 
are plentiful, and prices vary in different 
parts of metropolitan territory. 


KANSAS CITY, MO., Oct. 14.—Shingle de- 
mand, in spite of excellent weather for repair 
work, has not quickened much. The demand 


in most cases is for small cars, and the 
smaller the better. Prices are very draggy, 
ranging around $1.40 for clears, and about 15 
or 20 cents less for stars. 


CLAPBOARDS 


BOSTON, MASS., Oct. 14. — Selling clap- 
boards is certainly difficult. Although retail 
stocks are light, little new residential con- 
struction is under way. Eastern spruce and 
native white pine clapboards have eased off 
but are holding up better than West Coast 


clapboards. 
BOXBOARDS 


BOSTON, MASS., Oct. 14. — Business in 
packing lumber is far below normal. Many 
boxboard producers have been curtailing radi- 
cally for months, but stocks are too large to 
permit any strengthening of prices. Produc- 


itt 
ers who cut on old contracts are about the 
only ones securing reasonable prices. There 
is some distress business in round edge white 
pine inch boxboard, log run, around $22, and 
quotations range up to the $28 paid on Some 
old contracts. Some large consumers are now 
negotiating new contracts for the coming 
winter’s cut, which are being placed around 


FOREIGN 


From Canada, Ireland and China 


WASHINGTON, D. C., Oct. 13.—With the mar- 
ket for lumber cut in the Canadian Maritime 
Provinces experiencing a marked decline, it 
is reported locally that the cut of sSaw-logs 
next winter will be considerably reduced, ac- 
cording to information received by the Lum- 
ber Division, Department of Commerce. 


The United States and Great Britain have 
been the chief markets for Canadian mari- 
time lumber. Exports to both countries have 
undergone marked progressive reductions, 
European pine and spruce are now largely 
supplying the English markets, while the 
United States has been taking less. Various 
maritime firms have abandoned their export 
trade and have been depending upon local 
markets, which have been particularly good 
the last two years due to unparalleled con- 
struction activities. However, the local mar- 
kets have of late grown dull. , 


The present outlook is reported in Canada 
to be gloomy and the trade is anticipating 
a 50 percent reduction in the saw-log cut 
this winter. Last year’s cut of saw-logs in 
Nova Scotia was estimated at about 225,000,- 
000 board feet and in New Brunswick about 
300,000,000 feet. However, if demand should 
improve it would not be difficult for opera- 
tors to speed up their work, particularly in 
Nova Scotia. 


Douglas fir is reported to be meeting the 
competition of Russian softwoods in north- 
ern Ireland and it is the opinion of local 
brokers that it will hold its market unless 
the present low prices undergo an apprecia- 
ble upward trend, according to Franklin B. 
Atwood, American vice consul, Belfast. 

Stocks of lumber on hand in Ireland, espe- 
cially north European woods, are large. In 
general, stocks of nearly all woods are suffi- 
cient for normal demand during the coming 
winter, and present buying is hand-to-mouth. 
The hardwood market remains dull, although 
prices have softened appreciably, and stocks 
are said to be sufficient to supply the present 
and immediate future demand. 


American Douglas fir doors have met with 
strong demand owing to low prices and dur- 
ing August 10,000 to 12,000 of these doors 
arrived at Belfast. Arrival is reported of 
20,000 American Douglas fir railroad ties 
during August for a northern Ireland rail- 
road. 

Douglas fir arrivals at Shanghai, China, 
during the 4-week period ended Sept. 18 were 
above normal, being estimated at 25,000,000 
board feet and stocks of this wood on hand 
are estimated at 60,000,000 feet, according to 
a radiogram from Julean Arnold, commercial 
attache. 

Large deliveries of Douglas fir have been 
made to the retail trade. Prices at Shanghai 
have declined to $28 per 1,000 feet, ex-yard 
basis, while good specifications and sure pay 
sales have been made as low as $27. The 
market has been weaker due to large stocks 
on hand, heavy arrivals and limited demand 
from the interior. 

The Tientsin lumber market remains quiet, 
with little building construction under way. 
A dealers’ price war within the next few 
weeks appears to be a possibility. Antung 
red and white pine is being sold at Tientsin 
at 20 percent under Douglas fir prices, re- 
sulting in reduced business in fir, except 
flooring. Arrivals of Douglas fir at Tientsin 
during August were 3,500,000 board feet, with 
stocks on hand estimated at 11,000,000 board 
feet. 

















AT THE DANCE 
Can’t keep 


“You must love to dance, girlie. 
your feet still.” 


“These shoes are made of snakeskin.” 
“Well?” 
“They will wriggle.” 
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Notes From Washington 


(Continued from Page 72) 
And the majority of members in clubs and 
lodges are better informed as to the principles 
and ideals of such organizations than are 
church members as to the hope that is in 
them. _ 

Despite the comments of critics, however, 
Mr. Long said that the church is leading in 
great reforms for temperance, justice, peace 
and brotherhood, adding: “So long as men find 
God through the church, so long as they find 
salvation and comfort and hope in Christ there 
—so long as the church ministers to the spir- 
itual man and holds forth the promise of eternal 
life, it can never fail or be displaced.” 

He recalled the incident wheh young James 

A. Garfield quieted the milling mob in New 
York City after the assassination of Abraham 
Lincoln by jumping on a dry goods box and 
exclaiming: “Fellow citizens! Be calm. God 
reigns and the government at Washington still 
ives. 
In conclusion Mr. Long said: “And as to 
the church, though at present yielding to the 
pressure of the world, falling, oh, so short of 
her mission, I believe with all my heart in the 
statement made by Jesus to his disciples of old, 
when he said: ‘On this rock I will build my 
church, and the gates of Hell shall not prevail 
against it.” 


“Profits From Farm Woods” 


W. R. Mattoon, extension forester of the 
Forest Service, points out that cash income 
from farm woodlands is proving a life saver 
for many farmers hit by short field crops. Too 
often, Mr. Mattoon states, young timber is sac- 
rificed for immediate returns, but with good 
management and careful marketing timber 
farming pays good profits and helps out the 
farm income. 

Accounts of southern farmers who have 
profited by the sale of logs, poles, crossties, 
posts and fuel wood are given in a new book- 
let, Miscellaneous Publication 87-MP—*“Profits 
from Farm Woods”—just issued by the Depart- 
ment of Agriculture. 


Paintability of Different Woods 


To help home builders to avoid repainting a 
new house too soon, the Forest Products Labo- 
ratory offers suggestions on the selection of sid- 
ing and trim that will hold a paint coating in- 
tact as long as possible. The suggestions are 
based on a 5-year study of nearly 2,000 painted 
panels exposed to the weather in various loca- 
tions throughout the United States. 

The home-builder will find many interesting 
and important points on the paintability of dif- 
ferent kinds of wood in a new leaflet—62-L, 
“Why Some Wood Surfaces Hold Paint Longer 
Than Others”—which the Office of Informa- 
tion, U. S. Department of Agriculture, is dis- 
tributine without cost. 


Medals for Small House Designs 


Secretary of the Interior Wilbur has an- 
nounced that Mrs. William Brown Meloney, 
of New York, will give three gold medals each 
year to the architects who design the best 
small houses erected anywhere in the United 
States during the preceding year. 

This is part of a campaign supported by 
President Hoover, Mrs. Meloney, Secretary 
Wilbur, the president of the Better Homes in 
America organization, the directors of the 
American Institute of Architects and others, to 
eliminate monotonous and drab residential 
streets of towns and cities, resulting from faulty 
design and insufficient planning. 

_.Mrs. Meloney, with the co-operation of Pres- 
ident Hoover, in 1922 founded Better Homes 
in America. 

Robert D. Kohn, of New York, president of 
the American Institute of Architects, will ap- 
point a committee of five architects to make the 
Meloney awards. The awards will be limited 
to houses of one story, one story and a half 
or two stories in height. 








Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 


75 cents a line for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Coumt in signature. 

Heading counts as two lines. 

ars a except the heading can be ad- 
mi 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








Wanted—Employment 


rene 


RELIABLE SALESMAN 


Thoroughly experienced, in lumber shingles and/or 
box shooks and crating material, to sell for high- 
class mill or group of mills in central states, with 
headquarters Chicago. Know the trade and its re- 
quirements, industrials and retail lumber dealers 
and can get desirable business despite general busi- 
ness depression. Want nominal salary and bonus 
arrangement. Mill owners only. 
Address “B. 65,’ care American Lumberman. 




















EXPERIENCED HDWD. LUMBER SALESMAN 


Wants to cover the furniture trade in the Caro- 
linas and Virginia for good manufacturer or whole- 
saler. 

Address “B. 56,” care American Lumberman. 


SPECIAL MILLWORK ESTIMATOR AND 
SALESMAN 





Ten years’ experience in territory from New York 
to Louisiana. Fast and accurate. Handle any 
class of work. Understand Cost Book “A” thor- 
oughly. Best of references. 

Address “B. 58,’’ care American Lumberman. 





BOOKKEEPER-STENOGRAPHER 


Seven years’ lumber experience manufacturing, 
brokerage and retail yard desires position, prefer- 
ably at mill. Good health, good appearance, good 
morals. Will go anywhere. Available at once. 
M. S. LANIER, 118 Clay St., Jacksonville, Fla. 





ACCOUNTANT—OFFICE MANAGER 
20 years experience in manufacturing and retail 
lumber and millwork. 
Address “R, 36,” care American Lumberman. 
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THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 


Send your advertisement to the 
AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois. 


| Wanted—Employees 


WANTED WHITE PINE SALES MANAGER 


With thorough knowledge of Inland Empire and 
California woods. Personally acquainted with trade 
in Central States. Must be able to furnish A-1 
refs. as to ability, integrity, etc. Submit full de- 
tails regarding your experience state age and 
salary wanted. Address “B. 63,” care American 
Lumberman. 























MILLWORK ESTIMATOR AND SALESMAN 


Plant located in Southwest. Have opening for man 
capable of estimating all classes of millwork, 
familiar with Cost Book ‘‘A’’ methods, and compe- 
tent to successfully sell product to General Con- 
tractors, address, stating experience and salary 
desired. “W. 19," care American Lumberman. 


Wanted—Salesmen 























POSITION WANTED 
Fifteen years experience as manager of line yard. 
Capable, good collector References A-1l. Avail- 
able any time after November first. 
Address “B. 62,’’ care American Lumberman. 


SECRETARY-STENOGRAPHER ALSO 


Bookkeeper. Seven years’ lumber experience. 
Address “P. 7,” care American Lumberman. 


ACCOUNTANT AND AUDITOR 
who has specialized in lumber accounting and in- 
come tax work desires position. Al references. 
Address “L. 23,’ care American Lumberman. 











HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 





BOOKKEEPER-STENOGRAPHER 
Full charge. Experienced in lumber, sash, door 
and millwork. Good recommendations. 
Address “A. 58,” care American Lumberman., 





WANTED POSITION YARD MANAGER 


Fifteen years’ experience, good collector and sales- 
man. 
H. S., 502 Finney St., Chillicothe, Ill. 


RESULTS COUNT 


I can manage your retail yard, large or small; 
make the sales; get the money; show a profit; and 
give satisfaction. Thoroughly experienced in retail 
lumber. Address “R. 12," care American Lum- 
berman. 








BOOKKEEPER-ACCOUNTANT 


General office man is open for employment. Ex- 
perienced in both wholesaling and manufacturing 
Southern pine and hardwoods. Assists with sales 
and traffic management. Specializes in cost ac- 
counting, profit and loss analyses, the preparation 
of financial statements. Income tax Returns. 
Employed. Present employers have cut out and 
are retiring. References AAA-1. Address 

P. O. BOX No. 381, Augusta, Ga, 


Wanted-Business Opportunities 


INTEREST IN RETAIL YARD 


Advertiser would take interest in Retail Yard 
(Planing Mill no objection), taking whole or part 


























management. Will invest about $12,000. Replies 
confidential. Prefer location east of Ohio. 
Address “B. 57," care American Lumberman. 








RESPONSIBLE WHOLESALER 


To sell British Columbia Red Cedar Shingles; in 
straight and mixed cars. Attractive selling propo- 
sition offered. 

Address STOLTZE MFG. CO., LTD., 

518 Vancouver Block, Vancouver, B. C. 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at small cost by advertising in the “Want Col- 





WANTED LOG HAULING CONTRACT . 


Stocking mill by the thousand. 
FRANK MADRID, Bradford, Pa. 


? 2? WHAT HAVE YOU ? ? 


On which we can quote you in wood parts? We 
are well equipped to furnish large or small wood 
parts worked to your details. INTERSTATE MILL 
& LUMBER, INC., O. Box 680, Battle Creek, 
Mich. 








HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale department 
when you want to sell anything in the lumber 








umns” of the AMERICAN LUMBERMAN, Man- 
hattan Building, Chicago, IIl- 


industry. AMERICAN LUMBERMAN, 431 S. Dear- 
born St., Chicago, Ill. 
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Wanted~Business Opportunities 








For Sale—Retail Lumber Yards 



































WE BUY RETAIL LUMBER AND 


Building material merchandise stocks. 
Address “B. 53,"" care American Lumberman. 





WANTED CONNECTIONS TO MANUFACTURE 
Sash, door and trim for us for the trade, from 
our beautiful Ambarwood lumber. 
AMBARWOOD MFG. CO., Helena, Ark. 





WANTED 


Good retail lumber yard in exchange for splendid 
income property in Charleston, III. 
W. M. VOYLES, Shawneetown, IIl. 


Wanted—Lumber and Shingles 


WANTED 
White oak logs, 16” upw. diam., 
White and brown ash logs, 15” diam. upw., 
upw. long. Straight and, if possible, 
knots. State prices, quality and 
Address ‘‘A. 57,” care 


























10 ft. upw. long. 
10 ft. 
without 
quantity, etc. 
American Lumberman. 





WANTED TO BUY MIXED OAK PILING 


60’ and 65’ long, 8” tops. CARL GEWALT, 
South Loomis St., Chicago, III. 


Wanted—Miscellaneous 


TURN UNUSED MATERIAL INTO CASH 
BY ADVERTISING 


| For Sale—Retail Lumber Yards 


FOR SALE—WELL LOCATED LUMBER YARD 
In Denver, Colorado. May be leased for five years 
or more at reasonable rental. Merchandise about 
$20,000. Excellent opportunity for live, progres- 
sive lumber merchant. 

Address “B. 55," care 


2464 












































American Lumberman. 





GROUP OF IOWA YARDS FOR SALE 


Will sell small group of retail lumber yards located 
in northwestern Iowa; have been under one owner- 
ship for many years; plant investments are reason- 
able. Average sales in 1929 were $30,000 per yard. 
Prefer to sell as a group, but might consider rear- 
ranging to fit purchaser’s requirements. 

Address “S. 2," care American Lumberman. 


FOR SALE 
On account of the death of owner retail 
yard and planing mill—Tymon Lumber Company 
at Sault Ste. Marie, Mich. Business established 
many years. Has been good money maker. JOHN 
P. OLD, Administrator, Sault Ste. Marie, Mich. 





lumber 





FOR SALE—TWO GOOD LUMBER YARDS 


Both in good towns, central Illinois. Reason for 
selling, want to retire. 
Address “L. 18," care American Lumberman. 





WILL SELL OUTRIGHT 
OR SELL HALF INTEREST 


To a good reliable working partner able to handle 
the sales of a well located yard in a large eastern 
city handling lumber and stock millwork. Com- 
pany owns valuable ground, private railroad siding, 





buildings, machinery, etc. For details address 
“A. 59," care American Lumberman, 
RETIRING 
Leading lumber, coal and building material busi- 
ness in heart best agricultural district in the 
U. 8. A. Established more than 30 years cities 
65,000 and over 200,000 population. Never offered 
before. 
Address “W. 2,’" care American Lumberman., 





FOR SALE RETAIL LUMBER YARD 


Near Milwaukee, Wis., in excellent farming and 
resort section. Good annual sales. Has always 
made fine return on investment. 

Address “W. 8,"" care American Lumberman., 





FOR SALE RETAIL LUMBER & COAL YARD 


One of the best in Northern Indiana; best of 
reasons for sale. 
Address ““W. 20,’" care American Lumberman. 





FOR SALE THREE LUMBER YARDS 


Owner’s health. In Central Illinois. 
Address “P. 28,’ care American Lumberman. 





FOR SALE RETAIL LUMBER YARD 


At good price, attractive terms. Well located yard 
in Buffalo, N. Y. Will require about $25,000.00 
cash to handle. 

Address “D, 201,” care American Lumberman. 





FOR SALE 
Lumber yard and builders’ hardware. To dissolve 
partnership will make attractive price. No trade 
in. Address “B. 64,’ care American Lumberman. 





GOOD MONEY MAKING YARD IN THE SOUTH 


Fine climate year round, on a large body of water. 

Small investment and overhead. Low price if 

taken soon. 
Address “A. 


53,” care American Lumberman. 


For Sale--Lumber and lin] 


FOR SALE 
150,000’ 4/4 oak tie edging. 
80,000’ 8/4 Soft Maple. 
30,000’ 4/4 Sap Gum. 
Make us offer on above. 
BAILEY LBR. CO., Parkersburg, I, 





es 


FOR SALE 800 WALNUT LOGS 


These logs are of good quality and now at ra 


Cc. W. WILLIAMS, Malta, Ohio. ilroad, 





CITY YARD FOR SALE 
We are retiring from business on account of ad- 
vanced age and will sell a well established lumber 
and fuel business in one of Iowa’s largest and fast- 
est growing cities; the oldest and largest yard in 
the city; down-town location, and priced right. 
Address “S. 3,"" care American Lumberman. 


SMALL LUMBER YARD FOR SALE 


Good location. G. F. SCHEIDECKER, Somonauk, 
Ill. 


For Sale--Business Opportunities 


WATERFRONT PROPERTY FOR RENT 


























Excellent dock and storage facilities for lumber, 
coal or building materials located on Newtown 
Creek, Brooklyn, New York. 108 lots available. 


Will rent any part—low rentals. 
Address “‘B. 60," care American Lumberman. 





SPLENDID OPPORTUNITY FOR YOUNG MAN 


To associate with a retail lumber man of wide ex- 
perience and long record as one of the best money- 
makers. To qualify he must be able to render 
simple 


accounting and invest $10,000 which will 
be fully secured with a guarantee of ample re- 
turn in salary and dividends. 


Address “B. 54," care American Lumberman. 





FOR SALE 


Lumber Yard and Planing Mill in a central western 











For Sale-Pac.Coast Timber Lands 


FOR PINE AND FIR TIMBER LANDS 


— FAVELL-UTLEY, REALTY CoO., Lakeview 
re. : 














WANT TO SELL YOUR TIMBER OR 
Timber land? The best way to find a buyer ig to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN Lpy. 
BERMAN is the best paper to advertise in whey 
you want to sell. Our readers are buyers. AMER. 
ICAN LUMBERMAN, 431 S. Dearborn S8t., Chicago, 


For Sale--Hardwood Timber | 


VIRGIN EASTERN KENTUCKY HARDWOODS 




















About 800 acres. Clean long bodied Hardwoods, 
90% Oak and Poplar, especially fine. Four to 
five miles to 


RR. 
ELMER LUMBER CO., Ironton, Ohio 


FOR SALE 
SOR. OR008 feet virgin Appalachian hardwood tim. 





er. 
Address ‘F. 60,” care American Lumberman. 


WANTS SUPPLIED 


Large number of wants supplied each week through 












































city of 58,000 population. Good buildings and the classified section. We do it for others, why 
plerity of ground. A first class proposition. Only not for you? AMERICAN LUMBERMAN, 421 §. 
5 yards in the city. Will need $80,000 to $100,000 Dearborn St., Chicago. 
to handle. 

Address “S. 9," care American Lumberman. ] 
ww aD win Tape on sei vour reucx | { For Sale-Southern Timber Lands| 

OWNER WANTS TO BORROW $10,000.00 100 MILLION FEET PRIME ORIGINAL PINE 
On 54 forties of Bayfield County, Wis., timber land Cypress and hardwood timber on railroad in 
at 5% interest, amortize $1,000 per year with priv- Georgia for sale. Also 40 million feet red gum, 
ilege after 5 years Only interested investors ad- tupelo, cypress and pine in South Carolina on 
dress H, J. KRUSE, Rochester, Minn. ‘ R. R. Price and terms right. MARION LUMBER 
CO., 365 King St., Charleston, S. C. 
READY TO GO BEST OREGON BUY 

New Band and Resaw Mill. Logging R. R. com- 
plete. Has U. S. Forest Eighty Million Key that e 
controls 390 million, pay as cut. Cheap Pine. Ty 

Address “A. 51,”" care American Lumberman., or. e con an ac Ine 

FOR SALE 


‘For Sale-Lumber and Shingles 


FOR SALE—DIMENSION STOCK 
Oak, hickory, poplar, cypress, gum etc. 
and prices F. 0. B. J. W. 
Paducah, Ky. 

















Give sizes 
LITTLE TIMBER CoO., 





FOR SALE 
Million feet quarter sawn southern 
lumber. Also ash dimension 
in two to six months. 
Address “B. 61,” care 


oak and gum 
material. Delivery 


American Lumberman. 





WALNUT DIMENSIONS 
to 19”, 1%x1%x12” to 19”, 
4/4x2” up x 10”. 
Clear, steamed, 
dimensions, 
Co.), Mo. 


HARDWOOD PILING FOR SALE 


Fresh cut mixed hardwood for prompt shipment, 
easy rate into Chicago. Also Basswood Veneer 
Logs taking a Watersmeet, Mich., rate. 

BOX 75, Birnamwood, Wis. 


2x2x8” 1x1x19” up, 


dry, paraffined, bundled. Other 
CHAS. F. SHACKLETT, Coal (Henry 








4,000 FT. 3” AND 98,000 FT. 4” 


Hard maple planks now in good shipping condition. 
THE BRADLEY COMPANY, Hamilton, Ont. 





A CLASSIFIED AD BRINGS BUYER AND 
SELLER TOGETHER 





MOTOR TRUCKS AND TRACTORS 


Sold by using the classified department. If you 
want to sell or want to buy, insert an advertise- 
ment in the ‘‘Wanted and For Sale Department” 
of the AMERICAN LUMBERMAN, Manhattan 
Building, Chicago, Il. 





Morgan Corrugated Fastener Driver, 

Rip saws and cross cut saws complete. 

24” Wood's single surfacer. 

Box board matchers. 

Morgan Nailing Machines—various sizes. 

Mereen-Johnson 48” Squeezers. 

Band saws—2 Circular saw grinders. 

26” Box Board Printers, Hand operated. 

Whitney 15” Scraper with grinding attachment. 
FOREST BOX & LUMBER CO 
409 Oakland St., 


2 head. 


_ 
mm DO bo bo tS WO Co 


Brooklyn, N. Y. 





MOTOR TRUCKS ARE IN DEMAND 
IN THE LUMBER INDUSTRY 





FOR SALE—UNUSUAL OPPORTUNITY 


One six foot right-hand Clark band mill complete, 
with power, belting, filing machinery, light plant. 
Twenty-five ton Climax locomotive. Model “E 
American log loader. Ten 10-ton Huntington log 
cars, all thirty-six gauge. All practically new. 
Also four hundred tons thirty-pound relaying rails, 
good condition, with splice bars. Address “Pp, & 
care American Lumberman. 


SAW MILL: LOCOMOTIVE & LOADERS 


Our Memphis, Tenn., operation—a model plant— 
complete in every detail and in excellent condition. 
Filer & Stowell machinery; also carts, lumber 
trucks, lumber sticks and cypress foundation tim- 
bers. Also two Clyde rapid log loaders with quar 
ter swing booms. 

McLEAN HARDWOOD LBR. CO., 

“Mallory Branch,””’ Memphis, Tenn. 


CLARK BROS. 7 FT. HORIZONTAL RESAW 
Good as new. Cost $6,500.00; will sell for $3,000.00. 
LEWTER F. HOBBS, INC., Norfolk, V4. 














PORTABLE SAW MILL FOR SALE 
24 H. P. Grayhound engine. American mill edger 
and trimmer. Good condition. 
Address “B. 59,” care American Lumberman. 


Forestry 
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